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A Gift—till May 16th 


—to you and your customers! 


$4.50 worth of serving pieces (9” spoon and fork) included absolutely 
free in every new LOJ’ELACE Chest o’ Dreams for the next month! 


Beautiful servers, essential to fashionable etiquette. New set combina- 
tions contain twice the usual number of teaspoons—a brand-new selling 
point! 30-piece service for 6—$29.95 (quantity purchase price). Offer 
good from April 15 to May 16, as advertised in full pages in leading 
women’s magazines. Prepare for the 1936 silver rush! See your dis- 
tributor for full supplies and promotion features today! 
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The Graduation Saco —— 
Is Coming! | 





Consumer Price 
List Price $23.00 


Consult Your Benj. Allen & Co. Catalog 





For New, Seasonable Merchandise a 








The Zephyr and Cru- 
sader Series make the 
Elgin line complete 
in the entire price 
range. 


Anticipate your 
Graduation demands 
by ordering now from 
our extensive stock. 








Very soon many of your customers 
will be selecting gifts for boy and 
girl graduates, gifts that almost in- 
variably comprise jewelry merchan- 
dise. 

Is your spring stock new, complete 
and attractive enough to win you a 
large share of this profitable gift 
business? 

The Benj. Allen & Co. Catalog, with 
its great line of selected items, will 
enable you to choose from a com- 
pact presentation of the newest and 
most appealing jewelry on the mar- 
ket. That is why it is called “The 
Jeweler’s Right-Hand Man,” .. . 
that is why it will help you to a 
bigger season of greater sales. 


BENJ. ALLEN & CO., inc 


The Silversmiths Building 
10 SOUTH WABASH AVE. CHICAGO, ILLINOIS 








THE JEWELERS’ CIRCULAR—KEYSTONE 1 
for April, 1936 








Registered 
U.S. Patent Office 





] 





EWELERS (IRCULAR-[(EVSTONE 


Chestnut and 36th Sts., Philadelphia, Pa, 


SALES OFFICES... 


239 West 39th Street, New York, N. Y. 


April, 1936 = ¢ Vol. 106, No. 7 








OFFICERS 


Everir B. TeRHUNE P. M. FAHRENDORF 
President Executive 
Vice-President 
BarTLeY J. DoyLe A. MERCHANT CLARK 
Vice-President Vice-President 


Business Staff 
P. M. FAHRENDORF, General Manager 


E. H. BENNETT Philadelphia 
Upper New York BARTLEY J. DOYLE, v-p 
Real Estate Trust Building 
H. HETHERINGTON Pittsburgh 
N. ¥., N. J., Pa. E. H. SYKES 


905 American Bank Bldg. 
Pittsburgh, Pa. 
ARTHUR TUVERI 
New York Western 
CLAUD WHEELER $ 
29 E. Madison St. 


New England Chicago, Ill. 
E. P. LINGHAM 
434 Industrial Trust Bldg. Pacific Coast 
Providence, R. I. CHARLES H. WOOLLEY 
140 Federal St. 444 Market St. 
Boston, Mass. San Francisco, Cal. 


Editorial Staff 
A. MERCHANT CLARK, Editor 


Associate Editors 
Pe L. B. PRATT 
JOHN Ks NS SOWMAN DONALD McNEIL 
HARRY R. TERHUNE, Field Editor 
L. M. LAMM, National Press Building 
Washington, D. C., Correspondent 


Published monthly by Chilton Company (Inc.), Chestnut and 
56th Streets, Philadelphia, Pa. Entered as second class 
matter at the Post Office in Philadelphia under the Act of 
March 3. 1879. 


The subscription rates in U. S., Canada and Mexico are $2.00 
for one year; other countries of Postal Union $4.00 for one 
year; single copies 25c. All subscriptions are payable in 
advance. 


A request for change of address must reach us at ieast thirty 
days before the date of issue with which it is to take effect. 
Duplicate copies cannot be sent to replace those undelivered 
through failure to send advance notice. With your new ad- 
dress be sure also to send us the old one, inclosing if possible 
your address label from a recent copy. 





Owned and Published by 


© 


CHILTON COMPANY 
(Incorporated ) 
Executive Offices: Chestnut and 56th Streets, 
Philadelphia, Pa. 
Cc. A. MUSSELMAN, President 
FRITZ J. FRANK, Executive Vice-President 


Vice-Presidents 
FREDERIC C. STEVENS EVERIT B. TERHUNE 
JOSEPH 8S. HILDRETH ERNEST C. HASTINGS 
GEORGE H. GRIFFITHS 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 








IN THIS ISSUE 


ADVERTISING AND SALES PROMOTION 












nee Sede e fe ge CO get a rr 32-33 
pile ee 38-39 
Window Backgrounds that Sell More Jewelry................... 40-41 
One Hundred Years of oiened |) ere i. 34-35 
oe ee er 61 
JEWELRY AND GEMS 
Spring Style in seid ge eee 45 
Jewelry for Men.. Monga isola Gian ais boc Se 
Men’s Jewelry is RN sare, Wh os giedn soe uduece ss sl 52-53 
New Clips and Dinner Rings. . Sr Tee hoe eer eee .57 
Looking into Grace Moore’s Jewel Case. Lrarwta isa michele cig 2 tetale oe 59 
SILVERWARE 
“it Paid to Poeatuve Gterling Sliver” ......... 60-0. .cccecceccescesal 69 
ME MREMR ONO. 5p inns aioe Casale wlehetsw Brass 5 Sdhoia Heulse Baio wa 75 
GIFT AND ART MERCHANDISE 
PETS RC NED ois so Bose ia bis Hie ion va BS als w Od waxes . 78-79 
GENERAL 
Speaking of the Jewelry Trade.............................. 29-30-31 
“After AW’ .... Ee ee ere te 42 
More About the Jewelry Og ie inde cde cccesietesalek ae 67 
NEWS 
California Jewelers and Horologists Convene cide essere acral 
Massachusetts and Rhode Island Jewelers to Meet..................8l 
Brooklyn. Retatiers Dine afd Dance... .... .... 2c... cnc cscccecgoun 83 
Jewelers Fraternal Association of New York Elects Officers..........85 
Officers Elected by Maiden Lane Outing Club...................... 85 
Texas-Louisiana Association Dissolves.....................000.0008 86 
Armed Bandits Rob New York Jewelry Store............... |. aa 
ee ee 87 
Jewelers Suffer in Flood Areas.. n0 Za (a, Shor ies 
Exhibitors Reserve Space at A.N. R. J. A. ‘Convention... weeegn 103 
Horological Institute of America Plans for Convention.:.......... 103 
Celebrates 50th Anniversary with Chicago Concern............... 121 
Bandits Rob New York Diamond Salesman......................4.. 121 
Two New Yorkers Sent to Prison on Watch Smuggling Charge..... 121 
HOROLOGICAL DEPARTMENT 
Friction in Watch and Clock Mechanism ...................... 105-108 
H.I.A. Announces New System for Grading Examination Work...... 108 
WORKSHOP NOTES 
Discussion of Technical Questions for the Man at the Bench..... 111-113 


Copyright 1936 by Chilton Co. (Inc.) 


Nothing that appears in THE JEWELERS’ CiRCULAR-KBYSTONE may be reprinted without 
special permission. The use of our articles or quotations from them fer stock-selling 


[ schemes is never authorized 














33 
9 
H 
5 
| 


5 
1 
13 
7 
9 


9 
5 





NPEAKING OF 
THE _Jeweiry [RADE 


; in gem- 
producing regions can help create an 
interest in jewels by erecting roadside 
signs to direct motorists to the mine 
areas, said Armand Jessop of J. Jes- 
sop & Sons, Inc., San Diego, Calif., 
jewelers at a recent meeting of the 
Rotary Club of Oceanside, Calif. 

“One of the richest and most varied 
gem-producing areas in the world is 
at the back door of Oceanside and 
should be exploited by this commu- 
nity,” Mr. Jessop declared. “This 
gem wealth is not properly appreciated, 
















€ 100 YARDS= 
TURQUOISE 

















even by people who live close by, but 
if this spot were situated in Europe it 
would be one of the show places of 
the Continent. 

“Blue topaz is produced on the 
southern slope of Palomar Mountain, 
in a mine that has the appearance of 
fairyland, and fine aquamarines are 
found at the foot of the same mountain, 
Hyacinths are mined near Ramona 
and garnets toward the desert, while 
turquoise, kunzite, beryl, jade and 
tourmaline deposits are also worked 
within a nearby area.” 

Mr. Jessop urged Oceanside’s busi- 
ness men to erect guide signs to the 
gem regions. 


© © 
Jevgus LeRoy, Third Ave., 


New York, jewelry store owner and 
one of the most widely known horol- 
ogists in this country, is happiest only 
when associating with watchmakers 
and others interested in improving 
conditions in the watch trade. His 
eagerness to promote the interests of 
horology in this country has taken him 
to many places, and only recently he 
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appeared in Baltimore, where he was 
the principal speaker at a meeting of 
the newly. organized Horological 
Guild of Maryland. 

Talking to more than 100 horol- 
ogists from all sections of the state, 
Mr. LeRoy offered some sound advice 
on organization, and during the course 
of his remarks said: “Although horol- 
ogy itself is an old subject, we must 
bear in mind that those of us who are 
now working for betterment of the 
watch business by elevating the art 
and science of horology are in many 
respects pioneers. There are no beat- 
en paths to follow. We must devote 
our time and thought to the questions 
that confront us, and, like pioneers in 
all fields, dare to strike out boldly for 
what we determine to be right.” 


© © 
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? eople are very much 
interested in seeing gems in other than 
the finished state,” said Earl B. Hall of 
Pasadena, Calif. “The real reason,” 
he went on to state, “is that they are 
becoming much more gem conscious. 
As the windows are under my direct 
care, we see that a pleasing, instructive 
and constructive series of displays are 
always presented. Recently a window 
given to the showing of amethyst rings, 
together with the crystals, evoked a 
fine response. ‘This was built around 
the story of the birthstone of the 
month. A card reading, ‘Fortunate 
indeed are the February-born who 
amethysts do wear. Theirs it is to 
soar aloft, mastering mind and air.’ 
On this card was a list of prominent 

people with February birthdays. 
“During December zircons were 
given the play. We find this to be a 
most popular stone. Its brilliance and 
color attracts many people. The color 
allows it to be worn with almost any 
color combination, a most important 
selling point to the women. The daz- 


29 


Nd EWELERS (ira LAR- KEYSTONE 


APRIL 





zling blue of this stone just about takes 
the breath away from the average cus- 
tomer. A good front window setting 
right now is a good display of the 
newest ideas in diamond wedding 
rings, flanked on one side by zircons 
and on the other by the birthstone of 
the month. This triple combination 
has great sales-producing possibilities. 
That sign in the window, ‘Graduate 
Member American Gem Society,’ has 








many interesting customer confidence- 
building angles.” 
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@ Homan, president 
of the C. B. Brown Co., Omaha, Neb., 
in discussing the “Past and Future 
Trends of the Jewelry Business” be- 
fore the recent convention of the Ne- 
braska Retail Jewelers’ Association, 
held in Lincoln, indicated that a new 
array of sports jewelry which departs 
in color and design from the more 
sombre shades, will serve to “pep up” 
jewelry for men and women in 1936. 
He further stated that the women, as 
always, will select jewelry to fit the 
occasion, but the predominance of 
sports wear coming from Paris fash- 
ion experts has created a new line of 











sports jewelry not too elaborate for the 
straight lines of women’s suits. The 
speaker also pointed out that men will 
follow the sports trend with crested 
rings and scarf pins. The return of 
hard French cuffs, he pointed out, has 
created a big demand in this country 
for stone-set cuff links. According to 
Mr. Homan, trends indicate the re- 








turn of yellow gold to still greater 
favor, while other features in the mar- 
ket include an upward swing in the 
price of gems and less “rigidity” in 
styles. 


o © 
Says George T. Brodnax, 


Memphis, Tenn.: “Our store slogan 
of “The Brodnax name on the box 
adds much to the value but nothing 
to the cost’ is before the eyes of every 
one of us here, at all times. The buy- 
ers think of it instinctively as do the 
sales people. We even carry it to the 
point of being most fussy in our pack- 
aging. Our two boys in the wrapping 
department are trained to be most 
particular in the way and manner in 
which all packages are sent out. 
Every piece of silver is most carefully 
cleaned, whether it be a baby spoon 
or a set of sterling. If a tag is to be 
tied on, it is tied on properly with 
white ribbon. I really believe one of 
the finest forms of building good will 
is the way and manner in which our 
goods are packaged.” 
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p rice has lost 
its appeal in silver selling,” declared 
E. P. Haltom. This Fort Worth 
jeweler was discussing the silver situa- 
tion in general as it applied to The 
Haltom store. He continued, “Now- 
adays when a girl comes in with her 
mother looking for silver and the price 
is brought up at the start, we always 
show them our price silver, as we know 
we have everyone equalled when it 
comes to price. Just the same, the big 
majority will buy the pattern they like 
in the newest style. 

“The public has been greatly influ- 
enced by the publicity given to the new 
styles in silver flatware. Many people 
come in asking for two or three named 
patterns they have seen advertised. 


Here in this store we are continuously 
working on silver, and have for years. 
There are always two silver windows, 
with one always showing flatware. 
These windows are completely 
changed very often so as to have an 
air of freshness. Just changing the 
location of the various items is not 
changing a window; new backgrounds 
and new sales approach always tend to 
keep the public interested in the win- 
dows. 

“It pays to carry a good substantial 
stock of silver. If we had not had a 
large stock the store would not have 
done the remarkable business experi- 
enced during the holiday season. Even 
with what might be considered a heavy 
stock, the store has always and does 
get a satisfactory stock turn, even with 
sterling hollowware. 








“Tt has been the policy here to see 
that the old items are moved out, con- 
sequently there are practically no ‘shelf 
warmers’ in the house. By paying 
close attention to the condition of the 
stock at all times, a silver department 
can be made to be one of the most prof- 
itable in the store.” 
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F avorable publicity 
for jewelry followed the presentation 
recently of a scarf pin, mounted with 
a Maine tourmaline, to Major Bowes 
of radio fame. The pin, a gift of the 
Portland, Me., Chamber of Com- 
merce, was made by William M. 
Cross, Inc., manufacturing jewelers, 
Portland, and also bore a diamond. 
“The gift,” said L. S. Cross, manager 
of the Portland concern, “resulted in 
having the Major mention ‘tourma- 
line,’ ‘scarf pin’ and ‘diamond,’ all of 
which we consider good publicity for 
the three items named.” The Cham- 
ber of Commerce, in making the pres- 
entation, sent the following communi- 
cation to Major Bowes: “We have no 
ten-gallon hats here in Maine, so in- 
stead will you kindly accept with our 
most sincere best wishes the scarf pin 
we are sending you. The green tour- 
maline came from among the hills of 
Maine. The mounting was made from 
gold which was found in small flakes 
along the banks of Swift River in 
Maine. As for the diamond, we be- 
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lieve it is distantly related to the one 

Mary Perry is wearing in her tooth 

here at the Strand Theatre in Port. 

land this week.” Mr. Cross recently 

presented Mary Perry with a diamond 
SCARE p,. = 
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which she had set in a tooth. She said 
that was what she wanted and she got 
it. 
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The retail jewelry 


trade in all its branches is facing real 
competition from the present-day op- 
erating method of the department 
store extension of credits,” said Ralph 
Cohen of the Hamilton Diamond Co., 
Los Angeles. ‘This long-term credit 
extended by the department stores is 
disguised by many names, but the fact 
remains that these stores do encourage 
selling jewelry and all other items on 
a basis of so much down and so much 
a week or a month. This has a seri- 
ous effect on those of us in the credit 
jewelry business, just as it must have 
on those cash jewelry stores.” 


© © 


How many jewelers 
take the proper amount of interest 
in the civic and. philanthropic activi- 
ties of their communities? 

Not only is there a certain satis- 
faction in being associated with move- 
ments for the good of the community 
but there is the added reward of in- 
creased friendships which so fre- 
quently lead to sales at a later time. 

Of course any merchant can waste 
a lot of time and effort in taking 
part in community activities and other 
movements which are not essentially 
worth-while, but for the most part 
it pays to be associated with affairs 
which affect the common welfare of 
the people. 

For example, the writer knows one 
successful jeweler who is a member 
of the Community Chest fund com- 
mittee in his city. He takes a great 
interest in this charitable work. In 
addition; he serves on the board of 
directors fer two of the leading hospi- 
tals in his city and is very active in 
church work and the home for the 
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blind. He is also a director in sev- 
eral banks. 

The jeweler in question does this 
because of his natural interest and 
love for philanthropic work of this 
kind . . . but he is enriched in other 
ways. People kpaw him as a merchant 
and a jeweler and when they are 
in the market for jewelry, their first 
inclination is to turn to him. 

Community projects invariably re- 
ceive publicity from the local press. 
There is a certain prestige which 
comes from being associated with 
leaders in the community. It pays in 
many ways to enlarge one’s circle of 
activities in affairs which are of in- 
terest to the public welfare. 
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ome gold jewelry 
people have hurt the ring business 
through the poor quality of the prod- 
ucts, together with the high prices they 
are asking. It has gotten so that I 
am almost ashamed to show the rings 
which are now being offered. We 
jewelers who have been in the business 
for a long time and have made good 





reputations for ourselves by handling 
only reputable merchandise are finding 
we cannot do business on the kind of 
merchandise which is being offered us. 
If the manufacturers would only add 
just 25 cents more gold to a ring it 
would make a big difference,” said 
O. G. Tullis as he finished examining 
the workmanship and weight of a re- 
cent shipment of rings. This Santa 
Monica, Calif., jeweler said the fore- 
going in all sincerity and “with malice 
to none.” 
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LDwing the last year 
or two we have purchased a number 
of diamond ring mountings construct- 
ed in such a manner that it is impossible 
to clean either the center stone or the 
small stones in the mountings,” says a 
representative of George R. Dodson, 
Inc., Spokane, Wash. He continues, 
“The water is very hard and when this 
water dries repeatedly on a ring it 
forms an alkaline deposit that takes 
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ammonia or alcohol and a very stiff 
brush to remove it. We want our 
customers to keep their diamand rings 
clean so that they will get additional 
pleasure from wearing them. 

“We believe that it might be called 
a dirty trick for a retail jeweler who is 
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supposed to know his business to sell a 
customer a ring which cannot be 
cleaned. We think manufacturers 
might mention this to designers so that 
all rings, especially those constructed 
with small diamonds, will be open at 
the back so that they can be brushed 
out and cleaned.” 
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Fours people who 
are just starting out in life seldom 
have established credit records,” says 
a retail credit store executive. “They 
must base their request for recogni- 
tion on some sort of a background. It 
means something to be the offspring 
of reputable parents. The chips off 
the old block usually carry definite 
signs of the texture.” 

And speaking of newlyweds, he 
said: “While it is not always pos- 
sible to obtain the names of merchants 
who have actual business with the 
newlyweds, yet it is usually very 
easy to learn the names of parents on 
both sides. This helps out materially 
and gives the reported leads that may 
result in valuable information to the 
man who is passing on the order. 
“The most difficult thing the re- 
porter has to contend with in de- 
veloping a report on a young man 
is to make positive identification. 
Once the father is known, it is usual- 


. ly very easy to trace the son. The 


most important thing in credit work, 
after the account has been placed on 
the books, is the follow-up of those 
names that have failed to pay. We 
saw the records of a prominent mer- 
chant a few days ago, and the income 
from old charge-offs almost wiped out 
current profit and loss and suspense 
accounts. No man can make a clean 
sweep of his delinquent accounts in 
one day. It is the constant and per- 
sistent follow-up that gets the 
money.” 
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Monroe Engelsman 


who has been connected with the jewel- 
ry trade since 1882 and a traveling 
salesman for 16 years, offers the fol- 
lowing suggestions to young traveling 
salesmen: 

Avoid unnecessary controversy at 
all times which may create a bad feel- 
ing. 

Be familiar with the local news 
about the town you visit. 

Always be courteous and at all times 
control your impatience. 

Never criticize your competitor’s 


ey. Gs a 
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merchandise and never speak dispar- 
agingly about other salesmen. 

Keep appointments on time when- 
ever possible. 

In showing valuable merchandise, 
display only one tray at a time. 

Mr. Engelsman is at present en- 
gaged in business at 68 Nassau St., 
New York City. © 
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W itiiam Collier, 


vice-president and general manager of 
the Better Business Bureau of Texas, 
hit fake auction sales in an address 
delivered at the recent convention of 
the Texas-Louisiana Retail Jewelers 
Association held in Dallas. 

“I’m not opposing that rare ani- 
mal, the fair and squarely conducted 
auction sale by a bona fide jeweler 
and resident of the community,” Mr. 
Collier said. “It’s the fake auction 
sale, usually staged by men who get 
their stocks in a fire sale or closing 
out deal in the Northeast, who pay 
no taxes and spend no money in the 
community, and who hire temporary 
quarters or buy out a small, losing 
merchant for a song, sell out their 
cheap and usually inferior stock, and 
move along which needs regulating. 

“Not the least of the evil of such 
a sale is the damage done to the 
price structure of regular merchants, 
who must add their year-’round rental 
and taxes to their prices.” 

He urged that all communities pass 
ordinances regulating such | sales if 
they do not have them already, in 
the face of a probable swarm of such 
promoters of doubtful characters dur- 
ing the coming year. 





















































































MOTHER'S DAY IN YOUR 


Mother's Day is the only 


gift-giving occasion observed by Americans of every creed 
and racial extraction,” says Miss Mary Ann Fraser, win- 
dow display creator for Lambert Bros. Jewelers, Inc., 
Lexington Ave. and 60th St., New York, with reference 
to the nation’s newest holiday whose sales opportunities 
are being appreciated by an increasing number of retail 
jewelers. 

This universality of Mother’s Day interest rises, of 
course, from humanity’s veneration for motherhood. It 
means that millions of Americans will pay a tribute of 
gifts on May 10 to millions of mothers, young and old. 

“The function of a Mother’s Day window display in 
retail jewelry stores is to appeal to the finer instincts of 
these gift-givers,” Miss Fraser says, “by demonstrating 
the intrinsic beauty and enduringness of jewelers’ mer- 
chandise. High-powered advertising campaigns have ‘sold’ 
America on flowers and candy as Mother’s Day gifts, but 
no amount of competitive advertising can alter the fact 
that the flowers fade and the candy vanishes. Jewelers’ 
merchandise is the perfect Mother’s Day presentation. 

Not all mothers are white-haired old ladies like 
Whistler’s famous representation which was the subject 
of the Mother’s Day commemorative postage stamps in 
1934, Miss Fraser points out. “Remember that mothers 
are of all ages and interests,” says she, “and gift sugges- 
tions should be widely diversified. An ornamental lipstick, 
perhaps, for a modern young mother, and a magnifying 
reading glass for the mother of an older generation. ' 

“Mother’s Day, too, belongs to all classes, and the win- 
dow display should run the whole price gamut,. with cer- 
tainly some items priced at two or three dollars. It is a 
good plan to tag at least half the items.” 

Try to avoid the hackneyed in the window display and 
advertisements and remember that “sentiment without 
sentimentality” is a proven formula for Mother’s Day 
sales promotion, she continues. “Just about the most 
hackneyed thing in Mother’s Day displays is that famous 


Sketch of Mother's Day window, 

prepared by Miss Mary Ann Fraser, 

window display manager for 

Lambert Bros., Jewelers, Inc., 
New York. 


picture of Whistler’s. You see it here, there and the other 
place every time you turn around. Any other dignified 
picture of a woman, perhaps a borrowed painting, makes 
an attractive background.” 

Miss Fraser went on to describe a recent Mother’s Day 
window at the Lambert store. An original oil painting 
showing a gray-haired, youthful-faced woman opening a 
package of roses was borrowed from an artist and mounted 
in the window against a background of tightly stretched 
beige velvet, the same material which was used to cover 
the floor and sides of the display window. 

Two pale green vases nine inches high held roses, which 
matched in color the flowers in the portrait, and a pink 
chiffon drape repeated this color. One vase of flowers 
stood on a three-step circular standard, with pearls strung 
along the base of the standard, and the other vase was on 
a lesser elevation at the other side of the display. 

Pearls and amethysts predominated among 80 items of 
jewelry merchandise shown in the window, which mea- 
sures 126 by 30 inches in floor area. In addition brooches, 
earrings, necklaces, clips and rings of jade, lapis lazuli 
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Ewing Galloway, N. Y. 
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Make this gift giving 
occasion help to in- 
crease your sales 


by 
DONALD S. McNEIL 





and other colored stones, a few small clocks, several wrist 
watches and some pieces of silver flatware were shown. 

A window card, set on a little easel at the right of the 
oil painting, placed sales appeal on a non-competitive 
plane, producing the thought that only the jeweler can 
furnish gifts of the merit appropriate for one’s mother. It 
read: 

Mother's Day 

The wish must be in every loving 
heart to give one’s mother—pearls. 
Pearls, “the gift that dims the moon,” 
symbol of purity and beauty—a glow- 
ing tribute to Mother-love itself as 
pure, as beautiful. Pearls—or their 
eloquent equivalent the Amethyst— 
for the Amethyst is also the symbol of 
pure love—more artistic than intrinsic 
in value, but rightfully esteemed, for 
“every gift is in reality great if given 
with affection.” 
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Photo by Ewing Galloway, N. Y. 


Beige, dull blue, gray, black or any neutral cloth makes 
an effective background against which jewels show to ad- 
vantage, remarked Miss Fraser. It is important, though, 
to see that the velvet or other cloth used for the purpose is 
taut—not draped, folded or in “waves,” which latter de- 
tract attention from the merchandise. 

“The very day after Easter is not too soon to plan win- 
dow displays and newspaper advertisements for the na- 
tion’s newest gift holiday. The special window display 
should have at least two full weeks.” 

A well-planned window display results in decisiveness 
in customers, and most persons who entered the Lambert 
store to purchase a Mother’s Day gift had already made 
their mental choice. For the sake of those who hadn’t 
quite made up their minds, a table of special Mothers’ 
Day gift suggestions was given prominence in the gift 
department, which occupies the second floor. 

Two years ago Miss Fraser originated a display of dis- 
tinction at the Lambert store. Instead of one large paint- 

(Please turn to page 62) 











Group of school children viewing window display of antique jewelry after a visit through the store in which 


they were given yard sticks as souvenirs. 





°°? ae 





lOO YEARS OF JEWELRY 
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o* hundred years 


in business and the best business in 100 years is the way 
1936 is shaping up for Bromberg & Co., Birmingham, 
Ala. the 


shaped a number of aggressive promotions, spotlighting 


In celebrating its centennial, concern has 
some department of the business each month, such as dia- 
monds, silver, china, glass, lamps, Kodaks and optical 
voods. 

A local advertising agency was employed to weave 
a merchandising campaign around the anniversary cele- 
This the direct 
mail and the show windows being utilized to tell the 


bration. was done with newspapers, 
story of the concern’s founding and history and to relate 
it to the merchandise values offered. “The public inter- 
est and response was immediate and at the present rate 
the company will enjoy a business increase of 40 to 50 
per cent over last year. 

In order to give form to the celebration some of the 
cherished Bromberg family heirlooms which date from 
the store’s founding were brought out and placed on dis- 
play. One of these was a grandfather’s clock, some nine 
feet tall, which still keeps time. 
by IT. Condliff of Liverpool, in the period from 1825 to 
1835. Another is a chronometer made in 1835 by Robert 
Roskell of Liverpool, and by which customers of the 


The chronometer belonged 


It was manufactured 


store still set their watches. 
to a sea captain who left it at the original Bromberg store 
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Mobile to be repaired, but the sea claimed him as its 
own before he could return. 

Another heirloom is a silver pitcher of chaste beauty 
and perfection of workmanship, sold 100 years ago, but 
which Bromberg’s was able to repurchase recently after 
it had been used by one family for three generations. Of 
equal interest is a pianoforte, 81 years old, its tone only 
mellowed by age. It was manufactured by George A. 
Prince & Co. 

Newspaper advertisements besides listing current mer- 
chandise specials reproduce some of the earlier ads of the 
company and list historic events, concurrent with the 
founding of the business. One of the earlier ads, pub- 
lished in 1836 read as follows: “Musical and Fancy 
Goods. ‘The subscribers have received from their house 
at New York, and offer for sale on reasonable terms, 
superior toned, grand action, plain and elegant square, 
Pianofortes, common and extra size, two pedals, metallic 
plate, with or without, pillar and claw foot stands, grand 
action piccolo Pianofortes, combining in a small sized 
instrument all the power and tone of the largest. Also 
for sale, guitars, flutes, violins, fancy goods, perfumery, 
etc.—S. Bromberg & Co.” 

In addition to the newspaper 
sent out monthly with bills, calling attention to the anni- 
versary celebration and to the specials offered for sale. 
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Letters were especially addressed to the schools inviting 
classes and teachers to come to the store and view the 
antiques on display. Some of the classes came en masse, 
attracted by the historic value of the displays. ‘he nature 
of the displays were such as to draw considerable free 
publicity in the news columns of the newspapers. 

March was observed as “Diamond Month” and the 
events serve to show how each line was promoted in turn. 
A display of diamond cutting equipment in the window 
together with rough and partially-cut diamonds attracted 
unusual interest. In addition there was a display of 
facsimiles of historically famous gems, antique and mod 
ern jewelry and rare precious stones including rubies, 
star sapphires, emeralds and most interesting of all a 
genuine 2(0)-carat emerald-cut diamond, valued at $50, 
000. Such exhibits were educational in their nature and 
needless to say stopped traffic. 

Throughout the year attention is being kept focused on 
habits and customs of 100 years ago as compared with now. 
Graduation time gives the opportunity to show how the 
“sweet girl graduate’ of 1936 compares with the one of 
1836, particularly as to her jewelry and other gifts. June 
and the month of brides presents the same opportunity. 

The month for spotlighting Kodaks presents the op 
portunity for a display of photographic equipment “then 
and now” with special emphasis on the trend toward 

Please turn to page 62 
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ordially invited to inspect this ex 
rare and marvelous gem. It's an 
¥ which may never come again 
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Advertisements used by Bromberg & Co. in connection with 

their centennial celebration. The advertisement at the top 

left of the column appeared one hundred years ago in the 

Mobile Mercantile Advertiser. Musical and fancy goods 
were advertised at that time 
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April Outlook 


'y PRING is here, bringing with it a 
marked improvement in general 
business conditions and the age-old ap- 
peal of love and sentiment. “Tennyson 
wrote “In the spring a young man’s 


fancy lightly turns to thoughts of 
love.”’ Love and sentiment are the 


two factors that must be capitalized 
by every retail jeweler if he wishes to 
succeed. “They are of paramount im- 
portance in jewelry store sales. With- 
out them the jewelry trade would be 
hopeless. 

Aside from this appeal there is 
much to offer encouragement for April 
business. The depression is fading 
into the past. Distress merchandise 
no longer clogs the channels of trade, 
more people are again at work and 
Easter is just ahead, offering an added 
sales opportunity. 

But jewelers should not rely upon 
these facts alone to improve their 
sales. The jewelry business needs a 
spring tonic after the long winter and 
now is the time to administer it. Trade 
will not come unsolicited. Give it a 
place in the sun by doing some real 
advertising. Pep up your windows and 
store with new merchandise and new 
display ideas. Inaugurate a tried and 
proved promotion campaign and make 
every other possible effort to increase 
sales. 

Waiting for business to come to you 
will not get it there. 
tonic. 


Give it a spring 


Platinum in 1934 


HE report on platinum and allied 

metals in 1934 which has just been 
submitted to the Bureau of Mines by 
H. W. Davis shows that 43 per cent 
of the platinum metals used in this 
country in 1934 was taken by the 
jewelry industry, as compared with 
46 per cent during the year 1933. In 
platinum alone the jewelry industry 
used 32,959 ounces in 1934, as com- 
pared with 41,263 ounces in 1933. 

Although the market for fine dia- 


mond jewelry has continued to be 


below normal, thus restricting the 
largest traditional outlet for plati- 
num, the lower prices for platinum 
have led to wider distribution and 
sale of certain platinum articles. 

Next to platinum, palladium is the 
most extensively used metal of the 
platinum group. In the jewelry in- 
dustry 6015 Troy ounces were used 
during 1934, as compared with 4413 
in 1933. Figures for iridium show 
that the jewelry industry used 2246 
ounces in 1934, as compared with 
3608 ounces in 1933. 

The total 
metals into the United States for 
1934, according to the Government 
report, show an increase from 162,- 
O81 ounces in 1933 to 174,312 in 
1934. Of this amount 101,064 ounces 
came from the United Kingdom and 
48,890 from Colombia, while Rus- 
sian imports dropped from 23,835 


imports of platinum 


ounces in 1933 to 12,763 ounces in 
1934. 

Mine returns for 1934 indicate a 
production of 3101 Troy ounces of 
crude platinum in Alaska, 941 ounces 
in California and 128 ounces in Ore- 
gon, a total of 3730, as compared 
with 1266 ounces in 1933 in this 
country. 


~ 
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The Repair Department 


OW that business has shown im- 
provement, will retail jewelers 
follow the natural tendency to allow 
repair departments to suffer neglect or 
will they follow the lesson taught by 
the depression and maintain their re- 
pair departments fully up to standard ? 
The past few years have certainly 
proved the wisdom of keeping the re- 
pair service functioning because, had 
it not been for this department, many 
retail jewelers would have found it 
impossible to remain in business. 
Young jewelers who are now start- 
ing in business can do well to follow 
the example of the better stores that 
are still in business today on a quality 
basis. All through the depression 
these stores sold good merchandise and 
offered good workmanship in their re- 
pair departments. They had to adjust 


36 


prices as the depression demanded it, 
but they were never “‘cut-price artists” 
nor did they try to palm off inferior 


merchandise at low prices. They al- 
lowed their business to run as nearly 
normal as possible. 

Improved conditions offer an urge 
for more merchandising effort, and 
every retail jeweler should make the 
best of his selling opportunities, but 
the experience of the depression should 
not be forgotten. 

To the type of establishments which 
“carried on” along high ethical lines 
we owe much for the return of better 
times. 


© © 


Help in This Work 


HE Bureau of Foreign and Do- 

mestic Commerce, United States 
Department of Commerce, has initi- 
ated an independent stores’ retail sales 
reporting program which will fill an 
important gap in information regard- 
ing retail distribution. THE JEWEL- 
ERS’ CIRCULAR-KEYSTONE calls at- 
tention to this service and urges retail 
jewelers to cooperate with the De- 
partment of Commerce and obtain 
full benefit of the useful and factual 
current information thus made avail- 
able. 

The purpose of the monthly sales 
reporting service is outlined in an 
article which appears on page 92 of 
this issue of THe Jewecers’ Cir- 
CULAR-KEYSTONE. 

The desired results can be obtained 
only through the cooperation of a 
sufficient number of retail jewelers 
making monthly reports. ‘hese re- 
ports are held in strictest confidence. 
Each report is identified only by a 
code number which permits proper 
classifications. The reports are tabu- 
lated in Washington and monthly 
bulletins issued, a copy being supplied 
to each retail jeweler who cooperates. 

The retail jewelry trade should be 
well represented in the work and we 
take this occasion to urge all re- 
tailers to get in touch with the Bu- 
reau of Foreign and Domestic Com- 
merce through the nearest district 
office or through Washington. 
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Help Move More Jewelry Store Merchandise 


CCORDING to Nelson A. Miller, Chief of the Retail Trade Section, Marketing Research and 
Service Division, of the Bureau of Foreign Trade and Domestic Commerce, retail sales in the 
United States are estimated at $32,606,000,000 for the calendar year 1935, an increase of 14 per cent 
as compared with 1934. These figures are the highest reached since 1931 and are nearly two-thirds 
of the 1929 retail sales of $49,115,000,000. Jewelry store sales showed a 15 per cent gain but despite 
this increase are only 43 per cent of the 1929 volume. 

Improved valuation of stocks on the New York Exchange is reflected in figures which show 
that in 1933 the approximate total was $23,073,194,091 as compared with present valuations of 
$90,512,409,530. Automobile production is up 46 per cent for 1935 as compared with 1934. Steel 
production shows an advance of 31 per cent over the same comparative periods. Factory payrolls 
have advanced over 13 per cent and many other production and trade figures reflect marked increases. 

In view of this improved condition, the publicity campaign now being carried on under the 
auspices of the American National Retail Jewelers’ Association to promote the sale of jewelry and 
kindred lines seems opportune. Mr. John Q. Public is again in a better position to spend his money. 

In order to direct public attention to the purchase of jewelry, support of the entire industry 
should be given to the publicity campaign. The job is a big one and cannot be done by a part of 
the trade while others stand by and refuse to help. If all manufacturers, importers, wholesalers and 
retailers will pull their share of the load, more merchandise will be moved and the entire industry will 
profit as a result of united effort. 
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A view of the interior of the store of S. Kind & Sons taken during the Fiftieth Anniversary celebration. 


KINDS “DIVIDED PAYMENT” 


PLAN 


Donald S. McNeil 


o® characteristic of 


long-term business success is the ability to recognize 
sweeping economic changes and to make according re- 
adjustments after careful and individual study. 

If you were to ask them, few retail jewelers would 
admit that their methods of doing business are static and 
inflexible, and yet scores, perhaps hundreds, of potential 
buyers every day in the year march past the doors of 
expensively stocked jewelry stores in every community in 
the United States. ‘They don’t enter the doors because 
thy haven’t the ready money to buy jewelry merchandise 
from a cash store. They have turned to installment 
buving. 

How can these potential customers, so to speak the 
cream of the installment jewelers’ clientele, be helped to 
buy from the stores that they patronized when they had 
more money ? 

Is there any reason why fine and beautiful jewelry, 


silverware, diamonds, watches and clocks should not be 


oN) 


“ 


sold on convenient terms just as successfully and in as 
dignified a manner as insurance, automobiles, real estate, 
pianos and many other needful or semi-luxury items? 

A “Divided Payment” plan opening 90-day charge 
facilities to responsible wage-earners has been inaugurated 
by S. Kind & Sons, diamond merchants, jewelers and 
silversmiths, of 1110 Chestnut St., Philadelphia, Pa., and 
boldly answers both of the above questions. A number of 
the country’s largest jewelry establishments have intro- 
duced similar plans. 

Briefly, the S. Kind & Sons departure permits wage- 
earners of the middle-income bracket to buy fine jewelry 
merchandise, and at the same time purchasers are made 
aware that the three months’ payment privilege is in no 
sense like buying from an installment store. 

Dignity and salesmanship were woven into the news- 
paper advertisements which explained the optional new 
sales plan. ‘The notices, a specimen of which is reproduced 
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Do your customers need credit? Here is a 

plan that calls for a reasonable deposit and 

the settlement of the balance in monthly 

payments. It offers a practical solution t 

a problem which has worried many retail 
jewelers 








herewith, were so tactfully worded that they did not 
diminish the store’s prestige with the public. 

But let Philip Kind describe what lay behind the com- 
pany’s decision to abandon the rigid ‘“‘cash standard” and 
how the divided payment plan functions. ‘People’s buy- 
ing habits have changed during the last 10 or 15 years,”’ 
Mr. Kind told a representative of “THe JEWELERS’ CirR- 
CULAR-KEYSTONE. ‘‘Formerly they saved their money 
and bought what they wanted, but now they buy it first 
and pay for it afterward. This tendency has been met, 
and perhaps encouraged, by the deferred payment plans 
now in successful operation in almost every line of trade. 
Finally, the government itself has stamped its approval 
on the practice by insuring loans under the National 
Housing Act. 

“Its acceptability in the jewelry business is proven by 
the vast number of credit jewelers and their apparent 
progress. The old-line cash jewelry stores doing business 
on a cash or charge account basis have felt this change, 
first, in noting the vast amount of trade that their new 
competitors, the credit jewelers, have taken, and, sec 
ondly, by occasional requests from their own customers 
for accommodations along the line of deferred payments. 
Many jewelers of the highest tvpe already have met this 
challenge by publicly offering liberal terms. We have 
decided to join this group and our recent advertisements 
announced the step. 

“We propose to offer time-payments without charge on 
a three-months’ basis and to make a modest budget charge 
based on an interest percentage when credit is issued for 
a longer period,’ Mr. Kind explained. ‘‘We will con 
tinue our business in every sense, however, along the sam« 
line as before, without changing the selling price of ou 
merchandise, or its mark-up, standard or quality.” 

The concern believes that a logical and sane credit ser 
vice will be welcomed by a large number of persons “and 
that by careful discrimination in the matter of credits an 
additional volume of business can be secured without 
material credit losses. Under the new terms we have 
provided a minimum amount of sale and limits as to the 
time and amount of payments, so we will in no sense get 
into the installment business.” 

Indeed, as the plan was launched it became apparent 
that the public did not regard the 90-day “charge’’ plan 
and an installment account as in any way alike. ‘he plan 
of S. Kind & Sons is distinct from that of installment 
houses and the firm’s advertising is far more reserved. 

So much for distinctions between the divided payment 
plan and the ordinary installment plan. Let’s find out 
the chief contrast between the latter plan and the cash 
or-charge policy. 

Essentially, it’s a difference in collections. ‘The divided 
payment store establishes a pay day once each month dur- 
ing the interval of payment, which may be two or three 
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months without extra charge to the customer or may be 
spread over a longer period of time with a carrying charge 
based on the size of the sale; while the cash store—well 
the cash store often waits, and hopes, and prays. 

Since the divided payment plan will be optional and 
many sales will continue to be for cash, it will be an 
obvious impossibility for a third party to differentiate 
between divided payment sales and those sales which are 
for cash. ‘Therefore, customers of S. Kind & Sons may 
acquire a fine time-piece, a diamond, a necklace or other 
merchandise, and be free, psychologically, to enjoy the 
ownership of those articles by assigning a portion of thei: 
monthly income, in the way of dividends, annuities or 
salary, to the Kind store. 

Properly handled and promoted, Mr. Kind believes, 
the divided payment plan—if widely adopted in the retail 
jewelry industry—would increase jewelry sales millions 
of dollars a year, because it is an open door to quality 
jewelry buying for the “middle third” of the nation’s 
populace who will welcome this method of making thei: 
jewelry purchases. 
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S. Kind & Sons, veteran retail jewelry concern of Phila- 

delphia, Pa., heralded its new “Dividend Payment’ plan 

in newspaper announcements similar to this, which is 
about one-third actual size. 
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which r back to allow access to the 


The tie-up between 


the background proper and present day modern settings 
is far more noticeable in department stores than will be 
observed in the average jewelry store throughout the 
United States. In fact the department store is in many 
instances far in the lead in merchandise presentation in 
the modern manner. Most all of the conservative de- 
partment and specialty stores which failed to fall in line 
with the new movement of modern displays at its be- 
ginning have followed in the footsteps of their less con- 
servative and more progressive competitors and now find 
they are reaping a bigger harvest of increased sales due to 
the new departure in merchandise presentation. 

The jewelry stores, however, have not, with some ex- 
ceptions, been as progressive in this respect, and while 
they have to some extent gone in for the more attractive 
modern settings they have not proceeded to any great 
extent in tying up the floor setting with a temporary or 
As a result the effect fails to 
reflect a pleasing continuity for the entire store front. 

Simplicity should be the dominating factor in floor 


permanent background. 


settings and backgrounds proper. Jewelry calls for pres- 
entation in the show window or interior of the store in a 
simple and refined atmosphere conceived through the use 
of well designed and finished floor and background set- 
tings. Color of course will come in for a great deal of 
careful consideration as many jewelry presentations have 
been absorbed or overshadowed through the use of im- 
proper color foundations in settings and fixtures. Light- 
ing is another important and vital factor. Great care 
should be given to this subject. I am very much in favor 
of concealed lighting from overhead and at the sides of 
the window. A small and well concentrated spot-light 
is also a very big factor in securing the proper effect when 


you wish to emphasize a special lot of merchandise or 


40 


FLOOR PLAN SKETCH i ae 


some specific article which you desire to bring out as a 
feature for the day or week at a certain price. 

People buy what they see if the merchandise is presented 
in the proper manner. ‘To have them see the style, the 
beauty and the desirability of the merchandise, we need 
the skill and the touch of the artist in merchandise pres- 
entation through the show window. ‘The great trouble 
with many retail jewelers is that they lack ideas and vision 
in merchandising. “‘What can window displays do for 
me ?’’—not what it has done and is doing for others—is a 
mental attitude much like closing the eyes to sunshine and 
saying, “There is no sun.” ‘This is an age of intensive 
merchandising, therefore, I say, increase your window dis- 
play advertising—your efforts to attract attention—it is 
the first skirmish in the battle of successful retailing. 

Creating a consumer demand through scientific methods 
of advertising and the power of suggestion is the funda- 
mental basis of scientific selling. As much depends upon 
the manner of display, as upon the direct appeal of the 
sales person. Efficient display does more to focus the 
mind and to create demand than any other kind of ad- 
vertising. Allow me to impress that all other forms of 
advertising fail to do the most important thing—SHOW 
GOODS—which is the first rule of successful advertising. 

DESCRIPTION OF ACCOMPANYING BACKGROUND 
ILLUSTRATIONS WHICH CAN BE INSTALLED AS 
TEMPORARY OR PERMANENT SETTINGS. 

No. 1—This illustration presents a permanent or 
temporary setting which can be installed in front of your 
present permanent settings or you may remove them and 
substitute this very effective and practical setting. This 
backing consists of a seven panel design. The two panels 
at each side at the back have a curved shaped design which 
curves toward the center of the window and which flanks 


the center panel. ‘The center panel serves as a door to 
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THAT SELL MORE JEWELRY 


the window. This is made so that it opens at the center, 
and rolls back at each side so as to allow access to the 
window. A simple decorative design such as a certain 
trade-marked brand of watches, or the store name, can be 
placed over the circle by the architect or by a local sign 
A good covering or finish for the panels can be 
a dull 


covered with velour, felt 
(Note small floor plan 


man. 
a soft colored material or it can be finished in 
lacquer. The floor should be 
or rep in a harmonizing color. 
for guidance in construction. ) 

No. 2 presents a very practical backing for your win- 
dow which, when completed if followed out according to 
these instructions, will prove to be a setting that will help 
to sell the merchandise. For the jeweler who has to re- 
move merchandise fram the window continually through- 
out the day to show to customers this is an excellent sug 
gestion. ‘This setting is flanked at each side with an ex 
treme curved panel which also is equipped with shelved 
shadow boxes directly in the center of the panel. ‘The 
shelves are to be of glass and the panels to be plaited with 
a dull silk material or painted in a soft tone of apple 
green or light buff color. Double decked platforms are of 
graduated sizes and so placed that they telescope into the 
center platform. ‘The space in between the curved panels 
at the back can be left open so passers-by can see into the 
store or a sliding door can be built for it. Note the flower 
filled urn which rests on a cylinder shaped pedestal di- 
rectly in the center of opening. ‘This introduces a very 
nice finishing touch to the window when it is dressed 
with merchandise. 

No. 3—This setting and background in my estimation 
is one that just cannot be excelled for a small space. It 
has every feature a jeweler would desire. It is very acces 
sible, compact and practical throughout. ‘The two panels 
at each side are made up in curved shape. The one in 
the foreground serves as a trough for the side lighting of 
the window. The valance at the top provides a shield for 


lighting at the top of the window. The platforms are 





cut to follow the curve of the side panels. “he back may 
be left open or a door can be provided which slides back 
and forth. It can also be filled in with a plaited curtain 
The opening at the back affords many ways for producing 
an entirely different atmosphere in the window. 
In the early days of the window-dressing art, betore 
the function of the background was fully appreciated, it 
was customary for many display men to spend most ot 
their ingenuity and even most of their time in devising 
background masterpieces. “The use of scroll work, of 
complicated frames and lattices, of puffs and pleats made 
of cheesecloth or of other materials, decorative schemes 
with lights, often colored, and similar “‘fuss and feathers’’ 
all had their day. The backgrounds often dominated the 
window and left the goods nearly out of the picture. The 
selling power of the windows so trimmed was unquestion- 


ably less than under the present day methods. 
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After AB? 


E know that all of the troubles of the retail jeweler, wholesaler and manutac- 

turer are not confined to this country. Think of the silversmiths of China who 
give a livelihood to more than a hundred thousand men who are in danger of having 
their industry about wrecked. ‘The artistry of Chinese silver work may perish because 
of the new regulations promulgated by the Central Government in connection with 
the nationalization of silver. 

The law prescribes that in future all silver articles must be made only of an alloy 
containing not more than 30 per cent of pure silver. The Chinese silversmiths point 
out that the alloy can be manufactured only by the use of machinery and the Chinese 
silver industry is based entirely upon hand work. 

As I read some of the advertisements in the newspapers around the country, the 
prices at which silver is being sold, the discounts and offers made by certain types of 
stores, I am led to believe that it is impossible that there could be 30 per cent pure 
silver in a carload. 

The Central Government of China is putting a crimp in the silversmiths’ business 
while here it would occur to me as though the silversmiths themselves were their own 
worst enemies. 


With the horrible flood conditions in Pennsylvania and New England, the writer 
has personally written to all of the retail jewelers to see whether or not there is any- 
thing that can be done to help them out. 

Any word that comes from them will be passed on to the wholesalers and manu- 
facturers and any assistance that can be rendered them from this office will be gladly 
given. 


¢ ¢ ¢ 


Easter is near at hand. I can close my eyes and see the glorious Easter windows 
the jewelers are preparing. Windows that convey thought and study, windows that 
will actually sell merchandise. They will be in keeping with the wares; they will 
visualize a few outstanding articles that are seasonable and salable at this time of the 
year. 

It is interesting as the years pass on to note that suggestions offered the industry 
over periods of years, plans that were prayed for, pleaded for and almost demanded 
are coming into being. 

You will find elsewhere in this publication the story of the beautiful Kind store, 
with years of high standing in the community back of it, having put into motion what 
they call a “Divided Payment Plan.” Philip Kind has come to the conclusion that if 
insurance, real estate, automobiles, European trips, Persian rugs and paintings by 
masters can be purchased on convenient terms, so can jewelry, and especially is that 
true of high-grade jewelry. 

The advertising of the Kind store on the divided payment idea will be dignified 
and gracious and, having a cash policy as well, it would be difficult for anyone to 
differentiate between those who, having an income each month in the way of dividends, 
annuities and what-not, and wanting to own a beautiful watch, diamond or necklace, 
assign that monthly income to paying it off in a few months, and the cash customer. 


Happy Easter, all! 


Vice-President. 





B.J.D. 
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For birthdays and anniversaries 
these PRACTICAL gifts of .... 


Real Ohalbelg / 


A man wants two things in belt buckles. tie and collar 


clasps—-good looks and real quality. Wadsworth acces- 
sories were created to satisfy these two demands 
they re practical gifts for men. Suggest them for birth- 


days and anniversaries. 


Notice the smartly engraved belt buckles . . . the grace- 


ful tie clasps... the beautiful non-slip collar clasps . . . 
real selling features! Remind your customers, too. that 
Wadsworth gifts for men come only in precious metals 


hardened Sterling Silver and Natural Yellow Gold. 


The Wadsworth Wateh Case Company. Incorporated, 
Dayton. Kentucky. Offices: New York, 20 W. 47th Street: 
San Francisco. 140 Geary Street; Chicago, 35 East Wacker 
Drive. 


@ BUCKLES: Smart Sterling 
Silver belt buckles. Price to 
the consumer, $5.00; in 
Vatural Yellow Gold Filled, 


$6.75. 


@ TIE-CLASPS: The newly 
designed Wadsworth tie-clasps 
are long and graceful. Price 
to the consumer, $1.50. 


@ COLLAR CLASPS: Wads- 
worth collar clasps incorpo- 
rate a patented non-slip fea- 
ture. Price to the consumer, 


$1.00. 


@ SETS: Matched buckles 
and tie-clasps may be _ ob- 
tained in fine satin-lined gift 
boxes. Price to the consumer, 
$6.50 a set: in Natural Yellow 
Gold Filled, $9.00 a set. 


WADSWORTH 
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PERSONALIZED © 


JEWELRY 


with a man’s own initials 


The decree of smart style — the demand of 


smart men is for personalized jewelry. 
It's distinguished, it's individual, and 


like it! 


men 


Here's your cue for planning your displays, 


your selling, your profit-making in 1936. 


Feature the two modern convex letter styles 
by Swank—the Script, the Block, in: 

CRAVAT CHAINS 

KEY CHAINS 

MONEY KLIPS 

LAPEL GUARDS 

BELT BUCKLES 

CUFF LINKS 


During the Spring Season, which includes the selling 


events of 


EASTER, FATHER’S DAY 
and GRADUATION 


Swank Personalized Jewelry will be nationally adver- 

















tised to millions in The Saturday Evening Post, 
Collier's, Esquire, Time, and Fortune Magazines. 
dK 
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The SCRIPT The BLOCK 


JEWELRY ACCESSORIES FOR MEN 
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SPRING STYLES 
IN JEWELRY 
GENTLEMEN 





HANKS a million for men’s jewelry! Its triumphant 


return after vears of hiding is an accomplished fact. 


Clothing fashion, swayed by the sports trend, has in 


troduced new accessories, while the entire jewelry industry 


has noted the start of a long-term trend for such old-line 
merchandise as initial rings, scarf pins and cuft links. 
Wide-awake jewelry stores will ride the crest of this wave, 
selling more men’s jewelry than at any time since the 


War. 


Stylists and fashion-setters, men’s magazines and news 


papers, the stage and screen are awake to the movement, 


and manufacturers have responded. ‘The rest of the sell 
ing job is squarely up to retail jewelers. Frequent window 
displays should show wide selections of men’s jewelry for 
business, sports and formal wear. Advertisements should 


tell the story of men’s jewelry. Sales staffs should have 


authentic style information. 

At least two shirt manufacturers have introduced soft 
collar shirts with French cuffs in response to jewelers’ 
requests for garments with which cuft links may be worn. 
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Combination sets tor sports and business wear 
links, tie holder and scarf pin. Jewelers, incidentally 
should wear the new jewelry themselves. 

Monogrammed jewelry will sell readily. Unusually 
attractive monogramming is combined with crystal in the 
new links, tie-holders and buttons of the lapel watch 
chains, which also are produced with animal decorations. 

Star sapphires continue in authority as men’s ring 
stones. The gold and onyx initial rings of grandfather’s 
day have returned to vogue, as have crest rings of lapis 
ind other semi-precious gems. 

Fully 85 per cent of the new jewelry is made of yellow 
vold. “‘Vhis trend carries through with men’s watches 
which are presented in many new attractive shapes. The 
lapel watch is more popular than ever and has been 
produced by several makers of high repute. 

Constant display of related articles stimulates sales in 
retail jewelry stores. Harmonious or matching designs 
lead to sales of more than one article. In this connection, 
ilert jewelry merchandisers feature not only watches 
rings and scarf pins in men’s jewelry displays but also 
turn the spotlight on a handsome variety of other items, 
some of which are: Cigarette lighters, cases and holders, 


check book holders, varters, suspenders buckles, bill 


holders, bill clip-pencil and bill clip-key combinations, 
lapel watch chains, knives, key holders and chains, tie 
clips and combs. 

The success of the men’s jewelry revival, which was 
launched four months ago by the Jewelry Publicity Com 
mittee, rests with jewelers from Portland, Me., to Port 
land, Ore., and from Fifth Avenue to Main Street. 
Decide now to make 1936 “the year that brought men’s 
jewelry back to stay’ —a new and welcome source of 


profit for the whole industry! 
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RONSON PENCILITER 
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Another Reason 


Why RONSON 
is the) easiest lighter 
in the world to sell! 


Although for years the acknowledged 
leader, RONSON has never been sat- 
‘isfied to rest on its laurels. Instead, 
it has continuously carried its story 
to the millions of American smokers 
thru the pages of national consumer 
magazines. 























This month, for example, 
RONSON ads will appear in: 
SAT. EVE. POST 
NEW YORKER 
COLLIER’S 
ESQUIRE 

TIME 


reaching an 
audience of 
more than 
6,000 ,000 


families. 





Readers, living in your 
community, and seek- 
ing something suitable 
for a birthday, anniver- 

sary or other remembrance oc- 

casion, will respond to the sug- 
gestion to choose RONSON, 
the Forget-Me-Never Gift. 














‘Be ready for this business. Order 
the newest RONSON models from 
your jobber NOW. Show them in 
your windows, demonstrate them 
over your counters. 











Send for FREE RONSON Displays, 
folders, newspaper mats, etc. 






Tie up with RONSON and you'll find it an in- 
creasingly important part of your volume, 
profits and customer good-will. 





ART METAL WORKS, INC. 


including AT i Factories and Main Offices 
RONSON RHODIUM DELUXE : 


thru your Authorized RONSON Distributor or at . sag A RO N S @] N % Q U A R E, N EWA R K, N = } 


the permanent RONSON DisplayR h listed 
_— ejecta New York: 347 - 5th Ave. Chicago: 36 South State St. 


Send for FREE catalog of RONSON Lines Los Angeles: 728 South Flower St. 
to Dept. J4 giving Jobber's name Canada: DOMINION ART METAL WORKS, Ltd., Toronto 
England: RONSON PRODUCTS Ltd., London, W. C. 2 
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QUICKENING 
AMERICA’S INTEREST In 


STAR SAPPHIRES 


aT Spiced for STAR of ARTABAN to 


(yi 


A 
/etystallize America's interest in Star 





zi \Sapphires! Comment attending the ex- 
‘hibition of this world-famous highly- 
publicized 3 | 6-carat gem by prominent 


jewelers is hitting an all-time high for 





<~ genuine enthusiasm. On all hands there 


is glowing talk—and glowing action, too 





—for in capturing the public's fancy and 





stimulating its imagination, STAR of 
ARTABAN has become the jeweler's 
greatest builder of Star Sapphire sales. 
Alert jewelers keen to sense this fact will 
ee 3S find in our diversified stock (the largest 
in the country) the answer to their every 
need—not only for Star Sapphires, but 


for all other precious and semi-precious 


STAR OF ARTABAN SCHMIDT CO., inc. 


— a 316-carat STAR SAPPHIRE, one of the largest in House of Stones ce 


ever brought to this country. Purchased by us for the 
advancement of trade in precio REG. U. S. PAT. OFF. 
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AFTER EIGHT O'CLOCK 
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“BLISCO” CREATIONS 


Sport Jewelry 
For MEN and WOMEN 


signs in Sport Jewelry... 
1OK and 14K gold... . 
Wide Assortment. mounted 


with genuine or French 
itials. Estimates cheerfully 


signs to your order. 





Dress Sets 


\ large variety in original patterns to fulfill the desires 
of the most fastidious ... Gold Filled... 10K and 14K 


... Platinum Top . . . attractively boxed. 





Charms for Bracelets 


Beautifully executed Charms in 14K Gold—Exc usive line featuring exact miniature reproductions 


of various articles. Send for illustrations. 


Watch Attachments 


of the finest quality in original designs at popular prices. Made in gold filled. LOK and 14K gold. 


Sold through your wholesaler. 


BLISS-SCOFIELD CORP. 


414 So. 14th Street 
NEWARK, N. J. 


New York Office: 9 Maiden Lane San Francisco Office: 701 Pine St. 
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Unique and pleasing de- 
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Crystals; also with gold in- 


furnished on Special De- 
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ATLAST!I!—MEN'S 








‘been are no two ways 
about it, the impossible has come to pass!) Men are actu 
ally becoming style-conscious. ‘They begin to see a light. 
After nearly twenty vears of conservative dressing, they 
are going to be able to buy that favorite check, that extra, 
attractive cravat and put on a piece of jewelry without 
having to apologize. There are men’s fashion columns 
not only in the metropolitan press, but papers throughout 
the country. 

The only time any industry thrives is when it is awake 
to style trends. As we've said so many times before, For 
tune follows fashion, and in the degree that stores keep 
abreast of the development of fashion trends, so does their 
business increase. Check our statements and see how 
many times in one week men’s fashions are mentioned. 
Buy Esquire, and see to what degree men’s clothes are to 
be colorful, gay and even interesting. 

The time for fine jewelry for men is ripe. It can be 
promoted till the ‘““cows come home,” but unless manufa« 
turers and retailers do their part, nothing happens. 

Since men are becoming more style conscious, this qual 
ity should be encouraged and nurtured because the jewelry 
industry can capitalize on this and turn it to good account. 

For years, fine jewelry has been sold first on the basis 
of quality and perfection. That is a good start, but it is 
just the beginning. Style and beauty have a great deal 
more appeal and they are the first things that strike the 
average purchaser. He does not immediately recognize 


fine quality unless he is told about it and so it would seem 


52 


by 


JUNE HAMILTON RHODES 





Criterion I tocraft Cc 


wise first to play up style, suitability, becomingness and 
leave quality for the final ace-in-the-hole. Too often price 
alone has been left to carry the burden of a sale. 

We are beginning to leave behind us this price “buga 
boo,” except in the low price range. Manufacturers of 
high grade watches, of fine precious and gold jewelry, all 
tell us their expensive merchandise is selling more readily 
than the lower priced. This would seem a healthy and 
encouraging fact that would put heart in some of the 


more discouraged jewelers. 


KEYSTONE 
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JEWELRY IS BACK 

























Old Masters Assoectat 


Also, certain parts of the country are doing better than department stores the salespeople are given constant stim 
others. The Far West, the Middle West and certain se¢ ulation in the form of fashion talks by the stylist and 


tions of the South are leading at the moment, from the specific information by the buyer whenever new merchan 


comes into her department. [his inspiration and 


wholesalers’ points of view. dise 
It is 


interest in merchandise are passed on to the customer. 





Che jewelry store salesman seems to be the stumbling 
saleswoman to become stale 


block in many cases. When the buyer or store owne1 so easy for a salesman or 
waits on customers, he imparts more enthusiasm, more bored, discouraged, because it is often a dull, hard job 
knowledge and more desire to buy to the customer. In Please turn to page 54 
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LEADERS 


From the 
JEWELRY & CUTLERY 
NOVELTY CO. 


The original 


a ene Man, 
Gold ‘Yop 
. £ LINE 


CY Font 








The 


“Individualized” 


Knife 


Made in 
Rolled Gold 
Plate quality 


in various de 


sions. Put up 


in attractive 
display boxes 


of six Knives 





Made in Rolled Gold with complete 
Plate, Gold Filled, assortment of 
and Sterline Silver. initials. 


We manufacture a complete line of Pocket 
Knives, Comb and File sets, Money Clips and Tie 
Slides in 10K, 14K gold, rolled gold plate, gold 


filled, sterling silver. 

Ask your wholesaler to show you the GOLDTOP 

line. 

JEWELRY & 

CUTLERY NOVELTY CO. 
No. Attleboro, Mass. 


New York Chicago San Francisco 
366—5th Ave. 1104 Heyworth Bldg. 704 Market St. 
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Men’s Jewelry Is Back 


(From page 53) 


but it need not be. If store owners would only realize 
how valuable and essential this pepping-up is, they would 
do more of it. 

The style angle for men is a comparatively new and 
fresh approach. Men are just as anxious to be correct 
and smart as women. The only difference is they won't 
admit it. Starting with this premise, it is now time for 
a concerted drive to make men realize that it is a dread- 
ful faux pas to wear a wrist watch with evening clothes. 
A pocket watch is essential and the sale of a pocket watch 
means the sale of a chain and some other article, a knife, 
a lighter, a cigar cutter or a gadget of some kind. Of 
course, the reverse of this can also be applied. If a man 
has a pocket watch, sell him a wrist watch for daytime 
convenience. 

In this great democracy of ours, the poor of today are 


the customers of tomorrow. The following incident is 
amusing and interesting and, if it works out, won’t it be 
tine for jewelers? 

John L. Lewis, president of the United Mine Workers, 
recently spoke before a union convention in Washington 


where he and two other union executives were presented 
with engraved platinum watches. Mr. Lewis said: “If 
you'll stay with this union of ours, and the American 
labor movement works out its destiny, there won’t be any 
doubt about the mine workers being able to buy platinum 
watches if they want them—and why shouldn’t they?” 
“ote /yt , yo 

And now for cuff links: (he sale of this item went 
down and almost out when shirt manufacturers did a 
large proportion of their business on soft collar shirts 
with button cuffs. “There is no law of the Medes and 


Persians that decrees this tvpe of cuff. Already two of 


the Jargest and most popular shirt manufacturers are 


cooperating with us on soft collar shirts with French 
cuffs. Naturally, it will take a little time for this influ- 
ence to be felt in the jewelry industry, but eventually it 
will mean that cuff link sales will increase appreciably. 


‘There is no reason why these sales should not be linked 


with rings. lf a man burs cuff links with lapis, let us say, 


show him a lapis ring. He may not buy it at the time, 
but the idea will be planted that it is smart to ensemble 
jewelry just as it is smart to ensemble shirt, tie, handker- 
chief and socks, and eventually he will be more susceptible 


to the ring idea. 


(he smart mens magazines are i{lustrating stick pins 
and men are talking about them. New York jewelry 
stores are showing them in their windows. Heraldry 
gains in importance as we return again to the pre-war 
days of the Gibson girl—ruffles, petticoats and the old- 
fashioned feminine figure. Men’s fashions at that time 


were at their best in this century and it is perfectly in the 
trend to bring back to men the fashions of this period as 
women are taking them hook, line and sinker. This 
means watch fobs, jeweled cuff links and scarf pins to 
match. Starting with coats-of-arms or crests is an easy 
way to begin this fashion. Many jewelers have crystal 
stick pins in stock and some manufacturers have been 
making handsome ones in gold, while pearls remain the 
perfection of elegance. 
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Make customers interested in jewelry. Impress on them 
that you are not trying to sell them all these things, but 
show them the newest merchandise and tell them some 
thing about it. This can be done tactfully and yet with 
enthusiasm, and the next time the customer is ready to 
buy, it will be easier to sell. 

Also show him women’s jewelry. Give it glamour, so 
the next time he wants a gift he will think first of jewelry. 

Many salesmen are only interested in the sale of the 
moment, not in building for the future. “They should be 
taught that the intangibles of today become the sales of 
tomorrow. 

Business throughout the country is definitely better, and 
if jewelry is to take its rightful and proper share, intelli 
gent hard work and new methods of selling must be 
utilized to get this business. Store methods, merchandise 
planning, styling, presentation to the public, have all 
changed greatly since the war and other products have 
intensified the competition, so if jewelry is to come bacl 
importantly, we must all try to interest and stimulate the 
consumer in a way that will keep him jewelry-conscious 
not only now, but in the years to come. 

Springtime calls for new clothes and the stvle trend to 
the wearing cf more men’s jewelry is now more pro 
nounced than it has been in some years past. 


Lhe very smartest jewelers are showing scarf pins 


collar bars and cutt buttons, and not with any tongue-in 
cheek attitude, either. They mean it. Scarf pins are ap 
pearing not only with morning clothes, where black and 
white pearls have long held sway, but for street wear, too. 


A very ultra-ultra Fifth Avenue jeweler in New York is 
showing cunt links of beautitul cut ervstal with hunter 


heads, foxes and hunting scenes cut and enameled in color. 


And here’s another interesting trend. Families which 
boast crests are bringing them forth as the emblem for 
their men’s jewelry. It has long been the custom fo 


smart Englishmen to wear on the little finger of 


lett hands a beautitully cut crest in blood stone, corne)an, 


"ae ) : 
white jade, Russian lapis, topaz, amethyst or sometimes 
even carved emeralds. American men are now emulating 
this fashion, and fashionable metropolitan jewelers are 
receiving orders for such rings, the stones square cut and 


encased in a rounded gold square. Any family whose 


name carries a crest in the book of Heraldry has a right 
to use a crest. 

Well, personally, we're all in favor of the trend. Once 
fashion leaders have convinced the American man that he 


can wear a ring and a scarf pin without being a siss 


‘ ‘ ' ' ry 
going to simplity the masculine gitt problem like an) 
thing. We're sure none of us want to see the men going 
around like mourners. 

After all, it was the handsome, marvelously dressed 
Old Boys in their brocades, velvets and satins who first 


wore the diamond shoe buckles, the wonderful waistcoat 


and coat buttons of precious stones W rought in gold and 
silver; who wore the necklaces and the magnificent rings, 
long before the ladies became jewel conscious or were 
well enough organized to get said jewels away from theit 


lords and masters. 


ry ‘ ° } 
We're glad to see them smartening up. It takes more 
than a ring and a scarf pin and shirt buttons to make a 
conservative gentleman seem overdressed. 
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<, TAMIS CREATIONS 


in 14Kar Silver 


HAND ENGRAVED CRYSTAL CUFF LINKS 
TELESCOPE PENCIL & BILL CLIP COMBINATION 
TELESCOPE PENCIL & KNIFE COMBINATION 
PENS AND PENCILS IN WIDE ASSORTMENT 


LOUIS TAMIS & SON 


MPRS. OF COLD AND SILVER NOVELTIES 
36 W.47thST. NEW YORK 





Sell ARCHITECTS and ENGINEERS 
this Special 


NORMA? 








Besides the regular 
NORMAS which write 
red, blue, green and 
this four color 
pencil is now available 
for those who write on 


blue prints in special 


models in which the 
blue element is replaced 
by YELLOW. 

Don't overlook the op- 
portunity to sell these special NORMAS to architects, 


contractors, realtors, decorators and engineers! 

For full details of NORMA'‘S unique SALES and 
Profit Building PLAN write: 
NORMA PENCIL CORPORATION, 150 Broadway, N. Y. C. 


N 21 SILVER NICKEL (black, red, green, blue) $3.50 
C 41 CHROMIUM PLATE (black, red, green, blue)... 3.50 


, 42 

R 51 ROLLED GOLD PLATE (black, red, green, blue) 5.00 
52 ‘ : 

71 STERLING (black, red, green, blue). 
S 72 (black, 

G 101 14KT. GOLD FILLE D (black, red, green, blue) 12.00 


Representative 
Fred L. Lee & Co. 


704 Market St. 
San Francisco, Cal. 


























Models —2 Color Combinations 
(black, red, green, yellow) 3.50 


(black, red, green, yellow)... 3.50 


(black, red, green, yellow) 5.00 
she 8.50 
red, green, yellow) 8.50 


(black, red, green, yellow) 12.00 






























THE JONKER DIAMOND 


The intense interest aroused by the famous Jonker 
Diamond is conclusive proof that the buying public 
is again ''diamond conscious. 


May we help you to cater to this ready market from 
our large and varied stock of precious stones and 
fine mounted jewelry? Let us cooperate with you 
on your special and general requirements. 


DIAMONDS 


Round and Fancy Shapes 


DIAMOND JEWELRY 


Bracelets — Rings — Clips 


Pearls and Precious Stones 


HARRY WINSTON 


BRITISH EMPIRE BUILDING 
ROCKEFELLER CENTER 


620 FIFTH AVENUE NEW YORK 
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The Gem of the Ocean — 


The Perfect Gift for 


Easter Mother's Day 
Graduation Weddings 
A four-fold opportunity for profitable gift sales! MIKIMOTO CULTI- 


VATED PEARLS are ideal for every gift occasion . . . beautiful, desirable 
acceptable, and priced within reach of the modest income. 


e 

























They represent—Luxury, within the reach of all. In symmetry, in lustre, 
in all the qualities by which merit is measured these shimmering spheres of 
pastel tinted loveliness rival the result of any normal or accidental creation. 
Because of their beauty, because of their moderate price, MIKIMOTO 
CULTIVATED PEARLS are both flattering to the wearer and considerate 


of the donor. 
Mim OT 


PIEAIRILS 


lend distinctive atmosphere to your 
store—to your display—to your ad 
vertising. 

Investigate the possibilities of increas- 
ing your business. If a visit to one of 


our offices is not convenient, we invite 
your inquiry by mail. 


_K. Mikimoto... 


New York Office: 630 Fifth Avenue 
Los Angeles Office: 649 South Olive St. 
Chicago Office: 55 E. Washington St. 
HEAD OFFICE: GINZA, TOKYO 
BRANCHES: KOBE, LONDON, PARIS, BOMBAY 
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By Warrant of 
Appointment 
To Their Majesties 
of Japan 
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LOOKING INTO 
GRACE MOORE'S 
JEWEL CASE 





peers childhood all girls dream of owning beautiful 
jewels and in this respect Grace Moore is no different. 
To prove that dreams really come true, we have brought 
the story of her jewels to you, that you in turn may tell 
of her collection to your own customers. 

From the earliest days of the world men have always 
bestowed jewels on their loved ones. These gifts become 
the prized possessions of women. Among Miss Moore's 
jewels she has many such gifts bestowed on her by her 
husband, Valentin Parera. One gift is a solid gold vanity 
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which 


rubies 


encrusted with diamonds, sapphires and 


Miss Moore carries with her at all times. 
Another is a square cut diamond set in a modernistic 
platinum diamonds. 


The 


solid gold case has a multi-color enamel design back and 


setting surrounded with baguette 


Miss Moore’s cigarette case is truly a work of art. 
front, together with an elaborate ornament of diamonds, 
emeralds, sapphires and rubies. 

Exquisite clips that may be worn with any gown have 
Miss Moore has several of 
these in her collection of jewels. One very handsome clip 


ever been a joy to women. 


was made by Cartier from the Crown Jewels of Russia. 
It has a carved emerald in the center and is surrounded by 
diamonds and rubies. A pair of emerald and diamond 
clips are also among her most important pieces. 

Pendant watches are ever so popular these days and 
Miss Moore’s is one to envy. Hung on a chain of uncut 
diamonds, emeralds and onyx, the watch is surrounded 
with matching stones while the dial is created from 
mother-of-pearl. 

Jewelers show pins of unusual designs among their 


Please turn to page 65 











Established 1866 











Importers and Cutters of 


AMONDS 


608 Fifth Avenue, New York 





Antwerp—48 Rue Simons 
. Amsterdam—33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 


Cutting Works: 














THE CUSTOMER SERVICE 


JEWELERS! "ALL FIRST CLASS 


RETAILERS WILL OFFER 


. . Leading retailers in largest to smallest communities are 
We will repair, replate, recard, re- now offering to customers—accurate, proven knowledge 
. . of their merchandise—better buying and selling meth- 
set or rebox any merchandise in ods—greater financial stability due to increased profits. 
Increase your business by this and the display service 
. furnished when examination is passed permitting the 
your stock, particularly from the use of the emblem below. ; 
flo istricts at a low price from (ces ea 
od dis Pp ( REGISTERED JEWELER 
2c upwards per article. Everything \MERICAN GEM? SOCIET) 
will be held awaiting acceptance SIGNIFIES A NATIONAL RECOGNITION OF YOUR IN- 
of quotations TEGRITY AND A GENERAL SCIENTIFIC KNOWLEDGE 
of diamonds, other gems, precious metals and jewelry. 
We will also remount diamond [Your customer against unethical 


Protects merchants. 


. . Your reputation. 
jewelry in the newest style yellow Against expensive blunders, 
. [National approval of your ethical 
mountings. standing. 
Proves Your knowledge of merchandise. 
Your diamond grading ability. 


: : , Knowledge of economical mer- 
Special orders are given attention. | Baowtatee 


Self-confidence. 
e OutS8tanding position in commu- 
Builds 


nity. 
S P E A R & S [ S S K I N D Customer confidence. 
_-Increased profits. 
Manufacturing Jewelers Write today for descriptive pamphlet. 


AMERICAN GEM SOCIETY 
7 EDDY ST. PROVIDENCE, R. I. 555 So. Alexandria Los Angeles, Calif. 
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H. O. P. 





HOW OTHERS PROFIT 





AXWELL’S, Oakland, Calif., ran a 

half-page ad featuring tablewares 

for Easter. The advertised items 
were featured in a window display, and 
to the glass was attached a copy of the 
ad. Also featured in the window was a 
wooden rabbit holding a silver baby 
spoon and a white rabbit drinking out of 
a silver cup—novel items for the baby. 
These baby specials for Easter were also 
shown in a case near the entrance, to- 
gether with other silverware for infants 
—plate, mug, spoon, etc. 


H.O. P. 


A San Francisco firm was very suc- 
cessful in pushing the sale of Easter 
lilies. They featured plants with from 
four to five buds at 75 cents; delivered 
by Western Union messenger, 25 cents 
extra. The plants, many in attractive 
containers, were shown in the window 
and also on a bench outside the door. 
Said Russel Johnson, manager of the 
silverware and china department, “These 
lilies were not only profitable in them- 
selves, but they called attention to our 
pottery containers, and to flower vases 
and bowls of silver and crystal.” Crystal 
and silver items for setting the Easter 
table were shown in the window among 
the Easter lilies, tall palms being used 
to form an attractive background. 


H. O. P. 

The jeweler wishing to assist his local 
Community Chest or any local charity 
drive, could do so very effectively and at 
the same time secure valuable publicity 
by following the plan of the Franc 
Jewelry Co., Washington, D. C. When 
the Salvation Army was asking for funds, 
the company placed in its window a big 
gilded pot, filled (supposedly) with old 
gold watches and other jewelry from 
which the settings had been removed. A 
card said “Help the Salvation Army and 
get that new watch, bracelet or ring you 
have long wanted. Take advantage of 
our Pot of Gold Sale.” The company 
appraised the old jewelry, and offered 
what was considered its worth, as down 
payment on new jewelry. The old jewelry 
was donated to the Salvation Army, so 
received helpful cooperation in the pub- 
licity line from that organization. As 
the main object of the Franc Jewelry Co. 
was to secure new credit customers, it 
did not stress cash prices, but offered 
liberal terms on the new jewelry pur- 


chased. 
H. O. P. 
“For special advertising, such as the 
Easter and June wedding seasons, bill- 
board form of publicity is the most effec- 
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tive,’ said Harry Harris, manager of 
D. B. Ryland & Co., a leading jewelry 
firm of Lynchburg, Va. “We have five 
boards at points where the traffic is the 
heaviest, in various parts of the city, 
and these with a minimum of wording, 
and big gay illustrations put over most 
effectively the lines we wish to push for 
these special events. We secure these 
boards at a reasonable rate, and_ the 
huge dinner plates, diamonds, watches 
and fountain pens pictured, with the 
single word, ‘Rylands, catch the atten 
tion of all riders in motor vehicles. See 
ing them daily for a week or ten days 
they impress themselves almost uncon 
sciously on the minds of the passers-by, 
and they instinctively come to Rylands 
for gifts in these lines. We use billboards 
only on special occasions, which makes 
this form of advertising especially dis 


tinctive.” H.O.P. 


The Kay Jewelry Co., Hartford, Conn 
secured many new accounts and sold 
much tableware for Easter by means of 
an “Aeroplane Sale.’’ A half-page space 
with an aeroplane sprawled across the 
top and the caption, “Zooming forward 
with gigantic savings!’’ was used. This 
advertisement especially featured dinner 
sets. In the window a small aeroplane 
was suspended overhead, and in the 
window were featured diamonds, watches 
and silverware. Inside the store there 
was a “special” in every department. 
Over each section was suspended a model 
aeroplane (many different types being 
used), and to each plane was attached a 
card giving the name and price of said 
special. The planes were secured from 
students who belonged to a Model Aero- 
plane Club, and many of the visitors to 
the store during the sale included friends 
and relatives of the young craftsmen. 


H.O. P. 


“Jewelry should be sold as an art and 
not a commodity,” said Armand Jessop, 
of the old established jewelry firm of 
J. Jessop & Sons, San Diego, Calif. “The 
jeweler should get away from mass 
sales—a dozen or a hundred articles 
exactly alike—and feature individuality 
in silver and gems. If he can talk about 
the sheer beauty of the object, and its 
joy as a present possession and a prized 
heirloom, he throws price consideration 
into the background and makes the patron 
wish to own it regardless of the price. 
Better spend an hour with a customer 
and make one worthwhile sale of quality 
merchandise than sell a dozen items of 
the drug store jewelry variety. If you 
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HARRY R. TERHUNE 
Field Editor 


know the fine points of quality merchan 
dise, you are building prestige for your 
self and the store with every talk you 
make, and binding to yourself a clientele 
that won't rush off to the drug and de 
partment store every time a sale of silve: 
or watches is advertised.” 


H.O. P. 


Ihe diamond is the April birthstone, 
so it should be especially featured this 
month. Believing that the time had come 
to push these unrivaled gems once more, 
the Slavicks Jewelry Co., Los Angeles 
Calif., started an intensive diamond cam 
paign about the middle of March, using 
large newspaper displays, attractive win 
dow settings and suggestive salesman 
ship. Chief among their publicity getters 
was a series of billboards, which blos 
somed out with spring flowers, and the 
simple suggestion “For April—Diamonds 
—SLAVICKS.” 

H. O. P. 


Many new residents move to your city 
each year, do they not? Wouldn’t you 
like to make them customers? Well, here 
is the way Haltom’s, Fort Worth jew 
elers, have solved the problem: A cer 
tificate is sent to each new arrival re- 
questing, “Please present this certificate 
at our store and receive a free gift we 
have for you.” Gifts include ash trays, 
flower vases, ice tea coasters and other 
inexpensive articles from the novelty 
department. Although these make attrac- 
tive gifts, they are usually odds and ends 
which must be disposed of in order to 
keep a clean stock. The scheme has been 
in operation for some time, and 124 
articles have been presented. More than 
50 per cent of those who have received 
gifts have become customers, W. L. 
Hamilton, manager, estimates. Names of 
new residents are obtained from the gas 
and electric companies, where they have 
applied for service. These names are 
also placed on the jewelry company's 
mailing list. 











JEWELRY 
CREATIONS 


Call for 
FANCY CUT 


DIAMONDS 


ANCY cut stones of every descrip- 
tion for your selection. 


A COMPLETE stock of baguettes, 


arguise and square diamonds 


in all sizes. 


FINE assortment of rough dia- 
monds suitable for cutting to any 
shape \o complete your new and 


modern designs. 





INUSUAL 
GEM 


STONES 


LOUIS GURFEIN 
& SON 


608 Fifth Ave. New York, N. Y. 






























ANTWERP 
76 RUE DE PELICAN 


SOUTH AFRICA 
76 CHURCH ST., KIMBERLEY 


AMSTERDAM 
2 TULPSTRAAT 


Tel. MEdallion 3-4822-4823 


Importers and 
Cutters of 
Fancy Shaped and 
Round Diamonds 


| 
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Mother’s Day a Selling Event 


(From page 33) 
wg such as she employed last year, she used three sketches, 
separately mounted on cardboard and tramed with ye 


narrow wood borders. Each sketch was 15 inches wide 


and 20 inches high. A white card identified each, one as 
“The Young Mother,” another as ““Mother” and the 
third as “Grandmother,” and a gift selection of special 
appropriateness for each of the three age brackets was 


arranged in front of the sketches, 


For a small window, says Miss Fraser, little Soral nowe. 
gays add color, their stems tucked in hidden crystal hold- 


ers. Attention-compelling variations may be used instead 
ot a painting in the background ot a Mothers’ Day dis- 
play. An old-fashioned family album covered with red 


plush—many may yet be found in excellent condition—is 
one expediency, and it affords display space for two photo- 
graphs or sketches appropriate to Mothers’ Day. 


“The idea to get across, without running the risk of 
Qver-commercialization, is the intrimsic merit of Jeweler? 
merchandise,” the young woman declared. ““Candy might 
possibly do as a Mother’s Day present to somebody else's 


mother, but hardly for one's own. Jewelry stores’ gifts 


that last are symbolic, especially on Mothers’ Day, of love 
that lasts.” 





\QO Nears of lewelry Selling 
From page 35) 


Munlature photocraply. Ako the contrast between the 


daguerreotype and the candid shot of today is shown. 
The anniversary occasion gave so much attention to 


antiques that sales jumped up almost 100 per cent, espe- 
cially in antique jewelry, silver and furniture. 


This pioneer concern ts now operated by the fourth 


generation of Brombergs, four brothers, William, Robert, — 


Charles and Frank Bromberg. Their great grandfather, 
F. Bromberg, established the business in Mobile in 1836, 
soon after arriving from New York by schooner. He was 
accompanied by his wife and young son, Charles L. As 
the son grew up he entered into the business with his 
sister’s husband, E. O. Zadek, expert watchmaker and 
master designer of silverware and jewelry. In 1884 
F. W. Bromberg, son of Charles L., became an active 
partner. 

Hearing reports about the growth of Birmingham as 
a steel and iron center, F. W. Bromberg bought out the 
assets of the Gluck & Black Jewelry Co., Birmingham 
concern, which was being offered for liquidation. The 
name was changed to Bromberg & Co. and F. W. Brom- 
berg remained the active head until four years ago when 
he turned the management over to his four sons. 

“While an anniversary celebration can be converted 
into immediate profits it carries more lasting benefits,” 
said Robert Bromberg. ‘As we began to work up infor- 
mation for our advertising and displays, we found the 
local public library, the Chamber of Commerce, THE 
JeweEvers’ CircuLar-KEyYsTONE and various collectors 
and historians quite willing to assist us. Much goodwill 
has been created and we who are trying to carry on the 
name of Bromberg got a broader conception of the ser- 
vice we can render to the community. 

“As we looked back we were amused at an advertise- 
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ment our great grandfather inserted in a Mobile paper 
in 1836. After explaining that a further supply of 
perior pianofortes of different patterns, prices and ac- 
tions had just been received by schooner, he concluded 


‘ 
su- 


by inviting the public to examine these ‘which we believe 
will be found,’ and the next two words are in italics. 


‘not inferior’ to any on the market. 

“While we are not quite so humble in our advertising, 
we do avoid extravagant claims. That is why we have 
featured our historical background in our anniversary 


celebration rather than use too many superlatives to de 


gerbe our merchandise. From our display of heirlooms 
and antiques the idea has been conveyed to our customers 


that quality merchandise carries its value down through 


the years.” 
Of exhibits the 


centennial celebration, the Star Sapphire, 
ban,” perhaps attracted the biggest crowds. Along with 


this display was shown a blow-up of a news item from 


the New York Times announcing the arrival in this 
country of Unis stone which is walmed at S395.00Q. A 
blow-up was also shown of the column of Arthur Bris- 


bane who referred to the history of this huge sapphire. 
An exhibit of jewelry owned by Diamond Jim Brads 


also attracted considerable public interest. 


With each display and for each occasion such as June 
Wedding Mionth and Graduation Mionth the theme of 
“Then and Now” is kept to the front. However, most 


Bromberg windows during the 
“Star of Arta- 


in 


Yoterest was Shown in jewelry relating to “them” and as 


a result sales of antiques took quite a rise. 


Tye response to the invitation to school classes to visit 


They came en masse, each 
yardstick 


the exhibits was immediate. 
one being presented a Bromberg “golden rule’’ 
as a souvenir. 


The following 
teachers in the city! 


TO ALL TEACHERS OF FIFTH GRADE 
THROUGH HIGH SCHOOL 


As a part of our Centennial Celebration, Brom- 
berg & Co. have arranged for an extensive showing 
of reproductions of historically famous diamonds, 
a fine collection of Antique and Modern diamond 
jewelry and an exhibition of diarrond-cutting 
equipment showing many uncut and semi-cut 
diamonds. 

These displays have been arranged partly in our 
windows and partly inside the store. 

The exhibits are of genuine educational value, 
and we believe will be of interest to you and your 
pupils. 

We cordially invite you and your classes, in 
groups or individually to view, not only the window 
display, but also those inside. You may do this at 
your leisure, and we will be glad to answer any 
questions for you. Pupils’ families are also invited 
to come at their convenience. 

Sincerely, 
BROMBERG & CO. 


By——— 


letter was sent out to all fifth grade 


RHBromberg :EH 


Other events for the remaining months of the year 
have been worked out only in general outline, but they 
will no doubt be quite as spectacular. 

The general feeling in Birmingham is that the Brom- 
berg centennial is taking the town. 
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INTERNATIONAL BUILDING 


ROCKEFELLER CENTER 
630 FIFTH AVENUE NEW YORK Cl 
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“Our Windows 
Ought To Be Changed! 


“But I don’t know when 
I can find time to do it. 
Wonder what would be 
new and different?” 


Mr. Jeweler, if you ever find yourself in that pre- 
dicament, then investigate the Retail Display 
Service. It is meant for busy, ambitious merchants 
who want to get the maximum selling help out 
of their windows. 


What It Will Do For You 


@ Give you from one to five original 
ideas for windows every month. 
The number depends upon your 


order. 


@ Give you colored sketches show- 
ing just how these windows will 
look. 


@ Give you specific suggestions for 
creating these displays out of ma- 
terials you have on hand or can 


easily obtain. 


@ Give you exclusive rights to this 
Service in your city.* 


What It Will Cost You 


@ Prices are based on population of 
your city and number of sketches 
you wish each month. Our sub- 
scribers pay an average of $4.17 
per month and receive an average 
of four window plans per month. 


RETAIL DISPLAY SERVICE 


POLLY PETTIT, Director 
R.C.A. Building, Rockefeller Center, New York City 


* We reserve the right not to accept 
an order from any jeweler located in 
a city where another merchant is al- 
ready using the Service. 
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Imports of Gems in January 


WasuincTon, D. C., March 23 — The imports of 
gems in January of this year are shown in preliminary 
figures just released by the United States Department of 
Commerce. Another slight decrease in the shipments of 
cut and rough diamonds to this country, when compared 
with the previous month, is indicated by the report. 

The cut but unset gems brought here in that month 
had a total value of $1,358,796, with Belgium leading 
with shipments amounting to $1,016,797. The market 
here absorbed rough or uncut diamonds in January worth 
$237,761. 

Pearls imported here were invoiced at $22,377, while 
in the same month rough precious and semi-precious 
stones sent here had a value of $11,599. Other imports 
included cut, but unset precious and semi-precious stones, 
worth $207,151, imitation, precious or semi-precious 
stones (except opaque), $112,316 and opaque precious 
or semi-precious stones and imitation pearls, $1,665. 





Ferdinand T. Haschka Retires as Head of Tiffany & Co.’s 
Watch Department 


Ferdinand T. Haschka, internationally known horol- 
ogist and one of the outstanding members of the craft in 
this country, retired on March 14 from Tiffany & Co., 
New York, where for 34 years he had served as head of 
the watch department. Mr. Haschka is considered one of 
the best informed men in horology in the industry and 
has one of the finest and most complete private libraries 
in existence on matters relating to horology. 

For 60 years, Mr. Haschka has been associated with 
the watchmaker’s craft, starting his career in Vienna. He 
has traveled to all parts of the world, where he has prac- 
ticed his profession and enjoys the distinction of being a 
life member of the British Horological Institute of Lon- 
don. He is also the first honorary member of the Horo- 
logical Institute of America and for 30 years has been 
active in the Horological Society of New York and its 
predecessor, the New York Watchmakers’ Society. Mr. 
Haschka will be 75 years old on April 14. 





Grace Moore’s Jewel Case 
(From page 59) 


most prized pieces, so they will study Miss Moore’s 
Sphinx pin with great interest. The Sphinx of diamonds 
and emeralds is set on a coral base outlined in onyx. 

As lipsticks will forever be important to all woman- 
kind, it seems only fitting that Miss Moore should own 
a particularly lovely one of gold and black enamel. 

Last but not least is Miss Moore’s simple wedding 
band. Rare and beautiful in its exquisite meaning of love 
and devotion, it is her most prized possession. 





John A. Jerauld 


ProvipENceE, R. I., March 10—Funeral services for 
John A. Jerauld, until his retirement in 1929, head of the 
John A. Jerauld Co., jewelry firm, this city, were held 
today at the late home of the deceased in Central Falls, 
where he died suddenly yesterday morning. He was born 
in Pawtucket and was 78 years old when he died. 

Deceased is survived by a sister, one brother, two 
nephews and two nieces. 
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A NEW STEP 


It is a privilege to invite our 
friends to visit our new home 
and inspect our modern and im- 


proved quarters. 


Our new and perfectly equipped 
factory has inspired us. We are 
now creating the most artistic— 
unusual—salable line of rings 
and gold jewelry ever offered 


by us. 


Distributed through wholesalers 


SHIMAN 
MANUFACTURING CO. 


113 MONROE ST. 
Newark, N. J. 


Established N. Y. Office 
1906 15 Maiden Lane 














TO INCREASE 


SPRING SHOPPING 
at the Jeweler’s 


Cretsea CLOCKS are merchandise 
of a quality on which ordinary department 
or general stores cannot give you compe- 
tition. With purchases for wedding gifts 
and in connection with seasonal re-model- 
ing and re-decoration, Chelsea Clocks 
help the jeweler get his full share of Spring 
shopping. Illustrated: The Nautilus, one 
of the recent additions to the Chelsea 
line. 


NEW CATALOGUE: If you have not re- 
ceived our new, 1936 catalogue, please 
let us know and we will send your copy by 
return mail. 


Al lg. 





CHELSEA CLOCKS 


CHELSEA CLOCK COMPANY, BOSTON MASS. 

















THE CUSTOMER SERVICE 


ETHICAL DIAMOND AND GEM : 
EXPERTS WILL OFFER to 


Leading retailers everywhere are preparing themselves 
and their employees to offer—scientific knowledge—abil. 
ity to identify all stones, genuine or artificial, and metal 
alloys—an advisory service of the highest order. 


Certified Gemalogist 
(teat aa torr) s 
; Y T 


SIGNIFIES AN INTERNATIONAL RECOGNITION OF 
YOUR EXPERT KNOWLEDGE OF DIAMONDS AND OTHER 
GEMS PLUS ETHICAL APPROVAL. 

















G 
“You against those who merely 
Pp + Py pose as experts. 3 
rorects Your customer against unquali- a 
|. fied gem salesmen. ti 
1 
-A thorough knowledge of dia- o! 
P monds. ti 
roves Your ability to expertize all 
i. stones. 
m™ 
oo opportunity for business. tc 
Builds A more preeminent local position. q 
i.Wider reputation as an expert. . 
Write today for descriptive booklet. Vv 
A 
GEMOLOGICAL INSTITUTE OF AMERICA le 
3511 West Sixth Street Los Angeles, Calif. ts 
n 
$ 








MONOGRAM MARCASITE BROOCHES 
IN STERLING SILVER 





We take pride in showing the finest and most diversified line 
in the industry. Write for free display card. Memo Selections 
to responsible jewelers. 


A. FRANK COMPANY = tewven 




















WRITE FOR ZIRCON FOLDER 








87 Nassau St. CO-7-4218 New York 


JAMES A. DRILLING CO. N 
Semi-Precious Stones 
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More About the Jewelry Tax 


G. H. Niemeyer, chairman of the Special Committee 
on Taxation of the Jewelry Industry, has received the 
following letter from Deputy Commissioner Bliss in reply 
to a letter written by Mr. Niemeyer on Jan. 20: 


TREASURY DEPARTMENT, WASHINGTON 
Office of Commissioner of Internal Revenue 


Address reply to Commissioner of Internal Revenue and 
refer to MT :ST:LS 


Special Committee on Taxation of 


The Jewelry Industry, 
32 Fulton Street, New York, N. Y. 


Attention: G. H. Niemeyer, Chairman 


Gentlemen: 

Reference is made to your letter dated Jan. 20, 1936, enclosing 
a copy of a communication from one of the members of your 
association and requesting to be advised relative to the applica- 
tion of the tax imposed under section 605 of the Revenue Act 
of 1932 and section 609 of the Revenue Act of 1934, in connec- 
tion with transactions similar to the following: 

“Some time toward the end of 1954 ‘A’ received from the ad- 
ministrator and the attorney for a certain estate some jewelry 
to convert into cash. ‘A’ submitted one of the articles, a mar- 
quise diamond, to one of his customers in Chicago, ‘B,’ who 
obtained an offer which was subsequently accepted. ‘A’ bought 
the stone from the estate and sold it to ‘B’ on Dec. 20, 1934, 
who in turn sold it to his customer, ‘C,’ at the same time. 
Apparently ‘C’ bought the stone because it was cheap, more or 
less as an investment. About a month thereafter ‘C’ decided 
to mount the stone into a ring, and gave it back to ‘B’ to be 
mounted. The mounting and tax which was paid was only 
$90, representing about 1%4 per cent of the total value of the 
stone. The stone, being a second-hand article, was bought by 
‘A’ tax exempt as such, sold by ‘A’ tax exempt, and sold by ‘B’ 
to ‘C’ tax exempt. The Internal Revenue Department in Chi- 
cago rules that ‘B’ is liable for the tax, of about $600, although 
they admit that if ‘C’ had taken the stone to any other jeweler 
to be mounted, same would not be subject to tax. Is it possible 
that when ‘C,’ wishing to utilize the services of his own jeweler, 
‘B,’ in whom he has confidence, asks ‘B’ to make the mounting 
for him, that ‘B’ should be penalized with payment of the tax?” 

In this connection you are advised that consumers who have 
taxable articles assembled for their own personal use and not 
for purposes of sale as complete articles are not liable for tax. 
Therefore, where “C” purchased a diamond from “B” and a 
month later had “B” assemble the stone and mounting for his 
own personal use and not for purposes of sale as a complete 
article, it is held that the tax imposed under section 605 will 
only attach to the sale of the mounting, provided such article 
is manufactured, produced, imported, further manufactured 
prior to or at the time of the sale, or purchased tax free under 
exemption certificate from the manufacturer, producer or im- 
porter thereof. If the mounting was sold at retail, the tax will 
only attach to 60 per cent of the retail sale price. However, if 
60 per cent of such price gives a figure less than cost, the tax 
attaches to the cost of the article, plus 15 per cent. 

Your attention is called to the fact it is the understanding of 
this office that in order to evade payment of the tax on sales 
of completed articles, diamonds and mountings are sold sepa- 
rately and at some subsequent date are returned to the dealer 
with the request that they be assembled. In cases where it is 
found that sales are actually made in such manner to evade 
payment of the tax imposed under section 605, the person who 
assembled the articles will be held liable for the tax on the 
fair market price thereof. 

Respectfully, 
(Signed) D. S. Bliss, 


Deputy Commissioner. 
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967 Silver Dealers Recommend 


KANTOR'S 
SUNSHINE SILVER POLISH 


Because they believe it’s the finest liquid pol- 
ish on the market .... and because they know 
from experience it is the fastest selling. 


Kantor’s Sunshine Silver Polish is easy to use 
but gives a beautiful, flawless lustre to silver- 
ware, completely removing tarnish and dis- 
coloration. 


is perfectly safe, and 
contains no harsh 
abrasives or other in- 
jurious materials. 


Put a few bottles of 


Yet it 


this splendid polish 
on your counter. It 
will soon build up a 
profitable business of 
its own. Write for 
sample. 

Per Gross ..... $37.50 

Half Gross .... 19.00 

Demee 2.00 3.25 


Order through your whole- 


saler or direct from us. 


KLEIN & SON 
Montgomery, Ala. 





Resale Price 50 Cts. 








JOSEPH B. COOPER & SON 


have been for over four decades engaged 
in the Refining of Precious Metals. 


Our customers continue to be satisfied 
with their returns on OLD GOLD and 
other precious metals. 


Your shipments are accurately tested 
or assayed by experts and you are paid 
accordingly. All shipments are held intact 
for your approval of our estimate. 





We pay 
6%e per Karat, per Dwt. 





JOSEPH B. COOPER & SON 


26 John St., New York 
Factory: Brooklyn, N.Y. 


Our reputation is our success. 











REE ER ER EE EEE EEE EE EEE EEE EE EER EE EEE KEE EE EEE EEE EE EE EEE EEE KEK EEE EEE EER ER EER EEE EEE LEE KEE E> KEE Eo E> Ko KK E> 











An Extra Push to a New 
Gorham Pattern... 


SPECIAL 


OF 
OFFER... 


“AT HOME 
SERVICE 
FOR SIX" 


$3995 retail 


with your full profit assured 
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Add a special-price deal to a for but $1.00 more, you can sub- 
“natural,” and see what you get! stitute dinner knives and forks. 
We’re making this possible for This special deal is, of course, 
you with Gorham’s latest in Sil- jj mited — closing date, May Ist. 
verplate— Rosemont. But while it is in effect—you re- 
For only $39.95, you can offer tain your regular full profit on 
your customers a 38-piece Rose- _ each set sold. All the more reason 
mont “At Home Service for Six,” for you to make the most of this 
ordinarily priced at $43.50. And, chance while you can! 


The Burgundy Chest — winner! 


Another builder-upper of Rosement sales! This modern, 
handsome, streamlined Rosemont Burgundy Chest is by 
the same designer who won the All-American Award in the 
recent contest sponsored by ‘“‘Modern Packaging.”’ This THE NEXT THING TO STERLING 
chest is an “extra”? that your Rosemont customers can’t © 

resist buying. 


GORHAM. ryote 





Providence, R. I.—Since 1831, THE GORHAM COMPANY America’s Leading Silversmiths 
17 Maiden Lane, New York City 10 S. Wabash Avenue, Chicago, II. 140 Geary Street, San Francisco, Cal, 





68 THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1936 








abl 


sal 





TE 





“TT PAID US TO 
FEATURE 
STERLING" 


by 
WILLIS PARKER 





Frank S. Fisher and a customer discussing-sterling silver at the “‘pre-heater,” in which are 
shown serving places and their flanking arrays of sterling silver knives, forks, spoons and 


Md 
All through the depression 


we featured sterling as a means of sustaining a commend- 
able dollars and cents volume of business when the unit 
sales volume was dropping off,” says C. A. Fisher, junior 
member of the Frank S. Fisher Jewelry Store, Riverside, 
Calif. “And featuring sterling paid.” 

Young Mr. Fisher’s statement was substantiated by his 
father, who, by the way, is the salesman in the accompany- 
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This sketch represents the central part of the main sales floor 
at the Frank S. Fisher jewelry store, showing the adjacency of 
the “‘pre-heater” to wall cases of sterling. 
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salad forks. 


ing photograph showing sterling silver spoons to a woman 
customer. 

For the most part the featuring of sterling was con- 
fined to flatware, and was accomplished principally by 
hiding the plated flat and increasing the prominence given 
to sterling. Coupled with this was the psychological as- 
sumption that every person who came in to look at silver 
wanted sterling, so she was taken immediately to the dis- 
play cases where nothing but sterling was visible. 

These display cases are of two types. One is the “pre- 
heater,” as it may be called, and consists of a long counter 
case in which there are twelve service plates, each flanked 
by knife, fork, spoon and salad fork representing one pat- 
tern in sterling. The other fixture consists of three wall 
cases in a row containing on their shelves all the numbers 
of the patterns represented in the “‘pre-heater.” 

The position of the two display fixtures in relation to 
the remainder of the store is shown in the accompanying 
sketch which is representative of the center portion of the 
sales floor. In explaining the firm’s merchandising meth- 
ods, we shall make additional references to this sketch. 

When a customer asks to see silverware—intimates that 
she wants to buy knives, forks, spoons, etc.—she is imme- 
diately conducted to the “‘pre-heater,” which is one side 
of a hollow square of counter cases at the extreme rear of 
the main salesroom. The black arrow in the sketch repre- 
sents the customer. The salesman need not go behind the 
counter; he may stand beside the customer and point out 
the features of the dozen patterns displayed with service 
places under the glass. 

When the customer discerns a pattern or two that 
meets her fancy, the salesman turns to the wall cases be- 
hind him, and produces duplicates, which are laid on pads 
on the counter top for closer inspection and consideration. 
This makes it unnecessary to disturb the display in the 
counter case. If the salesman has gone behind the counter, 
he may produce the items from the display should he be- 
lieve the customer would be more favorably impressed. 

However, one of the objects of producing from the wall 
cases duplicates of the numbers in the display case is to 
draw the customer’s attention to the wall case, where all 

(Please turn to page 73) 





MODERN CLASSIC 


STERLING 925/1000 FINE 
KS 


“ca 


With the Modern style assuming even greater importance in home furnishings 
this Spring . . . MODERN CLASSIC Sterling is destined to reach new 
heights of popularity. If you are not one of our appointed retail distributors 


of this famous pattern, write for full particulars, addressing Dept. J-3. 


ROGERS, LUNT & BOWLEN Silversmiths GREENFIELD, MASS. 








Chairman Streeter Discusses | ax Matters 


Letter from Deputy Commissioner D. S. Bliss Answers Questions 
Raised Following Ruling of January 20 


PHILADELPHIA, Pa., March 16—Wilson A. Streeter, 
president of the Bailey, Banks & Biddle Co. and chairman 
of the legislative committee of the American National Re- 
tail Jewelers’ Association, has issued a statement relative 
to the tax imposed under Section 605 of the Revenue Act 
of 1932 and Section 609 of the Revenue Act of 1934 in 


which he says in part: 


STATEMENT CONCERNING TAX MATTERS 


“From time to time during the past 18 months we have heard 
of inspectors for the Internal Revenue Department assessing 
15 per cent to the price paid by retail jewelers for completely 
manufactured component parts which were afterwards assembled 
and it was discovered in the early Fall that the Commissioner 
of Internal Revenue had issued a letter to a professional tax 
agency providing this penalty. This letter had never been 
released to the jewelry industry or its Tax Committee. 

“Since last September the Legislative Committee, through its 
chairman and President McNeil of the association, has been in 
continual contact with the Revenue Department in an endeavor 
to accomplish two things: 

1—To secure the elimination of the 15 per cent. 
2—To secure uniform regulations governing this ques- 
tion throughout the entire United States.” 


Chairman Streeter at this point in his statement calls 
attention to the ruling which was finally released by the 
Commissioner on January 20, which was published in full 
in THE JEWELERS’ CIRCULAR-KEYSTONE in the Febru- 
ary issue, and goes on to say: 


“There are several points in this ruling which are difficult 
to understand and were susceptible to having two meanings. 
Therefore a series of questions which had arisen were submitted 
to the Commissioner and a reply to these are in the Commis- 
sioner’s letter of March 11 which follows: 


TREASURY DEPARTMENT, WASHINGTON 


Office of Commissioner of Internal Revenue 
Address reply to Commissioner of Internal Revenue 
and refer to Mt:St:LS 


March 11, 1936. 
Mr. Wilson A. Streeter, Vice-president, 
American National Retail Jewelers’ Assn., 
1218 Chestnut Street, 
Philadelphia, Pa. 
Sir: 

Reference is made to your letter dated Feb. 5, 1936, referring 
to S.T. 826, appearing in Internal Revenue Bulletin No. 3, Vol- 
ume xv, and requesting that a ruling be furnished on the fol- 
lowing questions in connection with Section 1(a) and (b) of the 
published ruling: : 

Section 1(a) 

(a) If a retail jeweler sells a ring which he assembles from 
completely manufactured parts, the wholesale price of which is 


$50, and he gets $100 for the ring, on what basis does he pay 
the tax? 


You are advised that if the retail jeweler sells exclusively 
at retail, the fair market price of the ring should be arrived at 
by taking 60 per cent of the retail sale price. If the ring was 
sold on and after Jan. 1, 1936, the tax should be computed on 
the basis of 1/11 of the fair market price. 

(b) If a retail jeweler sells upon an installment contract 
the above ring, on what basis does he pay? 
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Where the retail jeweler sells a ring which he produces 
under an installment contract, the tax is due on the sum of 
the actual cost of the parts and materials used, plus 15 per 
cent (which percentage covers the charge, if any, for assem- 
bling, overhead, profit, and that portion of the selling and 
administrative expenses applicable to a fair wholesale price). 

(c) If a retail jeweler sells a ring which he assembles from 
completely manufactured parts, the wholesale price of which 
is $62 and he gets $100 for the ring, on what basis does he 
pay the tax? 

Since 60 per cent of the retail sale price of the ring referred 
to above gives a figure less than cost, the tax imposed under 
Section 605 of the Revenue Act of 1932 is due on the sum of 
the actual cost of all parts and materials used, plus 15 per cent. 

(d) If a retail jeweler sells upon an installment contract 
the above ring, on what basis does he pay? 

In the above instance the tax is due on the cost of the parts 
and materials used, plus 15 per cent. 

Section 2: In view of the fact that these regulations are in 
answer to specific questions in reference to rings and watches, 
what method is to be pursued in reference to the other articles 
covered by Section 605? In other words, as I see it, this ruling 
specifically covers rings and watches and leaves everything else 
to the individual decision of the Commissioner, whereas the 
former ruling of 55 per cent and 60 per cent covers everything 
in the paragraph. As a matter of fact, rings and watches, 
which are purely the assembling of completed parts, could very 
easily have been removed from this entire controversy by the 
Commissioner, and this would have permitted everything else 
to operate in accordance with the earlier decisions. 

You are advised that while the published ruling refers specif- 
ically to rings and watches, it is held that it is applicable to all 
articles of jewelry which are produced by a retailer and sold 
by him exclusively at retail. 

Section 3: Please advise what is meant in Section 1(b)— 
“The tax is due on the actual sales price?” 

You are advised that the term “the tax is due on the actual 
sale price” means the price for which the article is actually 
sold by the retailer. 

Section 4. Does this same paragraph mean that obsolete mer- 
chandise does not come under the 55 per cent or 60 per cent 
ruling, as was the intention of the earlier ruling which estab- 
lished this basis as a fair market price for such goods? 

in the case of goods sold for less than original cost because 
of change in market conditions, or other reasons, the tax may 
be computed, not on the 55 or 60 per cent basis but on the sum 
of the current replacement value of the parts, plus 15 per cent. 
However, if the articles are sold at less than the current re- 
placement value, the tax is due on the price for which the 
retailer receives for the articles. 


Respectfully, 
(Signed) D. S. Bliss, 
Deputy Commissioner. 


In his statement Chairman Streeter said: 


“These results are most disappointing to your committee and 
association. Unfortunately, those of us who have lived with 
this question since the law was passed realize that the original 
law and its regulations placed upon the Commissioner of Inter- 
nal Revenue the necessity for establishing a fair market price, 
and in our industry influence has been brought to bear upon 
the Treasury Department, from sources outside the Tax Com- 
mittee of the Jewelry Industry, which has persuaded the Inter- 
nal Revenue Department that it was necessary for them to 
assess the tax upon the retail assembler by some different meth- 
od than that granted the wholesale manufacturer, hence the 
final decision to charge 15 per cent, and no amount of factual 
evidence which we have submitted to the Commissioner has 

(Please turn to page 77) : 
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Gg THE ART AND science OF WATCHMAKING 


THE purpose OF paeservin 





an ORGANIZATION wcORPORATED FOR 


THE HOROLOGICAL SOCIETY OF NEW YORK. INC. 
450 WEST g5TH STREET 
NEW YORK. N. Y- 
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“It Paid to Feature Sterling” 
(From page 69) . 


the odd numbers of the pattern are stocked and are dis- | 


played. 
The object of the “pre-heater” is obvious. It is to show 


within a limited space the essential pieces of as many pat- 
terns as possible and show them in their most attractive 
manner—placed beside a dinner plate as they would be 
placed on a table. To show all numbers of a pattern on 
a panel, or similar arrangement, would be confusing to 
the customer, for she would inspect a dozen pieces instead 
of four of each pattern while trying to decide which pat- 
tern was the most attractive. After the pattern is selected, 
then the time is ripe for showing the other pieces, which 
are attractively set up in the wall cases. 

“Unless the customer insists that she wants plate, we 
never show her plated flatware,” young Mr. Fisher ex- 
plained. “We keep all of it hidden in drawers, though we 
do display plated hollowware in a wall case on the oppo- 
site side of the room. 

“Now it takes just as long for a customer to decide 
which pattern she wants in plated silverware as it does in 
sterling. She requires just as much of the salesman’s time. 
Therefore, if we can sell, for example, four sterling silver 
knives, forks and spoons, we have accomplished as much 
as we would by selling a whole set of plate, from a dollars 
and cents standpoint, and the selling cost is about equal. 

“Furthermore, when you have sold a full set of plate, 
you're through. The customer may never come in again, 
for she has enough pieces to set her table for almost any 
occasion. But, if you sell her one or two, or three num- 
bers of a sterling silver pattern, you may reasonably antici- 
pate that she will come back in the future and buy addi- 
tional numbers to complete the set. 

“We assume that every woman prefers sterling to plate, 
but she may buy plate because she cannot afford sterling. 
Therefore, we even go so far as to suggest to the woman 
who has very little to spend that she buy as few as four 
pieces of sterling instead of a whole set of plate, add to 
them as rapidly as she can, and eventually have a full set 
of sterling. 

“We have had many cases wherein the customer bought 
four knives, four forks, four spoons on her first visit, and 
then bought, one piece at a time, four more knives, four 
more forks, four more spoons to complete a set of eight. 
Among such customers are working girls who save their 
pennies and every week or two come in and buy one fork, 
or one spoon, or one knife. Others are housewives who 
economize on household expenses, save a few cents here 
and a few cents there until they can buy another fork, 
another knife, another spoon, until they have obtained 
enough to serve eight people. Then they start in on salad 
forks, buying them one at a time until they have their set. 

“Thus we eliminate the instalment selling feature, for 
we always have the merchandise or the money. By selling 
them a few pieces to begin with—sometimes less than a 
full set of any number—we may be reasonably certain 
that they will come in again and again and always buy 
something in sterling.” 





George Moses, secretary of the Thomas Long Co., 
Boston, Mass., will commemorate his 50 years with this 
concern by tendering a dinner-dance to the employees at 
the Hotel Kenmore on April 25. 
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Welcome... 
to the 


BRIDE’S 
HOUSE 


—and 
the Bridal Market ! 


House BEAUTIFUL offers this doorway to bet- 
ter business for Jewelers, through its Bride's 
House of 1936... the most important home 
turnishings display of the year. You are cor- 
dially invited to inspect it at any time. 


Actual rooms in an actual house erected in 
the Savoy-Plaza Hotel, New York . . . com- 
plete to the last detail of smartly correct china, 
glass, silver, and clocks. 

Leading manufacturers all over the country 
have stocked The Bride’s House with their 
newest products, showing the latest style trends 
in silver services and dining, drinking, and 
living accessories; The Bride’s House will prove 
a powerful stimulant to the merchandising of 
jewelry trade products from coast to coast. 


Thousands of Brides-to-be will visit the 
Bride’s House—millions more will read of it in 
newspapers and House BEAUTIFUL Magazine. 


In addition, The Bride’s House and its con- 
tents will be featured in the Spring Buying 
Guide for Brides, published by HOUSE 
BEAUTIFUL and distributed to the most 
prominent brides-to-be in your community— 
a responsive audience with a total potential 
purchasing power of over $30,000,000! 


Every one of these people will be someone's 
customer. 


Will they be yours? 


Plan NOW to get your share of the business 
The Bride’s House will bring to your trade by 
planning special promotions of Bride’s House 
merchandise. 


House BEAUTIFUL will be glad to cooperate. 
Write for complete information, suggestions 
for Bride’s House publicity and merchandis- 
ing, and specimen advertisements prepared by 
Bride’s House manufacturers for use by their 
retail outlets. 


HOUSE BEAUTIFUL 


572 MADISON AVENUE 
NEW YORK, N. Y. 
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The Elanbee Plan is a unique merchandising plan 
developed during the past five years for the opera- 
tion of profitable DOLLAR Handbag Departments in 
Jewelry stores. 


GUARANTEED PROFIT WITHOUT INVESTMENT 


The Elanbee Plan guarantees an excellent profit on every 
sale, without capital investment on your part. Mark- 
downs and seasonal carryovers are eliminated. 


PLAN PRODUCES MAXIMUM BUSINESS 


The success of the Elanbee Plan is based on individual 
stock control for each account. At the start of each 
of the six bag selling seasons we supply the newest 
creations. Throughout the season we maintain for you 
a complete stock of the best selling styles and colors. 


SELECTION BY EXPERTS 


Specialists on DOLLAR Bags, our line is recognized 
as outstanding. The Elanbee Plan assures you of 
quality merchandise that will maintain the character 
of your store. The variety and quality of Elanbee 
Bags make them attractive Jewelry store items, even 
in the finer type of store. 


INCREASES STORE TRAFFIC 


Elanbee Bags bring new customers into the store and 
bring them back repeatedly. The spread of the Spring 
and Summer business, with washable white and 
light colored bags extensively featured, makes 
this the most profitable of all handbag seasons. 


Many of your customers are wearing dollar handbags 
right now. Why not supply this demand yourself? 


Write for Details Now 


ELANBEE 


SALES COMPANY, INc. 


11 COLUMBIA ST. BOSTON, MASS. 
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A NEW IDEA— 


start a set of China and add 
to it from time to time ag 
income permits. 


* START=A= SET” 











START -A- SET 


tT] q . 
AN UNUSUAL OPPORTUNITY TO START A FINE DINNER SET ; 


Théodore Heniland 4 


FRENCH CHINA 


HOUR BREAD AND BUTTER PLATES 
IRL Ss P, N 
FOUR TEA CUPS ORLEAN PATTER ARE AVAILABLE 


POUR TEA SAUCERS $s oo 
PIECES FOR 
REGULARLY sree 
gee RS " . ' . 5 : Gees. 


FOUR DINNER PLATES 





The plan does not need a large out- 
lay and provides promotional material 
consisting of display cards as illus- 
trated, easels, for window or counter 
display, retail price lists and news- 
paper mats. 7 


q 
Control of patterns allowed if not 
already given in your town. 


WRITE FOR ILLUSTRATED FOLDER 
CONTAINING ALL DETAILS. 


Theodore Haviland 


& CO. INC. 


to enable your customers to | 











26 WEST 23rd STREET, NEW YORK CITY. 
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OLD ENGLISH SILVER 








By 
S. C. PRESTON 





URING the past 25 years there has been an amazing 

growth in the demand for, and the use of, old 
English silver among persons of taste and wealth. There 
are several reasons for this demand and all of them are 
pertinent. ‘The first, and probably the most important, 
is that for a period of nearly 300 years, since the end of 
the civil war between Charles I and the Parliament, 
there has been no internal disturbance to hinder the prog- 
ress of the silversmiths’ craft or destroy the fruits of their 
creating. The result of this was that the silversmiths 
were able to pursue their trade undisturbed and, with the 
work of their predecessors before them as an ever-present 
challenge to their own skill, evolve new designs and per- 
fect their own individual craftsmanship. From this long 
period of peace there have come down to us thousands of 
splendid examples of silverware, covering every phase of 
life through those three centuries and filling every modern 
day need. It can be safely asserted that old English 
silver offers the seeker a wider and more complete variety 
of pieces than could be found among the silver of any of 
the continental countries. 

A second, and very important, reason lies in the method 
of marking English silver; a work which devolves upon 
the various assay offices maintained by the Goldsmiths 
and Silversmiths Guild. The oldest and most powerful 
of all the Guilds, it carries out the work for which it was 
chartered several hundred years ago, and by the strictness 
with which it has enforced the laws relating to the mark- 
ings of gold and silverwares has given to English silver 
a prestige enjoyed by that of no other country. Not only 
does it demand that all silver manufactured shall be sub- 
mitted to it for marking but it expressly forbids that any 
unmarked piece shall be offered for sale as silver, even 
though such a piece should actually be silver of the requi- 
site standard, and it punishes with heavy fines any persons 
who transgress this law. Should a piece of silver be sub- 
mitted for marking and upon testing not prove to be of 
the required fineness it is reduced to a shapeless mass of 
metal to preclude the chance of it being offered for sale 
unmarked, and in this condition is handed back to the 
unfortunate silversmith. Forging of the hallmarks by 
the silversmiths is a felony and the few cases on record 
have been prosecuted with the utmost vigor and long 
prison sentences imposed as a deterrent. Up to within 
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comparatively recent times the penalty was death. In 
this way the Guild did, and still does, guarantee the fine- 
ness of all silver offered for sale. It also regulates the 
terms of apprenticeship in the craft and does all in its 
power to ensure that a high standard of skill is attained 
before a man shall be recognized as a fully qualified silver- 
smith. 

The third reason can be found in the American taste 
for English styles as being a national heritage. So many 
of the early settlers were drawn from the ranks of the 
English landed gentry who, on coming to this country, 
brought with them not only their furniture and styles of 
architecture, but also their silver. With these as a back- 
ground and the addition of importations from the same 
source it is natural that the original colonies should de- 
velop along lines quite English in feeling. The taste, 
therefore, is inbred, and future developments clung so 
closely to the parental country that pieces of old English 
silver fit as well into colonial settings as they would into 
the average English homes of persons of taste and wealth. 

The value of these old pieces is another factor which 
has made them popular. Many persons have bought 
them not only with the idea of having beautiful things to 
use, but also with the idea that they were buying pieces 
of permanent value. 

To many persons the beautiful design and exquisite 
workmanship has been a prime consideration in acquiring 
a collection of pieces. This is easy to understand when 
one remembers that among English silversmiths are num- 
bered some of the greatest that the world has known; 
artists whose original designs and superb craftsmanship 
stamp them as geniuses. So true is this that many per- 
sons with the time and wealth to spare have assembled 
collections composed entirely of the work of one favored 
artist. ‘This is to be commended, as it enables those for- 
tunate enough to view such a collection to see the change 
of fashion during the craftsman’s lifetime, and note the 
change of taste from this shape to that and from one type 
of decoration to another. 

Examined in detail the pieces will show the painstaking 
care which went into the making of them and the ex- 
quisite balance which they have when considered as a 
whole. Masters of line and proportion, these craftsmen 
worked in a leisurely age when mass production was un- 
known, and each piece was made as a separate entity, 
with some individual touch. 

Proportionate to the value of the metal involved, 
wages were low, and if an extra day or two were neces- 
sary to the detailed finish of a piece it could be given 
without adding materially to the cost. This being so it 
is easy to understand why there is so much old English 
silver still in existence. The value lying in the metal 
itself and not in the workmanship meant that silver 
articles were a permanent investment which did not de- 
teriorate with the passing years and which could, in a 
pinch, be melted down into actual money with only a 
fractional loss from their original cost. 
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New York City 


mitted upon request. 





Che Pairpnint Corporation, New Bedford, Mass. 


West 23rd St., 





DARTMOUTH DESIGN 


Repeat orders for this beautiful Tea Service are proof of its popularity. 


150 Post St., ~ - 


San Francisco 


Prices and illustrations sub- 








We Say .... Compare! 





3479—Italian Style Pottery Lamps 
Fluted Parchment Shades 21” high. $21.00 Dozen 
1455—Carved Alabaster Lamp 
Lumarith Shade 21” high. $30.00 Dozen 


Visit Our Showrooms. Write for Catalogues 


EDWARD P. PAUL & CO., Inc. 


Established 1898 
New York, N. Y. 


1133 Broadway 











Sales Manager 
Seeks 
New Connection 


University graduate 
—12 years’ experi- 
ence includes branch 
and general office 
management. Thor- 
oughly acquainted 
with the jewelry 
trade. Excellent ref- 
erences. 
Address "C., 4322," 


Care JEWELERS’ CIRCULAR-KEYSTONE 
239 W. 39th St., New York 
To buy 


‘IT PAYS &: ea WATCH STRAPS 
Our Prices are 


FOR QUALITY unequaten 


We can meet your every requirement and leave you A GOOD PROFIT 


WESTERMAN MFG. CO. 2",7%% 


New York, N. Y. 
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Imports and Exports of Jewelry and Silverware in January 


WasuHincTon, D. C., March 23—The Division of 
Foreign Trade Statistics of the United States Chamber 
of Commerce has released preliminary figures showing 
the imports and exports of jewelry and silverware during 
the month of January, 1936. Gold and platinum jewelry 
brought into this country in that month had a value of 
$777, while buckles and other articles of precious metals 
shipped here were invoiced at $1,065. All other jewelry 
brought to the United States was invoiced at $5,662, 
with other articles made of other than gold or platinum 
being worth $7,265. 

Sterling silver flatware brought here in the same month 
was worth $8,739. Other shipments to this country in- 
cluded silver plated hollow and flatware valued at $22,- 
316, and other silver plated ware, except cutlery, $5,030. 

Jewelry of precious metals and gems exported to other 
countries was worth only $350, Canada being our single 
customer for this type of merchandise. All other jewelry 
shipped out of the United States in January was in- 
voiced at $88,297. Jewelry findings shipped abroad are 
listed at $12,273. Our sterling flatware exports amounted 
to $3,966, silver plated ware, $20,450, and all other 
articles, including gold and pewter, $9,252. 


Hamilton Sales Force Meets in Lancaster, Pa. 


LANCASTER, Pa., March 16—The sales force of the 
Hamilton Watch Co., met in this city last week to view 
and hear plans which the concern has formulated for 
increasing sales during the year. The sales representa- 
tives, headed by W. Ross Atkinson, director of sales, 
gathered at the plant on March 10, and during the entire 
week attended meetings, inspected exhibits arranged by 
the various divisions of the Hamilton concern and enjoyed 
several social functions. 

Advertising plans for the first half of the year were 
presented and advertisements were shown which will 
appear in 12 magazines during this six months period. 
There was a demonstration of the work of the sales re- 
search and statistical departments, an exhibit by the 
styling division, while an entire afternoon was spent in 
the dealer service department where window displays and 
dealer service ideas were shown. 

On the night of March 12, F. C. Beckwith, president 
of the company, entertained the sales force and company 
officers at a dinner party held at the Hershey Hotel. 


Chairman Streeter Discusses Jewelry Tax 
(From page 71) 


been of avail in our endeavor to eliminate this 114 per cent 
penalty. 

“We did secure the 1/11 ruling, which reduced this penalty 
to 42/100 per cent instead of 114 per cent. 

“Please read with care the answers given to the questions sub- 
mitted. This will clear up virtually everything of a contro- 
versial nature except the unfairness of the tax. 

“If you are a retail jeweler doing business for cash or open 
accounts, you must pay your tax upon the basis of 60 per cent 
of retail except where 60 per cent of retail is less than the cost 
of the component parts plus 15 per cent. 

“If you are a retail jeweler selling on an installment or lease 
method, you always pay cost plus 15 per cent. 

“Please be assured that your committee is not dropping this 
matter. We are giving careful thought to the other questions 
which are involved and we still hope to be able to find some 
way of securing the much-needed relief.” 


THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1936 





77 


Spode 


The Bride's Tableware 


for nearly Two Centuries 





SPODE’S BLUE ERMINE 


A very interesting Spode pattern done in 
Saxe Blue and suitable to the style requirements 
of today. 


The design is princely in style and was taken 
from the early French royal influence, the ermine 
tails, fleur-de-lis, and cross all being significant 
of royalty. 

This is applied on Spode's Centurion shape, 
which adds to the Classic feeling. The style 
particularly appeals to people with simple and 
delicate taste, and is suitable for either a 
Classical, Empire, or Modern setting. 


Blue Ermine is carried in open stock in New 


York. 


This pattern will be nationally advertised in 
"House Beautiful" magazine in May. 


Send for sample, price, and illustration. 


COPELAND & THOMPSON, INC. 


206 Fifth Avenue, New York, N. Y. 

















No. 5096 CANAPE TRAY: In highly polished chrome 


nial. 
Net, $7.20 Doz. 


EVERCRAFT OFFERS A 
FINER SELECTION OF 


DISTINCTIVE GIFTS 
... For Greater Spring Profits! 


and Everite Metal with ivory catalin 


Dealers everywhere are sell- 
ing more Evercraft Gifts. 
Sales for the first quarter of 
1936 increased 100% over the 
same period of last year. 
You, too, will find many fast- 
moving gifts in this popular 
Evercraft Line. 

Write today for our latest Gift Folder 
and prices. 


THE EVEREDY COMPANY 


Frederick, Maryland 


€VERCRAFT 


SHOWROOMS: 
New York _ 225—5th Ave. _ Room 617 
Chicago — Merchandise Mart — Room 1596 








No. 5113 COCKTAIL OR SERVING TRAY: Finished 
in highly polished chrome with black bakelite handles. 
Net, $18.00 Doz. 





No. 12/1/2/3 BARBARA FRITCHIE COFFEE SET: 
Four pieces in highly polished chrome. Furnished 
with either black or ivory catalin handles. 

Net, $6.00 Set 


No. 10/19/33 TOWER COCKTAIL SET: Eight pieces 
in gleaming chrome. Shaker of quart-and-a-half 
SE ai ascbinesK Res biades seyswwse Net, $5.40 Set 














Meaning of Modernism 
By R. H. Leslie 


UST what does the term “modern- 

ism” mean in the giftwares field? 
How closely have we followed mod- 
ern trends and to what extent have 
we adapted them to present-day pro- 
duction of articles of utility and dec- 
oration in our industry ? 

Few events have had a wider in- 
fluence in the decorative arts of 
Europe and America than the exhi- 
bition held in Paris in 1925, which 
proved to be a milestone of more than 
ordinary significance. While activ- 
ities in this field were at a standstill 
during the years of the war, new 
things began to appear at its cessation. 

The home, which had been so dear- 


| ly defended, began to receive more 
| attention. The general impulse was 


to make it not only beautiful, but to 
express something of the new modern 
age which seemed to emerge from 
those years of struggle. By 1925, de- 
signs, as shown in the Paris Exhibi- 
tion, displayed beautiful craftsman- 
ship together with great originality. 
Although that exposition was an in- 
ternational affair, and contributors 
were invited to Paris from every im- 
portant country, America stood out- 
side and looked on. We had nothing 


| to send. 


This realization came as a shock, 
for the American layman felt a sym- 
pathetic interest in comtemporary art, 
especially in France. Herbert Hoo- 
ver, then Secretary of Commerce, 
with his usual constructive policy, 
immediately took steps to prevent 
such an eventuality from recurring. 
He appointed a group of men under 
the able direction of Prof. C. R. 
Richards to go to Paris and study this 
exhibition from the point of view of 
the benefit that American industry 
might derive from it. The result was 
a valuable report that was sent to 
Washington and is at the disposal of 


merchants, manufacturers and others 


interested in the advancement of 
craftsmanship in this country. While, 
prior to this, progressive movements 


| in the decorative arts had been noted 


in this country, such as the splendid 
work of the Metropolitan Museum 
of Art, the Art in Trades Club and 
other organizations, a new vitality 
and vigor became apparent and the 
tendency became more definite. 

In the lesser decorative accessories 


/ such as wallpaper and textiles of 


(Please turn to page 79) 
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DIRECT IMPORTERS | 


ANTIQUE SILVER VICTORIAN PLATE 
OLD SHEFFIELD PLATE 
SHEFFIELD REPRODUCTIONS 


in a wide price range—sensibly priced 
We solicit your inquiries 


1—George III 


SILVER CIRCULAR 
TEA TRAY 
27” 
Made in London 1767 by 
Wm. Grundy 
On 4 feet 
with large crest in center 


N. BLOOM & SON, LTD. 
42-44 W. 48th St., New York 
15 Norton, Folgate, London 











JUST OUT! 


THE PERT PUP BOOK ENDS 





They come in black and 


white glazed simulated 
porcelain, stand 6!/, in. 
high, packed a pair to a 
box. 


$15.00 per dozen pair 
F.O.B. New York 


Be the first in your city to show them 


EDWARD J. CADIGAN, INC. 
230 5TH AVE. |= NEW YORK 
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HAND HAMMERED 


ALUMINUM 


BRASS AND COPPER 


Fashioned By 
The Minute Man of Lexington 





17 19 18 
Fruit or Salad Bowl (17 & 18) 10” dia........-- 73.8 
Tray (5) 16” dia.........cceeeeserceeeeeeneerere = 
Muffin Cover (19) 8” by 3/2” high........------ 2.5) 





20 41 ‘ 43 ” 26 
Triple Candlestick (35) each............-2---eee 
SE OEE Ooo cnc cccdccsecsecevccceceks 
Dish (20) 5” dia 


Bee et Oever (40)... ccccccccscdcccccccccece 40 
ae 
Petes Bowl (26) SG” Gla... ccccccccccccccccccccce 





| and the modernistic textiles of Stehli 
| Schumacher and Cheney, and other 


| artists are making steady progress and 
| receiving corresponding recognition. 


Meaning of Modernism 
(From page 78) 


many kinds, in handkerchief borders, | 
pocketbooks, magazine covers and the | 
like, modernistic designs are now 


quite common. It is no longer un- | 


| usual to find in stage settings, in shop 


windows, in pictures and occasional | 
exhibitions, examples of this modern- 
istic movement, and courageous inno- | 
vators have found it agreeable to in- 
troduce these things into their homes 
as part of their daily surroundings. 
Most of us are acquainted with | 
such stage settings as those of Joseph 
Urban and Norman bel Geddes. 
with pottery and iron work by Hunt 
Diederich and Edgar Brandt, with 
decorative paintings and screens by 
Robert Chanler and Barry Faulkner, 
the wall hangings of Arthur Crisp, 


like developments. Many of us have | 
even patronized the smaller objects 
of these artists, and it is not a far 
step to the possession of entire in- | 
terior decorative schemes based upon | 
them. In fact, many of these smalle: | 
accessories are so intriguing that the 
demand for them is imperative, and 
the jeweler is hopelessly behind the | 
times if he is not making the most of 
his sales opportunities. 

While European craftsmen, with a | 
running start, had the advantage | 
over our own producers, our native | 


This is demonstrated by the fact that 
most of the prominent stores are not 
only displaying excellent work in the 
ordinary course of business, but are 
also staging special exhibitions. It is 


extremely interesting to note that the | 
skeptical attitude on the part of the | 


specators of a few years ago has 
melted under a spirit of tolerance and 





We Carry 


A LARGE STOCK OF 


English 
REPRODUCTIONS 


ON COPPER 
HEAVILY SILVER PLATED 





Old English Siluer 


OLD SHEFFIELD PLATE 





Our large stock enables us to 
fill your inquiries promptly. 


Merchants who have not yet 
installed a profit making 


appreciation. 
What does it all mean? One of 
the most enthusiastic advocates of the | 








30 4 30 

45 21 46 
Square Tray (4) 16”, 34” deep.............00005 $3 
Candlestick (30) Base 5” dia., each.............. 
ree-legged Bowl (21) 6” dia., 4” high........ 3. 
Bread and Butter Plates (45 & 46) 6” dia........ ; 


All items are genuine hand made. We have 
many other designs not shown such as Salad 
Sets, Desk Sets, Smoking Sets, etc. 


ILLUSTRATED CATALOGUE ON REQUEST 
EDWARD J. CADIGAN, Inc. 


230 Fifth Avenue, New York,N. Y. 
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new order in the decorative arts is 
Edwin Avery Park, assistant pro- 
fessor of architecture at Yale, and he 
has some interesting things to say on 
this subject. He calls attention to the 
fact that if the artist is the inter- 
preter of the day he lives in, and art 
is the mirror of life, we are forced to 
conclude that the development of the 
two, art and life, must run a paral- 
leled course. 








(To be continued) 
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English Silver department 
are invited to communicate 
with us. We shall be pleased 
to furnish you with full 
information. 


I. FREEMAN & SON, INC. 
444 MADISON AVE. 


NEW YORK 


23 HATTON GARDEN : LONDON 























T # € & bi R LY 8 i K D catches the worm, is just another way of saying that 


if you want to get the best part of the jewelry business in your community . .. BE FIRST. 
Change seems to be the order of the day. Styles change—tastes diciiiai~enan in the jewelry business. Merchandise 
that is “good” today may be “passe” tomorrow; and stock-keeping, for this reason, has become a “nightmare” 
for many Retail Jewelers. But for those Jewelers who depend on BALL to stock the NEW items, (while they are 
still new), and keep their stock constantly changing by using BALL’S fast “‘streamlined” service, this problem pre- 
sents no difficulties. BALL is helping thousands of Retail Jewelers to be “first” in their Community .... why not you? 


THE BALL COMPAHYVY © CHICAGO 


WHOLESALE JEWELERS © GARLAND BUILDING e 58 EAST WASHINGTON STREET 
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California Jewelers and Horologists Meet 





Joint Convention at San Francisco Attended by More Than 300 
Delegates—Officers Elected and Resolutions Approved— 
Visitors Enjoy Entertainment Features 


San Francisco, CaL., March 1 — Im- 
proved conditions in the jewelry trade 
were reflected in the increased interest 
and large attendance which marked the 
joint convention of the California Retail 
Jewelers’ Association, Inc., and the Horo- 
logical Association of California held at 
the Hotel St. Francis, this city on Feb. 
26, 27 and 28. 

Registration at the convention reached 
over 300 while the attendence at the ban- 
quet, the closing event of the three-day 
conclave numbered about 500. 

The new officers selected by the Cali- 
fornia Retail Jeweler’s Association are as 
follows: Durward Howes, Los Angeles, 
president; Thomas B. Monk, Sacramento, 
first vice-president; Carl E. Schultz, 
Hollywood, second vice-president; Philip 
H. Cowan, Oakland, third vice-president; 
Ralph Wilson, Southgate, secretary; Ed- 
gar Wight, Ontario, treasurer and Arthur 
H. Dibbern, Glendale, who was elected 
executive secretary for the third term. 
The directors include W. R. Burke, 
Berkeley; L. A. Durfee, Ventura; G. Fred 
Fischer, Fresno; Frank S. Fischer, River- 
side; W. H. Gilchrist, Santa Barbara; 
Arthur Glick, Stockton; L. V. Gray, Cul- 
ver City; W. W. Hilton, Redwood City; 
George Kerrigan, San Diego; W. C. 
Lean, San Jose; Julius Loeb, Oakland; 
Charles F. Manahan, South Pasadena; 
Thomas Monk, Sacramento; A. G. Prouty, 
Napa; H. Rappe, Watsonville; R. W. 
Rinehart, Oakland (ex-officio); C. L. 
Runyan, Huntington Park; Walter P. 
Shoemake, Modesto; William Stedman, 
Fullerton; Harold Trattner, Long Beach; 
Robert Strauss, Bakersfield; Edgar Wight, 
Ontario and Ralph Wilson, Southgate. 
Los Angeles was selected as the 1937 con- 
vention city. 

Officers elected by the Horological As- 
sociation of California include W. H. 
Morrison, Berkeley, president; A. G. 
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Lyons, Los Angeles, vice-president; W. 
M. Hughes, San Rafael, vice-president 
and Roland C. Wilson, San Diego, sec- 
retary-treasurer. The directors elected 





Durward Howes, President-Elect 


are O. W. Dreyer, Long Beach; Everett 
R. Hintze and Peter Hoy, San Francisco; 
Louis Levin, J. McAuliffe and J. J. 
Nooyen, Los Angeles. The following 
were named to serve on the educational 
committee, M. H. Morrison, Samuel Levin 
and Roland C. Wilson. 

More than 200 visiting jewelers at- 
tended the opening session of the conven- 
tion when Franklin Wulff of the invest- 
ment firm of Wulff, Hansen & Co., this 
city, spoke on the subject “How’s Business 
in 1936?” This proved to be a non- 
political forecast for an election year, 
with especial attention to the subject of 
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inflation as it may affect the jewelry 
trade. 

Another feature of the opening session 
was the studio audition of a statewide co- 
operative broadcast. The broadcast was 
well received and approved by the con- 
vention. A radio commission will be set 
up within the association and the plan to 
present broadcasts by which the trade 
will benefit will be put into effect as soon 
as possible. 

At the remaining sessions various 
speakers and committee chairmen dis- 
cussed the California Fair Trade Act, 
taxation, including recent regulations of 
jewelers’ excise tax, merchandising, ad- 
vertising and other subjects. 

Among the resolutions approved was 
one expressing appreciation to the major 
silverware companies for the extra five 
per cent granted on sterling silverware, 
another commending the A.N.R.J.A., for 
its efforts in the excise tax matter and 
pledging every possible support, while 
others changed the constitution and by- 
laws creating additional directors and 
congratulated those responsible for the 
success of the convention. 

The Horological Association of Cali- 
fornia held numerous joint and separate 
conferences, at one of which the principal 
subject of discussion was the “Proposed 
Horology Bill.” 

The entertainment features at the con- 
vention included, open house by the 
wholesalers at their respective places of 
business, a golf tournament and dinner, 
the boat trip on the Bay and the excursion 
to the two new San Francisco Bay bridges 
and the dinner-dance at the Bal Taborin, 
renowned night club. 





North Carolina and Virginia Jewelers 
Plan joint Convention 


ELizaBeTH City, N. C., March 12—At 
a meeting of the executive committees of 
the North Carolina and Virginia retail 
jewelers’ associations plans were dis- 
cussed for holding a joint convention of 
the two organizations. 

It was decided that this joint meeting 
would be held at Charlotteville, Va., June 
21, 22 and 23. Both organizations are 
also extending an invitation to traveling 
men to attend the convention. 
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Our 

Offer Advantage 

Holds of 10 

Good 

Until Day 
May Ist Money 
Only!!! Back 

at Offer! 

This 

Low 

Price 
of $3.50 








This Jeweler Gets Most Business In Town 
He Is Alert—Modern—He Uses 


Ring-Gage 


The Accurate Modern Device 
for Sizing Ring and Finger 


ME: JEWELER—yvyou can’t afford to be without 

Ring Gage. It denotes your standing in 
town. It is as new and up-to-the-minute as your 
new Graduation rings and solitaires and wedding 
bands. It will build your reputation—the back- 


bone of every Jeweler. 
*Reg. Trade Mark—Patent Pending. 





Now—Introductory Price 
Throw away your old gadgets. Use Ring nt? 50 


This is a picture of chro- 
mium finished Ring Gage, the 
compact scale, and magnify- 
ing glass, all in one together 
with protective cover. Oper- 
ates at once!!! 


—operates simply—customer slips finger in top 
loop—press side button, ring closes gently until 
actual size is indicated. Rings can also be 














measured, in one operation. Don’t Delay—Order At Once 
Send Check or Money Order 
To Those Who Have Ordered! or Order C.O.D. 


If you have not as yet received your 


Ring Gage we apologize! Orders JAY ELL ENGINEERING CO., INc. 
depleted stock. Deliveries being 


made top-speed now. 1440 Broadway, New York City 
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Mass. and R. |. Jewelers to Meet 
in Boston, May 6 


Boston, Mass. March 16—The Massa- 
chusetts and Rhode Island Retail Jewelers 
Association will hold its annual conven- 
tion at the Parker House in this city on 
Wednesday, May 6. 

A business meeting, followed by a 
banquet at 6.30 p.m., have been arranged 
by the committee. An interesting and 
entertaining program is planned for the 
visiting delegates. 





Louis Beilenson 


Funeral services for Louis Beilenson, 
66, who conducted a diamond importing 
business at 22 W. 48th St., New York, 
and who had been associated with the 
jewelry business since his 15th year, were 
held March 12 in the Midtown Memorial 
Chapel, 171 W. 85th St., New York. Mr. 
Beilenson died March 9 at St. Peters- 
burg, Fla., where he had been passing 
the winter. Burial was in Mt. Pleasant 
Cemetery. 

A native of Russia, Mr. Beilenson came 
to New York in 1884 and subsequently 
conducted retail jewelry businesses in 


Walterboro, S. C., Helena, Ark., Marion, 
Ohio, and Long Island City, before enter- 
ing the diamond importing trade in New 
York in 1903. He was a veteran member 
of the New York Jewelers Benevolent 
Association. 

Two sons, Joseph Beilenson, who had 
been associated with his father’s business 
since 1922 and who will continue it, and 
Peter Beilenson, survive. 





Harry Durand 


Newark, N. J., March 14— Funeral 
services were held today for Harry Dur- 
and, president of Durand & Co., Inc., 
jewelers, 72-74 E. Kinney St. at the 
family home on Sycamore Ave., Shrews- 
bury, where he died March 12 after an 
illness of six months. Burial was at 
Shrewsbury. 

Mr. Durand was born in this city on 
Dec. 24, 1865. He entered the jewelry 
business at the age of 18, when he gained 
employment in the store of his father, 
the late Wycliffe Baldwin Durand, at 49 
Franklin St., and was elected secretary 
of the firm when it was incorporated in 
1893. He was formerly a director of the 
Jewelers Safety Fund Society. 








His widow, Mrs. Blanche Durand, and 
two sons, Harry Durand, Jr., and E. 
Robert Durand, survive. 





Boston Jewelers Bowling League 
Plans for Banquet April 15 


Boston, Mass., March 14—The Boston 
Jewelers Bowling League, made up of 
eight teams representing as many firms 
in the retail and wholesale jewelry indus- 
try in this city, will hold its 13th annual 
banquet on Wednesday night, April 15, 
at the Hotel Bradford. At the affair an 
unusual program of entertainment will 
be provided and prizes will be awarded 
to the league winners. 

The officers of the league are George 
E. Fletcher, president; C. Housman, vice- 
president; Fred W. Bird, secretary; War- 
ren C. Donnelly, treasurer and Samuel 
Robinson, scorer. The teams bowl Friday 
nights at the 20th Century Alleys. 

The firms represented in the league 
include, Shreve, Crump & Low Co., E. B. 
Horn Co., Thomas Long Co., D. C. Per- 
cival & Co., Inc., Hodgson, Kennard & 
Co., Smith, Patterson Co., Bigelow, Ken- 
nard Co., and Harkins & Murphy Co. 





Brooklyn Retail Jewelers Dine and 
Dance on 11th Anniversary 


The winter banquet season for retail 
jewelers in the metropolis ended Sunday 
night, March 1, when the Brooklyn Retail 
Jewelers Association celebrated its 11th 
anniversary at the Hotel Bossert. More 
than 300 members and guests, which in- 
cluded representatives from many of the 
retail jewelers’ organizations in the 
Greater New York area, were in atten- 
dance at the banquet and dance marking 
the close of a round of social events 
which began in January. 

The speaking program was confined to 
one address. Each of those attending re- 
ceived useful souvenirs of the occasion, 
the women being given attractive, cut 
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glass perfume atomizers and the men, 
wallets. 

The night’s activities were opened with 
the singing of “The Star Spangled Ban- 
ner” followed by the invocation by Rabbi 
Isadore A. Aaron of Congregation Mount 
Sinai. Harry Brown, chairman of the 
banquet committee, greeted the diners and 
then introduced Louis Cutler, president of 
the New York Jewelers Benevolent As- 
sociation, as the toastmaster. 

As the final course of the dinner was 
about to be served the room was dark- 
ened and waiters marched into the ban- 
quet hall carrying frozen delicacies be- 
neath which had been placed pieces of 
ice, dimly illuminated with concealed 
flashlights. 

Phineas Peters, president of the Brook- 


Some of the members and guests who attended the annual banquet of the Brooklyn Retail Jewelers Association, March 1. 
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lyn organization, was the only speaker 
presented by the toastmaster. Mr. Peters’ 
remarks were brief and during his talk 
expressed the hope that those present 
would enjoy the program which his com- 
mittee had arranged. At the conclusion 
of his address 30 awards were made to 
numerous members and guests. 

Before the dinner was ended and the 
hall cleared for dancing, Toastmaster 
Cutler introduced Robert Lipton, super- 
visory chairman of the affair, the presi- 
dents of the various retail jewelers’ as- 
sociations represented and several other 
guests. After a brief recess the jewelers 
and their wives and guests returned to 
the banquet hall and enjoyed dancing 
until a late hour. 






























































When it comes to Chests 
(Oi >1-{-1- aro bolo MEN DDE} 0) (ohia- 


RUECKERT 


is the name to remember 


The House of Rueckert (young for over 
forty years) specializes in the creation of 
dramatic packages and displays with a 
sales punch. 


Our Latest Development! 


A new line of utility silverware chests 
which are tarnishproof (also bags and 
rolls). Constructed to RUECKERT high 
standards. Chests stocked in four sizes 


for immediated delivery. Details upon AL L-AMERIT CA WINN ER 


request. need —— is vege 4 the my madbsy postuest = Gate 
° ilverware, Winner of Bronze Aw in the - erica 
Write Us Today Package Competition. 


RUECKERT MANUFACTURING CO. 


69 SPRAGUE STKEET - PROVIDENCE, RHODE ISLAND 


“Creators of Sales Stimulators” 
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elers Fraternal Association of 
New York Elects Officers 


The Jewelers Fraternal Association of 
New York, at its annual meeting held 
Thursday, March 12, at 9 Maiden Lane 
elected Ben Biffar of Wiltshire & Biffar 
as president. Harry Kretsch was picked 
as vice-president while William Under- 
wood was reelected secretary and trea- 
surer. 

Before the elections, the meeting was 
conducted by Henry Green, president, 
who, in his annual address as head of the 


Benjamin Biffar, President Elect 


organization, pointed out that the associa- 
tion is now 21 years old and in that time, 
he said, “we have grown into manhood 
and are now a full-fledged, solid organi- 
zation.’ He commented on the excellent 
financial condition of the organization 
and remarked that through its 21 years 
has always met its obligations. In clos- 
ing Mr. Green said, “I thank the organi- 
zation for placing their trust in me and 
sincerely say that anyone who serves in 
the capacity of president of the Jewelers 
Fraternal Association cannot close his 
term of office without feeling that it was 
indeed an honor, as well as a privilege, 
to so serve.” 

While the members stood in silence 
President Green read the names of the 
members who have died since the incep- 
tion of the association. 

The report of William Underwood as 
secretary and treasurer showed that the 
organization still retains its full member- 
ship of 200 and has a waiting list. The 
financial report indicated that with the 
payment of two assessments, due later in 
the month, the association will show a 
material gain over the previous year. 

The report of the membership commit- 
tee showed seven new members added 
during the year to fill vacancies caused 
by death and for other reasons. George 
Frey, as chairman of the nominating com- 
mittee, presented the names of Messrs. 
Biffar, Kretsch and Underwood, who 
were elected without opposition. 

Howard H. Hetherington and Norbert 
Cahn were also selected to serve terms 
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of two years each on the board of gov- 
ernors while Ross Donaldson was named 
for a one-year term. Henry Green, the 
retiring president, became an ex officio 
member of the board while Arthur McGie 
and George Sternacker continue as hold- 
over members. The remainder of the 
board is made up of the newly elected 
officers, President Biffar being the only 
one of this group permitted to vote. 

President-elect Biffar acknowledged his 
election in a brief address. Vice-presi- 
dent Kretsch and Secretary-Treasurer 
Underwood also expressed their apprecia- 
tion. 

At a meeting of the board of directors 
held immediately after the business ses- 
sion of the organization, Ross Donaldson 
was named secretary of the board and 
Frank Rydstrom was selected chairman 
of the membership committee. 





Samuel R. Burns 


Jersey City, N. J., March 9—Funeral 
services for Samuel R. Burns, 53, of 100 
Glenwood Avenue, executive vice-presi- 
dent of Enos Richardson & Co., manufac- 
turing jewelers, 23 Maiden Lane, New 
York, were held yesterday at the First 
Presbyterian Church. Mr. Burns died at 
the Post Graduate Hospital, New York, 
March 5. 

A native of New York, Mr. Burns had 
lived in Jersey City for 25 years. He was 
associated with the motion picture in- 
dustry for 21 years, being president of 
the International Projector Corporation, 
secretary and vice-president of General 
Theaters Equipment, Inc., and a fellow 
of the Society of Motion Picture Engi- 
neers. At one time he headed the 
Nicholas Power Co. He served with the 
107th Regiment on the Mexican border 
and was a member of the Seventh Regi- 
ment Veterans’ Organization, as well as 
the Lodge of the Temple, No. 110, F. & 
A. M., Jersey City, and the Forest Hill 
Field Club, Bloomfield. 

His widow, Caroline Burger Burns, 
two brothers and three sisters survive. 





Oklahoma Retail Jewelers Plan for 
Annual Convention April 12 and 13 


OKLAHOMA City, Oxta., March 16— 
The Oklahoma Retail Jewelers Associa- 
tion will meet at the Biltmore Hotel in 
this city on April 12 and 13 for its 30th 
annual convention. The officers of the 
organization and the committee arrang- 
ing the convention details expect an at- 
tendance of at least 200 jewelers from 
all parts of the State. 

An entire floor in the Biltmore Hotel 
has been reserved for the display of mer- 
chandise. An invitation has been issued 
to wholesalers’ representatives to attend 
the convention. 

An instructive and interesting program 
is being arranged for the business ses- 
sions, but at the same time the committee 
promises a variety of entertainment fea- 
tures for the visiting jewelers. One of 
the latter events will be the banquet and 
dance of the organization. The committee 
is confident that this will be one of the 
best conventions ever held by the State 
association. 


85 





Samuel Cohen Elected President of 
the Maiden Lane Outing Club 


Samuel Cohen of the Jacob Cohen & 
Sons Jewelry Co., Inc., New York was 
elected president of the Maiden Lane 
Outing Club at the annual meeting of the 
organization held Friday afternoon March 
13, at 9 Maiden Lane. Robert Quayle of 
Conover & Quayle, was named vice- 
president, while Jerome Grant, Baer & 
Wilde Co., was again chosen secretary 
and treasurer. 

In the absence of Ross Donaldson, out- 





Samuel Cohen, Newly Elected President 


going president, the mecting was in 
charge of Mr. Cohen, who, before the 
election, occupied the office of vice-presi- 
dent. The financial report submitted by 
Mr. Grant showed a substantial balance. 

The report of the nominating com- 
mittee was submitted by Al Betz and all 
those named were elected without op- 
position. 

Several suggestions were made rela- 
tive to building the membership and in- 
creasing the cost to guests for tickets to 
attend the summer and winter affairs. 
After a general discussion on these ques- 
tions, the officers and committees were 
authorized to use their own discretion. 
At the same time, previous officers and 
committees were given a vote of approval 
for the manner in which they have 
handled these and other matters in the 
past. 

Ben Biffar, chairman of the summer 
outing committee reported that this affair 
would be held Saturday, June 6 at the 
headquarters of the Staten Island Lodge 
of Elks, Oakwood Heights. Assisting 
Mr. Biffar on this committee are Al Betz, 
Arthur J. Tuveri, Harry Rosenthal, O. 
Thronsen and James Theise. 





The Boston Study Group of the Gemo- 
logical Institute of America met Tuesday 
night, March 3, at the Boston Society of 
Natural History under the leadership of 
Dr. Edward Wigglesworth. Beryl and 
chrysoberyl were discussed and analyzed 
as to their physical and optical properties 
and determination. 
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Texas-Louisiana Association Disbands 





Convention at Dallas Marks End of Two-State Organization— 
Texas Retailers Organize and Elect Officers—Louisiana 
Jewelers Will Announce Plans Later 


Datias, Tex., March 10—The dissolu- 
tion of the Texas-Louisiana Retail Jew- 
elers’ Association and the organization 
of Texas retailers into a State body, 
marked the final afternoon’s session of 
the 30th annual convention of the asso- 
ciation held yesterday and today at the 
Baker Hotel, this city. 

The association was dissolved when it 
was realized that more effective organi- 
zation work could be accomplished in 
less extensive territory, it was explained. 
Louisiana retail jewelers will announce 
plans later for the perfection of their 
organization. 

Officers of the newly formed Texas 
Retail Jewelers’ Association were elected 
as follows: R. J. Slagle of Houston, 
former vice-president of the two-state 
association, president; R. D. Armstrong, 
Waco and Rex Smith, Abilene, vice- 
presidents, and Sanky Park, Bryan, re- 
cording secretary. Directors are Herman 
Krezdorn, Tyler, Sam Daiches, Corsi- 
cana; Ben Swartz, San Antonio, and 
Fred Wilhelm, Houston. 

The outstanding social affair for the 
entertainment of the visiting jewelers 
was an elaborate banquet, followed by 
dancing and a floor show in the hotel 
ballroom. A merchandise show, held in 
connection with the convention, featured 
the new 1936 merchandise and attracted 
much attention. 


Speakers predicted that the 1936 busi- - 


ness volume in the Southwest will approx- 
imate the record of 1929 and urged 
jewelers to make a more aggressive cam- 
paign for their share of the trade. News- 
paper advertising was described as the 
most positive and dynamic business pro- 
ducer available, in an address by Mr. 
Slagle. “Don’t think that everybody 
knows where you are and what you 
have,” he said. “Populations shift and 
change continually, and the man who 
goes after business will get it.” 

Up-to-the-minute advertising and sell- 
ing methods were urged by Henry W. 
Stanley, merchandising counsellor, Dallas 
Chamber of Commerce. In_ stressing 
tasteful displays, he suggested that “a 
jeweler’s show windows should be worth 
half his total rent to him.” 

An analysis showed that in 1933, in 
Dallas, 1.4 per cent of the total retail 
sales in dollar volume were made by 
jewelers, Mr. Stanley said. 

Myron Everts, Dallas, discussed the 
policies of the ANRJA of which he is 
vice-president. He termed the margin 
of profit allowed by manufacturers of 
sterling silver as inadequate. A three 
per cent increase of gross margin allowed 
in the last few months has been bene- 
ficial, however, he said. 

While conceding the importance of 
installment selling, which he described as 
“being here to stay,” B. F. McLain, 





president of the National Retail Furni- 
ture Association, declared that “in many 
cases the terms now being given would 
have caused laughter a few years ago.” 
Retailers in all lines of business are 
treading on dangerous ground in ex- 
tending too liberal installment. credit 
over too great a period of time, a trend 
largely inspired by the FHA and the 
credit policies of the Federal Government, 
the speaker said. 

L. S. Dickason, president, presided at 
the business session and introduced the 
guests and speakers, who included the 
following, in addition to those already 
mentioned: Frank N. Watson, director 
of promotion of the Texas Centennial 
Exposition; Joseph Leopold, formerly 
Southwest manager, Chamber of Com- 
merce of the United States, who spoke 
on “Making Your Association an Asset’; 
William Collier, vice-president and gen- 
eral manager of Better Business Bureau 
of Texas, Inc., who discussed “Regulat- 
ing Jewelry Auction Sales’; Teviah 
Sachs, Gruen Watch Co., whose subject 
was “The Watch Industry—Yesterday 
and Today” and R. D. Armstrong, Waco, 
who discussed “Controlled Distribution 
from a Retailer's Viewpoint.” 


Florida Retailers to Meet in 
Orlando, May 4 and 5 


OrLanpo, FLa., March 9—The directors 
of the Florida Retail Jewelers Associa- 
tion at a meeting held here yesterday 
selected Orlando as the 1936 convention 
city of the State organization. This city 
was picked because of its central location. 

The meeting will be a two-day affair 
and will be staged May 4 and 5. On the 
night of May 3 the directors of the as- 
sociation will meet with G. W. Lawton 
and G. C. Stone, who have been appointed 
local chairmen for the convention. 


Watches and Clocks Imported 
and Exported in January 


WasHINGTON, D. C. March 12—The 
imports and exports of watches and clocks 
during the month of January are listed 
in a preliminary report just issued by 
the Division of Foreign Trade Statistics 
of the United States Department of Com- 
merce. During that month the imports of 
watches and watch movements were 
valued at $15,914, with Switzerland send- 
ing us $15,342 of the entire amount. 

The total value of watch parts sent 
here in the same period was $21,546, 
while clock parts were invoiced at $8,227. 
The importation of clocks and clock 
movements reached a total of only $4,860. 

Under the classification of exports the 
government figures show that in January 
the United States shipped to other coun- 
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tries watches with jewels worth $11,212, 
Those without jewels had an invoiced 
value of $17,997, while parts of watches 
shipped abroad were listed as worth $23. 
554. The United Kingdom was our beg 
customer in January for watches without 
jewels, taking this type of goods worth 
$8,629, while on the other hand Mexico 
was the ranking buyer of our watche 
with jewels, shipments to that country 
reaching $4,410 of our entire exports 
Nearly one half of our exports of watch 
parts, $11,996 worth, went to Canada ip 
January. 

The listed exports of one-day alarm 
clocks totaled $23,730 for the month, 
while novelty, mantel and wall clocks 
shipped out of the country were invoiced 
at $3,114. Other clocks and parts (except 
electric) exported in January were valued 
at $19,359. 


Jewelers Security Alliance Issues 
Warning Against Old Gold Buyer 


Complaints against the operations of 
a man who, it is charged, has recently 
been traveling through the middle west 
buying up old gold from jewelers and 
paying for it with checks which have 
later been returned to his alleged victims 
marked “insufficient funds” have been re- 
ceived by the Jewelers Security Alliance. 

This man has been traveling in the 
same territory for several years, some 
times paying for the old gold in cash or 
with checks drawn on a Kansas City, 
Mo., bank. Until the first of the year 
these checks were apparently good, but 
on his last trip this man is alleged to have 
bought nearly $94 worth of old gold 
from two jewelry stores and a pawn 
shop, paying for it with checks which 
have been returned marked “insufficient 
funds.” According to the Alliance, a letter 
to the Kansas City bank has brought 
forth the information that this man’s 
account has been closed and that he has 
not been seen recently. 


Armed Bandits Escape With Loot in 
New York Jewelry Store Robbery 


Two armed men, who left a third 
standing outside as a lookout, held up 
three clerks about 10:30 o’clock on the 
morning of March 11 in a jewelry store 
operated by Abraham Matlaw, 54 E. 23d 
St., New York, and escaped four minutes 
later with gems and jewelry valued at 
$4,400 stuffed in their pockets. 

The two thugs ordered the clerks, 
Robert Roth, Hyman Roth and George 
Spiro, to go to the rear of the store 
Warning their victims not to move, one 
of the bandits held the clerks prisoners 
while his companion hastily took 15 dia 
mond solitaires, a number of wedding 
rings and a quantity of other jewelry 
from the display window and a show 
case. 

The robbers then fled, darting into 4 
nearby station of the East Side IR.T. 
subway. Though none of them wore 
gloves, efforts to identify their finger- 
prints failed. The loss was partly cov- 
ered by insurance, it was said. 
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Interesting 


News Pictures 


of the 


Some of the 350 members and guests who attended the fifth 
anniversary banquet of the Diamond Dealers Club, Inc., at the 
Hotel Pennsylvania, New York, March 7. (See story on page 91) 





View of the beau- 
tiful new credit 
jewelry store 
opened recently at 
1333 Third St., 
Santa Monica, Cal., 
by Leo B. Marx. 
The unusual dis- 
play fixtures and 
cases, all modern- 
istic in design, are 
made of birdseye 
maple, zebra wood 
and dark walnut. 


Award won last month by the Gorham Co. in the 

All America Package Competition. The prize shown 

above was made by the Gorham Mfg. Co. and the 

award was made for a streamline silverware chest 

designed by Paul Donelan, advertising manager of 
the Gorham Co. (See story on page 90.) 





Displays in the open, on modern 
type shelves, are used effectively 
in this beautiful new jewelry store 
opened recently in Hollywood, Cal., 
by Max Strasburg. The interior of 
the store, painted in off white 
enamel, is a model of modernity. 


Group photograph showing some of 

the jewelers and their friends pres- 

ent at the 12th annual winter frolic 

of the Maiden Lane Outing Club in 
New York, Feb. 27. 


Photo by Empire Photographers 
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The KEYLESS Artlarm 


JUST GIVE IT A 
FRIENDLY PULL 


And this clever little alarm clock will go right on with its 
work. 

Chromium-plated sash, 414 in. square; square, two-tone 
etched silvered dial—or round, two-tone bronze finish dial ; 
30-hour alarm movement with top shut-off. 

A self-adjusting easel supports the clock at an angle which 
affords the best visibility. 

Pulling the cord winds both the clock movement and the 
gentle alarm. The soft tick makes it admirable company for 
the desk or the bedroom. 








It will be found in all stores where good clocks are sold. Con- 
sult your wholesaler. $ 2? 5 


(Price is slightly higher on the Pacific Coast) 


RETAIL PRICE 


THE NEW HAVEN CLOCK COMPANY 


NEW HAVEN Since 1817 CONN., U. S. A. 











CONFIDENCE . 


Confidence is developed through long associations, 


built upon accuracy and service. The good-will of 
our customers is the result of better service. Whether 
we sell you 999.75 precious metals or handle your 


refinings, we aim to please you. 


ALL SHIPMENTS ARE HELD 
INTACT UNTIL OUR ESTIMATE IS APPROVED 


THE K & L STAMP OF PURITY ON FINE 
METALS HAS EARNED UNIVERSAL CONFIDENCE 


Kastenhuber & Lehrfeld 


24 JOHN ST. NEW YORK 
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Jewelers Suffer in Flood Areas 





Stocks and Fixtures Damaged by Water Which Inundated Many 


Eastern Cities and Towns—Pittsburgh Jewelers Hard Hit— 
Business Gradually Returns to Normal 


By EDWARD H. SYKES 
Staff Correspondent 


PirrssuRGH, Pa., March 23—While 
flood waters have receded and in most 
places entirely disappeared from the 
cities and towns afflicted in the East, 
it is impossible to even hazard an esti- 
mate of the damage wrought by this 
latest catastrophe. Just now jewelers 


and other business men are occupied 
with the task of bringing order out of 





communities the damage and loss of prop- 
erty was also heavy. Marietta, Ohio, 
and Wheeling, W. Va., were other 
cities where much of the business dis- 
tricts were completely inundated by the 
flood waters. In Marietta the waters 
reached to the first floor in several of 
the buildings in the business district. 
Asylum St., Hartford, Conn., the home 





Flood waters inundated Gillespie Bros., jewelry store in Jenkins Arcade, and other Pittsburgh 
jewelry establishments. 


chaos and after that will come the stag- 
gering job of figuring in dollars and 
cents, if this is humanly possible, the 
loss resulting from the flood. The actual 
loss of business caused by the floods will 
probably never be known. 

Jewelers in all the towns and cities 
inundated by the floods, suffered equally 
with other merchants. Fortunate in a 
way is the fact that much of the stock 
carried by the average retail jeweler is 
not permanently damaged by water, but 
the damage caused to watch and clock 
stocks will mount high. Show windows 
and display cases and other store fixtures, 
together with expensive gift boxes and 
wrapping accessories, were ruined in 
many places and in numberless instances 
these items will necessarily have to be 
replaced. Valuable records were also 
either completely ruined or so badly 
damaged as to make them almost use- 
less. 

As far as could be determined, not a 
single jeweler lost his life as the result 
of the floods. Undoubtedly many propri- 
etors and their employees encountered 
Narrow escapes. and it is known that 
scores were compelled to forego sleep 
and rest for several days in an effort to 
save valuable stocks. 

: Reports indicate that jewelers in the 
Golden Triangle” district of Pittsburgh 
were hit harder than those in other 
flooded cities and towns. In Johnstown 
and other nearby Pennsylvania cities and 
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of many jewelry concerns, was likewise 
submerged by the flood, virtually crip- 
pling business in that city for several 
days. In Cumberland, Md., Middletown, 
Conn., and Binghamton, N. Y., and many 
other cities and towns in several eastern 
states, the flood took its toll in life and 
property damage. Martial law was in- 





Wide World Photo 





the hundreds of 


thousands of dollars 
were suffered by local wholesale and re- 
tail jewelers this week by a ravaging 
flood that submerged the lower half of 
the “Golden Triangle” in as much as 17 
feet of water. Jewelers of the nation, 
who are familiar with Pittsburgh’s ty- 
pography, will have some idea of the 
flood situation in lower Penn Avenue 
and Sixth Avenue from the fact that 
trolley cars, trapped at the “Point,” where 
the Allegheny and Monongahela Rivers 
meet to form the Ohio, were entirely 
submerged from view. 

When this was being written, the city 
was without light, telephone and water 
and a serious food famine threatened. 
Pittsburgh’s three newspapers were being 
printed in limited editions in nearby 
towns. The city was under martial law 
and soldiers stood guard in front of the 
larger jewelry houses because the elec- 
tric proptection system was off, due to 
power failure. 

The writer, bearing a JEWELERS’ Cir- 
CULAR-KEYSTONE reporter’s pass, was per- 
mitted through the police and military 
lines and enabled to view a portion of 
the damage firsthand. 

The flood waters started to creep up 
into the business district late Tuesday 
evening, March 17. As a result, most 
jewelers were caught completely una- 
wares. At 10:30 p. m., if you will par- 
don a personal reference, I left a meeting 
of the Pittsburgh Optometric Association 
at the Fort Pitt Hotel and started to drive 
home to Ben Avon. As I passed along 
Penn Avenue, in the vicinity of the whole- 
sale jewelry houses, I noticed the water 
was gushing from sewer-manholes, al- 
though not in an alarming way. Twen- 
ty-four hours later, in these same places, 
the water had risen nine feet above the 
street level. So far as could be learned, 
there were no casualties among the 
jewelers, although some employees, in at- 
tempting heroically to save merchandise, 
had very narrow escapes. 

Some idea of the vast business area 
covered by flood water may be gained 


Asylum St., Hartford, Conn., home of many jewelry concerns, engulfed by the worst flood 
in city’s history. 


voked in many of the stricken areas, but 
with the passing of danger from looters, 
troops have been withdrawn from vir- 
tually all centers. 

Losses that are expected to run up into 
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from the fact that it extended from the 
“Point” east to Smithfield St., all the way 
along Liberty Ave., past Max Unger’s 
store to the Pennsylvania Railroad 
(Please turn to page 102) 
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GLUTTON ENGAGEMNT 


FORTUNE 


SIMONS BROS. CO. 


269 South 9th St. Philadelphia 


THE CREATORS OF THE 
Fob and Lapel Watch 
ANNOUNCE 
“HEART'S DESIRE" 





Exclusive 


Fob and Brooch Watches 
in Rhinestone or Enamel 


(COLORS—RED, BLUE, BLACK, 
GREEN, TURQUOISE, IVORY.) 


$7.00 in 7 Jewel. 
$8.50 in 15 Jewel. 


Notice: These watches are protected 
by design patent application pend- 
ing in U. S. Patent Office—The mak- 
ers or sellers of any infringing de- 
signs will be fully proceeded against 
according to law. 


LOUIS WATCH CO., Inc. 


116 Nassau St. New York, N. Y. 

















Jacob Engel 


BALTimorE, Mp., March 16—Jacob En- 
gel, one of the most widely known whole- 
sale jewelers in this country and head of 
J. Engel & Co., Baltimore St. and Hop- 
kins Place, died at Sinai Hospital here 
last Thursday. Funeral services, con- 
ducted by the Rey. Edward L. Israel, 
were held yesterday at the Engel home, 
on Rogers Ave., Mount Washington, fol- 
lowed by burial in Oheb Shalom Ceme- 
tery. 

The death of Mr. Engel was caused 
by an accident which resulted in a frac- 





The late Jacob Engel 


tured skull, while attending a dinner 
given in honor of the superintendent of 
Sinai Hospital, of which he was a former 
president. For 30 years Mr. Engel had 
been interested in the upbuilding of this 
institution, where he finally passed away. 

Mr. Engel was born Dec. 23, 1869, in 
Griffin, Ga., where he received his edu- 
cation. At the age of 17 years he came to 
Baltimore to enter the jewelry business 
then conducted by his uncle, M. Daniel. 
and remained with this concern until his 
uncle died. He then secured a position 
with Lissauer & Co. of New York as a 
travelling representative and continued 
with this firm until he married Miss 
Mary Oppenheimer of Baltimore, after 
which he embarked in the wholesale 
jewelry business on his own account in 
February, 1897. 

Mr. Engel had always displayed a deep 
interest in all matters pertaining to the 
jewelry industry, both wholesale and re- 
tail, and was constantly called upon to 
act on some committee serving the trade. 

He was a past president of the Na- 
tional Wholesale Jewelers’ Association 
and had held many other positions of 
trust in the industry. He also ranked 
high in Masonic circles in Maryland. 

Deceased is survived by a son, Leon J. 
Engel, and a daughter, Mrs. Samuel S. 
Strouse. The business will be continued 
by Leon J. Engel, Jay G. Engel and 
Oscar Samuels. 


G.1.A. Names Certified Gemologists 


The board of governors of the Gemo- 
logical Institute of America announced 
recently that certificates have been issued 
to the following designating them as 
certified gemologists: 
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CALIFORNIA—David H. Howell, 111g 
Armada, Pasadena, examination gp. 
ducted at Brock & Co., Los Angeles, 

OREGON—Alvin M. Knudtson, Roge. 
burg, examination conducted at Univer. 
sity of Oregon. 


Scenic Trip Planned for Delegates 
to Tennessee Convention 


KNOXVILLE, TENN., March 14—Guild 3 
of the Tennessee Watchmakers’ & Jewel- 
ers’ Association will act as host to mem- 
bers of the State organization when they 
meet here at the Andrew Jackson Hotel, 
on May 3, 4 and 5, for their annual 
convention. 

Charles E. Maskall, president, and 
A. D. Jenkins, secretary of Guild 3, are 
now engaged in preparing a program 
which will be of lasting interest and en- 
joyment to the member delegates, manu- 
facturers, distributors and others who at- 
tend. 

The big feature of the sight-seeing ex- 
pedition will be a trip through the newly 
established Great Smoky Mountains Na- 
tional Park, one of the scenic wonders 
in America’s national parks. The hours 
from 9 a.m. to 3 p.m. on each of the 
three convention days have been set aside 
for the trip in the Great “Smokies” and 
to Norris Dam, the gigantic TVA power 
and flood control project, 25 miles north 
of this city. 

S. George Cochron of Nashville is 


| president of the State association, while 


J. E. Coleman, also of Nashville, is secre- 
tary. 


Gorham Co. Wins Award in All- 
America Package Competition 


The Gorham Co., Providence, R. I., re- 
cently won a trophy made by the Gorham 
Mfg. Co., symbolizing an award in the 
miscellaneous group in the fourth an- 
nual all- America package competition. 
The company had executed the trophies 
for Modern Packaging magazine, sponsor 
of the competition. The Gorham entry 


| in the contest was a streamlined silver 


chest designed by Paul Donelan, advertis- 
ing manager of the Gorham Co., and 
produced by the Rueckert Mfg. Co. 
Providence, R. I. A second coincidence 
lay in the fact that the head of the 
Rueckert company had been employed in 
his youth in the box-making department 
of the Gorham Co. 

Awards to the Gorham Co. and other 
winners in the packaging contest were 
presented at a dinner March 4 at the 
Pennsylvania Hotel, New York. The 
winning packages were displayed in the 
Concourse South of Rockefeller Center, 
prior to a tour of many cities throughout 
the country. 

Forty-one awards of trophies were 
made. The contest brought out over 
8000 packages which had to be carefully 
judged. This is the eighth national 
award Mr. Donelan has won since 1922 
in the jewelry-silverware industry. 


Robbers recently stole jewelry reported 
to be worth $600 when they hurled a 
brick through the window at the jewelry 
store of George W. Feldman, Inc., Frank- 
lin, Pa. 
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National Wholesale Jewelers Asso- 
ciation to Meet in Cincinnati 
June 10-11-12 


bers of the National Wholesale | = : : 
Mem | the remaining diamond dealers and their 


Jewelers’ Association were informed last 
month that the organization will hold 
its 29th annual convention at The Nether- 
land Plaza in Cincinnati, Ohio, on 
Wednesday, Thursday and Friday, June 
10, 11 and 12. 

Plans are being formulated for an 
unusually helpful and constructive pro- 
gram, states George A. Fernley, secre- 
tary, who urges members to reserve these 
dates and to make hotel reservations 
without delay. 





New York Diamond Merchant Loses 
Gems in Columbus, Ohio, Hold-Up 


Cotumsus, O., March 14—David Zim- 
mern, 68, diamond merchant of 20 W. 
Forty-seventh Street, New York, was as- 
saulted by two armed burglars in the 
lobby of an office building at 35 E. Gay 
Street at 3 o'clock this afternoon and 
robbed of a wallet containing diamonds 
valued at $30,000. 

Mr. Zimmern had visited the office of 
Joseph J. Sculler, wholesale jeweler, 
walked down the stairs and was about 
to go from the lobby into the street when 
he was slugged by the two men. Mr. 
Sculler had walked downstairs with Mr. 
Zimmern, but had stepped down a short 
flight of steps to a cigar counter when 
Mr. Zimmern was attacked. 





The diamonds, which varied in size from 
mélée to stones of three carats, were in- 
sured, a representative of THE JEWELERS’ 
CircULAR-KEYSTONE was informed at Mr. 
Zimmern’s office in New York. 





Banquet Marks Fifth Anniversary of | 


Diamond Dealers Club in New York 


The Diamond Dealers Club, Inc., with 
headquarters at 93 Nassau St., New York, 
celebrated its fifth anniversary, Saturday 
night, March 7, with a banquet held in 
the grand ballroom of the Pennsylvania 
Hotel. Numbered among the 350 mem- 
bers and guests who attended were repre- 
sentatives from various organizations af- 
filiated with the diamond industry. 

Under the leadership of Arthur Wiener, 
who was chairman of the banquet com- 
mittee, the well arranged program pro- 
ceeded smoothly and without delay. From 
8 until 10 p. m., liquid refreshments and 
appetizers were served in the reception 
room after which the assemblage formed 
for the grand march. Entering the 
banquet hall, the members and _ their 
friends sat down to a 10 course dinner, 
during the serving of which a floor show 
was presented for the entertainment of 
the diners. 

Leon Proujansky, who acted as toast- 
Master, extended a cordial welcome to 
the visitors and introduced Joseph Dehan, 
president of the organization, who made 
only a brief address. M. Bogdonoff, of 
the Associated Diamond and Jewelry 
Merchants of the Bowery, presented a 
beautiful ivory gavel, suitably engraved, 
to the Diamond Dealers Club, as a gift 
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| from his organization. 





Another speaker 
was Jack Solow, representing the United 
Diamond Manufacturing Association. 


After the banquet, dancing was enjoyed | 
and at 4 a. m., breakfast was served to | 


friends. 


Look Out for This Man 


Jouiet, Itt., March 6—Rice & Larsen, 
retail jewelers, 306 Van Buren Street, 
this city, were the victims yesterday of a 


Negro sneak thief, who stole a tray of | 


12 diamond 
the store. 
The man came to the store yesterday 
morning, pretending he desired to buy a 
ring for his sweetheart. After looking 
over the stock and the store, the stranger 
finally selected a ring which he told the 
jeweler he wanted his sweetheart to see 
before he finally bought it. Returning 
about noon he stated he would wait for 
his friend, who would arrive shortly. He 
remained for about 45 minutes and, while 
the jeweler’s attention was being given 


rings from a showcase in 


to a customer, the Negro reached over | 


the counter, slid the door open and ex- | 


tracted the tray of rings. 


The loss was not noticed by Mr. Rice | 


until about 10 minutes later, when he 
was leaving for lunch. The incident was 
immediately réported to the local police, 
who have since learned that the same 
man had used the same method to steal a 
tray of rings from a Peoria jewelry store. 
The Negro, who is described as “in- 
tensely” dark, stands about 5 feet, 11 
inches tall, has a very wide nose, pro- 
jecting jaws and very prominent teeth. 
Jewelers are warned to be cautious of 
this man, who is wanted in this city. 





Platinum Market 


Platinum prices, as of March 24, 1936, were 
officially quoted as: 





re oe ere ee err ee ee ee $34.00 
Containing 5% Iridium ............20-. 35.00 
Containing 10% Iridium .............. 36.00 
TEE Gi ilceeCeewr nena gies euneaaesben 60.00 
reer rr rere rre ry 
Prices of Silver Bars 
af. Si 
Government New 
London Assay Sell- York 
Date O ficial ing Price Official | 
March 3 19% 4434 
March 10 19% 44% 
March 17 19% 44% 
March 24 19}2 44¥% 


New Enterprises 


A new jewelry store has been opened 
by Leo Marx at 1333 Third Street, Santa 
Monica, Cal. The front 
design, done in stainless steel and black 
glass. 

E. T. Nelson is proprietor of a watch 
and jewelry repair shop which he has 
opened in Corning, Cal. 


is modern in | 


Stein’s Credit Jewelers is the title of | 
a new jewelry business which is managed | 


by John Stein at 313 Houston Street, 
Fort Worth, Tex. 
A new jewelry store on North Broad- 


way, Albert Lea, Minn., had its formal | 


opening March 13 and 14. A. W. Schulz 
is the proprietor. 
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SAXTON 


Company 

of 
BOSTON, MASS. 

by 

appointment 
are 

authorized wholesale 
distributors of 


WALTHAM 
WATCHES 


We are happy to be associated 
in the distribution of these fine 
watches and will endeavor to 
maintain the same standard of 
service which has qualified us to 
serve the retail jeweler for over 
fifty years. 


We solicit your Waltham Watch 
business. 


Our stocks are complete. 





WALTHAM SMART WALTHAM 
MODEL PRINCESS 
—— 6732108 GFN 

\— .F. Nat. — 
8633—10K G.F.— ie Masta 
$34.00 Keystone * 6742 — 10K R.G.P. — 
7%L-153 ech oe 
8633—10K G.F.— 6732—10K G.F. Nat. — 


$31.70 Keystone ton 


$27.30 Keystone 
6742—10K R.G.P. Nat. 
$26.10 Keystone 


All Watches Attractively Boxed 
1936 


SAXTON 


COMPANY 
387 WASHINGTON ST. 
BOSTON MASS. 


When we sell we serve 
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COMMUNITY 
PLATE 


REDUCES 


PRICES 


In All Patterns 
and Sets 


26 Pe. SERVICE 
FOR SIX 


Now $24.75 


FREE CHEST 


Complete Stocks in All 
Patterns 





JOS.B. BECHTEL&CO., Inc. 
729 Sansom St., Philada., Pa. 














The Original 


Hercules 
Scarf Pin 









wr | 
Hercutes C 


Gusnanrele 





Made by 


NOBLE 
SIX SIZES 


Full Protection 


PREVENTS 
SCARF PINS, BROOCH PINS ap BAR PINS 


Susos: F H.NOBLE & £o.. cnc scors 
The BEST costs no more 








Hercules 
One Dozen on Display Card 
ATOM KEWPIE MI-NOTE 
=) te aes 
TI-NEE MIDGET HERCULES 


oS ceS> 


Order by NAMES from your Jobber 
Say Hercules Always 





and Brooch 


PROTECTORS 





F. H. NOBLE & CO. 


535-559 W. 59TH STREET 
CHICAGO 














Independent Stores’ Retail Sales 
Reporting Program of the 
Department of Commerce 


WasuincTon, D. C., March 16—Busi- 
ness in general, and the jewelry trade in 
particular, will welcome the independent 
stores’ retail sales-reporting program of 
the Bureau of Foreign and Domestic 
Commerce, United States Department of 
Commerce. 

This service, long needed to fill an im- 
portant gap in information regarding re- 
tail distribution, was initiated in accord- 
ance with the recommendations of the 
committee on “Elimination of Waste in 
Distribution” of the Business Advisory 
and Planning Council. The service is 
now available through the bureau for 
the states of Illinois, Indiana and Wis- 
consin; for Massachusetts, in cooperation 
with the Federal Reserve Bank of Bos- 
ton; and for Texas, Oklahoma, and New 
Mexico, in cooperation with the Bureau of 
Business Research of the University of 
Texas. Preparations are well under way 
toward extending the service to Colorado 
and Wyoming in cooperation with the 
Bureau of Business and Social Research 
of the University of Denver; and to Ohio 
in cooperation with the Ohio State Uni- 
versity. Other states are to be included 
shortly, and the program will ultimately 
be national in scope. 

The purpose of the monthly sales-re- 
porting service is twofold: the establish- 
ment of an accurate, sensitive business 
indicator, and the special benefit to the 
retailer himself which this cooperative 
service provides. Retail trade is among 
the first section of business activity to 
feel any change in general economic con- 
ditions. The value of retail sales figures 
as an index of business is therefore be- 
yond question. The individual retailer is 
benefited by participating in this service 
because he is enabled thereby to check up 
on his own business performance as com- 
pared with the general experience of 
others in his own and related lines of 
business. With this monthly barometer 
at hand he can quickly determine whether 
his store is operating on the same level as 
the average for his line, and perhaps, 
even more important, he can use the in- 
formation given as a basis for his plan- 
ning of future operations such as sales 
and advertising campaigns and _ stock 
buying. 


]. P. V. Heinmuller Becomes President 
of Longines-Wittnauer Co. 


The name of A. Wittnauer Co., New 
York, the old-established leader in the 
watch industry, has been changed to The 
Longines-Wittnauer Co., and J. P. V. 
Heinmuller, for many years vice-presi- 
dent of the company, has assumed its 
presidency. 

The Longines-Wittnauer Co. will con- 
tinue to operate as an entirely indepen- 
dent organization. It will have no 
connection whatever with any other or- 
ganization in this country, and will con- 
tinue to manufacture and distribute its 
line of Wittnauer watches, and to act as 
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the American and Canadian distributor 
for the Longines line. 
Mr. Heinmuller, the new president, js 


no newcomer in the trade. He came 
over here as a young man from Switzer. 
land 25 years ago, where he worked jp 
the Geneva office of the firm. Back jp 
1916, he organized, with a few leaders 
of the industry, the first American Watch 
Importers’ Association. He has served 
on many important committees including 
the Tax Committee. He is today one of 
the two trustees representing domestic 
and foreign manufacturers on the Anti- 
Smuggling Committee which has operated 
very successfully in the last few years, 
He is also vice-president of the Ameri- 
can Watch Assemblers’ Association. 

During the last ten years Mr. Heip- 
muller organized the Timing Contest 
Board of the National Aeronautic As- 
sociation of Washington, in accordance 
with the chronometric specifications of 
the Federation International d’Aviation 
of Paris, and is still acting as the Chief 
Timer of this organization. He was also 
one of the earliest supporters of the Horo- 
logical Institute of America. 

A. Wittnauer Co. was founded in 
1866. Together with its subsidiaries, in- 
cluding the Brighton Watch Case Co, 
A. Wittnauer Co., Montreal, the Agassiz 
Watch Co. and A. Wittnauer Co, 
Geneva, Switzerland, it forms one of the 
most important organizations in_ the 
watch industry. It is also understood 
that the Longines watch factory in 
Geneva, Switzerland, is interested in the 
company. 


UNREDEEMED 


ELGIN and WALTHAM 
WATCHES 











Open Face 
7 Jewel, 16 Size 


$4.00 


(With new White 
Fancy Engraved 
case.) 


Same in 15-Jewel 
$5.00 


Same in 17-Jewe 
$6.00 





Same in 12 size ) 7-Jewel..... ¥4.0 


with a beautiful 7 15-Jewel..... 5.0 
Fancy Silver Dial J 17-Jewel..... 6.0 


Also fine unredeemed Railroad Watches 
similarly priced. 
25% with order, balance C. O. D. 
Cash Buyer of Unredeemed Pledges 


WEKSLER »nnGOODMAN, In: 


Successors to 
PAUL ROSENBERG 
5 South Wabash Avenue 
CHICAGO - 
igen ce ee RRM RE 
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NEW YORK: 


Jewelry News of the Metropolitan District 


The Gibson Watch Co., formerly lo- 
cated at 64 W. Forty-eighth Street, has 
moved to new quarters at 665 Fifth Ave- 
nue. 

Stephen Varni of the Stephen Varni 
Co, 15 Maiden Lane, accompanied by 
Mrs. Varni, spent the month of March in 
Florida. 

The De Frece Watch Co., 48 W. Forty- 
eighth Street, has added two additional 
showrooms and has completely renovated 
its offices. 

Walter R. Shute, Pelham, N. Y., and 
formerly for many years with the Traub 
Mfg. Co., suffered the loss of his wife 
on March 18. 

§. R. Donchi of Schuman & Donchi, 
manufacturers of mountings, Newark, 
N. J., left last month for a three weeks’ 
sojourn in Florida. 

On or about May 1, Davidson Bros., 
Jewelers, Inc., will move from their pres- 
ent quarters at 527 Fifth Ave. to a new 
location at 608 Fifth Ave. 


Kohn & Co., of Newark, N. J., who 
have discontinued their business, have 
sold their dies and tools to Harry C. 
Schick, Inc., 105 Chestnut St., Newark. 


Louis Tamis & Son, manufacturers of 
gold and silver novelties, 36 W. Forty- 
seventh Street, have moved to larger 
quarters on the 14th floor in the same 
building. 


On Friday night, April 10, the New 
Jersey Study Group of the American 
Gem Society will meet under the leader- 
ship of Dr. George Faust, at the Douglas 
Hotel, Newark. 


The New York office of Harry C. 
Schick, Inc., has been moved from 630 
Fifth Avenue to larger quarters at 347 
Fifth Avenue, where the concern also 
has attractive showrooms. 


Buss - Linthicum - Thorson, Inc., watch 
distributors, will move April 15 from 
20 W. Forty-seventh Street to larger 


quarters on the sixth floor in the Inter- 
national Building, 630 Fifth Avenue. 


The business formerly operated at 86 
Clinton St., as I. Mohel & Son, has been 
moved to 38 W. 32nd St., and will here- 
after be known as Mohel & Mario, Inc. 
The firm manufactures marcasite and 
rhinestone ornaments. 


According to an announcement made 
March 23, Max I. Silber, severed his 
relations with the Eventov Diamond Co., 
Inc., 580 Fifth Ave., on April 1. The 
business will be continued at the same 
address and under the same name by 
Osias Lukin. 


The Jewelers 24 Karat Club of New 
York City will hold its annual beefsteak 
dinner for members on Wednesday night, 
April 15, at the Hotel Warwick, Fifty- 
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fourth Street and Sixth Avenue. F. A. 
Croselmire, chairman for the affair, is 
being assisted by Howard H. Hethering- 
ton and Raymond Mehrlust. 


Harry Zafnas is now representing the 
C & C Jewelry Co., 105 Fulton Street, in 
addition to Kolson & Natoli, 106 Fulton 
Street, with which concern he has been 
connected for over four years. Until 
recently he also represented A. W. Mayer 
& Co., 36 West Forty-seventh Street. He 
covers New York City, Eastern and New 
England territory. 


The annual exhibition of the work of 
the school department of the Mechanics 
Institute, which will also include the work 
of the class in jewelry designing con- 
ducted by C. A. Jakobb, will be held at 
the Institute, 20 W. 44th St., Wednesday 
and Thursday nights, April 8 and 9, from 
7 to 9.30 o’clock. The jewelry designing 
class, which is composed of 35 students, 
will hold graduation exercises April 14. 


It was announced last month that Larry 
Lasner, formerly of Sitzman, Gold & 
Posner, has started in business with Ed- 
ward Kittay of the Edwards Diamond 
Co. The new concern will operate as 
the Lasner-Kittay Corporation, at 65 
Nassau St., and will manufacture rings 
and act as general wholesale jewelry 
distributors. Mr. Kittay will continue to 
operate the Edwards Diamond Co., also 
at 65 Nassau St. 


The Shiman Mfg. Co., Inc., planned to 
move its factory and general offices on 
April 1 from 113 Astor St., Newark, 
N. J., to 113 Monroe St., in the same city. 
During the period of moving the con- 
cern will find it necessary to suspend 
production for possibly two weeks. The 
general offices, however, will continue to 
remain open during the shut-down pe- 
riod, including the New York office at 
15 Maiden Lane. 


Thomas Greason, who, until his retire- 
ment five years ago, conducted a watch 
repairing business at 14 John St., died 
March 11 at the home of his son, Arthur 
W. Greason, 275 Delavan Ave., Newark. 
Mr. Greason, who was an uncle of John 
R. Greason, jeweler, 170 Broadway, was 
85 years old at the time of his death and 
had resided in Newark for 77 years. 
Funeral services were held March 13 
followed by burial in Rosedale Cemetery, 
Orange, N. J. 


Ben Fabrikant, head of Paramount Dia- 
mond Center, Inc., 66 Bowery, was the 
guest of honor at a testimonial dinner 
tendered to him on Sunday night, March 
1, by his friends and business associates. 
Approximately 500 attended the dinner, 
which was served at the Mecca Temple 
on West Fifty-fifth Street. Mr. Fabri- 
kant’s efforts in creating good will and 
confidence in the diamond and jewelry 

(Please turn to page 94) 
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REPAIRING 


and Engraving on Jewelry and 
Silverware of Every De: 


Solky Bros., Inc. 
142 Fulton St., New York 


EXPERT REPAIRS 


SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 77,&.sehs 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 


S. NATHAN & CO., Ine. 
71-73 Nassau Street, New York 


Ord Jobbi 
Work Carefully and Promptiy Pitted 


Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop same day received 


U. S$. Watch Dial Mig. Corp. $4;°S Nasea= 


























Manufacturer of Gold 

and Platinum Ring 

Mountings and Wed- 

ding Rings,to Whole- 
salers 








LOUIS KOPPEL 


126 MAIDEN LANE 
NEW YORK, N. Y. 


DIAL REFINISHING 


WATCH AND CLOCK 
HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL | DIAL & REFINISHING CO. 
116 NASSAU ST. NEW YORK, N. Y. 


SOLE DISTRIBUTORS OF 
E. MATHEY-TISSOT & CO. 
NORMIS 
CHRONOMETER CYMA 
WATCHES CLOCKS 


NORMAN M. MORRIS 
INCORPORATED 
608 FIFTH AVE. 























NEW YORK 


CHINESE GEMS Co 


JADE INC. 
and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 








Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 
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ments into stylish watches! 


Repair them, put them in new cases and dials 
| at the lowest possible prices. Any kind of a 


| WE will convert your old move- 


watch case supplied. 


We carry a full line of rebuilt watches at 
reasonable prices. 


NU-ERA WATCH CASE CO. ‘facta 








Gold and Platinum Solders 
“Clinton Alloys” 
For White, Green, Yellow Gold 
Refiners of Precious Metals 


CLINTON REFINING CO., Inc. 
91 E. Kinney St., Newark, N. J. 














DINIKS 


STERLING 








RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 
Send for Catalog Illustrating 
Our New Improved Line 
18 Crawford St. Newark, N. J. 















A Modern Case and Dial 
to fit every Movement! 


We- Repair and Rebuild 
all kinds of Watches. 


| | All Work Guaranteed 
j S. SCHWARTZ 


64 W. 48th St., New York, N.Y. 
8% L. 10 Kt. R.G.P. Case & Dial $1.35 








Antique English Siluer 
Old Sheffield Plate 


Victorian Silver and Plate 


If there is anything in our line 
that you need at any time we will 
be pleased to send a selection on 
approval—without obligation. 


“We sell to the Trade only” 


MICHAEL FEINBERG, Inc. 
15 West 47th St. New York 

















New York Notes 
(From page 93) 


exchanges along the Bowery were lauded 
at the dinner. 


Louis Gurfein of Louis Gurfein & Son, 
diamond importers, 608 Fifth Avenue, 
who represents his firm abroad, has been 
spending the past few months in the 
European diamond markets. He has been 
devoting most of his time to supervising 
the manufacture of various types of 
fancy-cut diamonds. Mr. Gurfein is ex- 
pected to return to this country the be- 
ginning of April for a short visit to de- 
termine the domestic demand and _ his 
customers’ requirements. 


Goldman & Frier, New York attorneys 
for the Jewelers Board of Trade and rep- 
resenting many concerns in the industry, 
will move their law offices now at 15 
Maiden Lane to more pretentious and at- 
tractive quarters in Suite 801 at 7 Dey 
St., on or about April 24. Louis Horowitz, 
for many years associated with the Gold- 
man & Frier concern, will continue in 
charge of the commercial department. 
Immediately after moving into their new 
quarters the concern will hold “open 
house” for its many friends in the trade. 


Members of the Brooklyn Retail 
Jewelers Association met Tuesday night, 
March 17, at its headquarters in the 
Johnson Building, where they heard an 
encouraging report on the success of the 
recent 11th anniversary celebration held 
at the Hotel Bossert. A proposed watch 
bill for New York State was also dis- 
cussed and approved by the organiza- 
tion. A demonstration of the “electric 
eye’ for protecting jewelry stores was 
given to the members by a representa- 


‘tive of the Calvert Electric Engineering 


Co. ‘ 

Major General William Weigel, uncle 
of Louis G. Weigel, diamond dealer, 3 
Maiden Lane, died March 4 in Station 
Hospital on Governors Island. General 
Weigel who, since his retirement from the 
United States Army after serving in the 
Indian wars, Spanish-American War, the 
Philippines Insurrection and the World 
War, had occupied desk space at his 
nephew’s office, had many friends in the 
jewelry trade. He was never associated 
with the jewelry business and merely 
occupied space at the Maiden Lane ad- 
dress when in the city as a means of 
meeting people and pleasantly passing 
his time. 


An interesting address on and a dem- 
onstration of, the recently invented elec- 
tric eye, were presented at the regular 
monthly meeting of the Metropolitan 
Retail Jewelers’ Association, held Thurs- 
day night, March 26, at the Hotel Com- 
modore. A. Schossberger of the Calvert 
Electric Engineering Co., illustrated how 
the “eye” could be used as a protection 
in jewelry stores. The members also dis- 
cussed the Livingstone Bill, recently intro- 
duced in the New York State Legislature, 
to replace the unconstitutional Feld- 
Crawford Bill aimed to eliminate cut- 
price activities. Following the meeting of 


(Please turn to page 95) 
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WE PAY 


80. > per Dwt. for ys KARAT Gold 


aan “ pa ‘“ a3 “ a 
1. 48 “sé “ 6“ 22 “sé “ 
Weight and Karat Test Guaranteed 
STERLING SILVER, Market Price, 


GOLD FILLED SCRAP 


Your lot accurately valued, reported, 
and held for your O. K. 


SLOVES & KRAMER, INC, 


ASSAYERS @ REFINERS 


149 Canal St. NEW YORK 











REVOLV.IT SLIDE-IT 
NOVELTY WATCHES 
in combination with 
Lipsticks - Lighters - Clips - Pencils 


J. LIPSCHUTZ 


48 W. 48th St. New York 








STOP WATCHES 


Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write for free Catalogue 
No. C-4 
BRENET WATCH CO, 
266 W. 40th St., New York 


PLATING 


Silverware Repaired and Refinished 
Equal to New—Clocks Gold Plated 
RHODIUM, CHROMIUM—GOLD—SILVER, NICKEL 


STANDARD For OVER FIFTEEN YEARS 
JOSEPH RUBIN ELECTRO PLATING CORP. 
106-8 FULTON STREET New York 























Specializing Traveling and Boudoir Clocks 
Also complete Leather Case Service 
110 West 40th St. * New Y 





Importers of Watch Movements ! ! ! 


If you want to play safe, let me take care of 
your orders as buying, inspecting and ship- 
ping agent. Guarantee for quality and best 
prices. Low terms. 

M. Viatte, Geneva, Switzerland 


10, q. Ecole de Médecine 











DIAMOND 


$CHICKSNAPS 


GOLD 
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fl 


PLATINUM 


CULTURED 
PEARLS 


» 
HARRY ¢. SCHICK, INC - NEWARK.N. J. 
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RING FINDINGS 
ASSEMBLED 


WORK GUARANTEED EST. 1920 


JOSEPH J. CLEARY 
18 COLUMBIA ST., NEWARK, N. J. 
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TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 


Write for Price List 


GEDDES & CRAMER 


1113 Chrisler Ave., Schenectady, N. Y. 
Service That Satisfies 











ojo) oy Va Re) 4- 


FOR ALL COLORS AND KARATS 
FOR PLATE, WIRE OR CASTING 


GOLD SOLDER ALLOYS 
SPECIAL ALLOYS FOR ENAMELING GOLDS 


H.HENRICH, INC. 





WE ARE PREPARED 
to 
BEK PROCESS 


large lots with yellow gold. 
Address: Tom Chamberlain 


THE NEW HAVEN CLOCK COMPANY 
New Haven, Conn. 

















|)E | RECE—— 


GOLD MULTIPROOF WATCHES 
48 WEST 48TH ST. NEW YORK 





“SUPER - SERVICE” 
ROLLING MILLS 


ae 





reduce production costs to meet 
present day competition. 


e manufacture a complete 
line for hand, belt or electric 
motor drive. 


WRITE FOR 
FOLDERS 


Buffalo Machine 
Manufacturing Co. 


1354 West Avenue 
Buffalo, New York 
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New York Notes 
(From page 94) 


the organization, the stockholders in the 
Metropolitan Retail Jewelers Credit 
Union went into session and later re- 
ceived checks representing a 4 per cent 
dividend. 


The recent joint conference held in 
this city by the Horological Institute of 
America and the Horological Society of 
New York was the subject of much dis- 
cussion at the regular monthly meeting 
of the latter organization, held Tuesday 
night, March 3, at the society’s headquar- 
ters, 150 W. Eighty-fifth Street. Herman 
Schlacht, president, expressed his appre- 
ciation to many of the members and 
others for their efforts in making this 
conference an outstanding success. He 
also discussed the question of examina- 
tion and certification by the H.I.A., and 
suggested that all members of the society 
set an example to others in the trade by 
obtaining their certificates. The execu- 
tive committee recommended that the 
payment of $2 extra in annual dues in 
order to become members of the H.I.A. 
should not be compulsory, but should be 
left to the discretion of the individual. 
It was also recommended by the com- 
mittee that members contact others in the 
trade in an effort to induce them to be- 
come associate members of the society. 


B. Mellenhoff, chairman of the legisla- | 


tive committee, announced that the cam- 
paign for horological legislation in New 
York State would be launched without 
delay. Assisting Mr. Mellenhoff will be 
R. Salomon, I. Lemer, F. Semon, A. Seidl 
and A. Lazarus, counsel. 


H. Goldschmidt was inducted into his 
third term as president of the Metro- 
politan Retail Jewelers’ Association by 
David Greenberg, attorney, before 50 
members and guests the night of Feb. 27 
at the Commodore Hotel. Phineas Peters, 
chairman of the Executive Board of Re- 
tail Jewelers’ Associations of New York, 
presided during the installation and pre- 
sented a chest of silver flatware to Mr. 
Goldschmidt as an expression of the 
Metropolitan association’s gratitude for 
the latter’s services. The following other 
officers, all of whom were reelected, were 
also installed: Mrs. Harry Miller, vice- 


president; Abraham Wolf, treasurer; 
Samuel Horowitz, financial secretary; 
Richard Mieser, recording secretary; 


Morris Wexler, sergeant-at-arms, and H. 
Goodman, Henry Sacks and H. Krieger, 
trustees. I. Pearl, Aaron Roth, Louis 
Rackoff and J. A. Brandt are newcomers 
to the board of directors, other board 
members being Henry Astor, chairman; 
Samuel Meyer, Solomon Reichgott and 
Messrs. Wolf, Goldschmidt, Sacks, Horo- 
witz, Wexler and Mieser. Mr. Mieser 
read greetings from Charles T. Evans, 
secretary of the American National Re- 
tail Jewelers Association. Following the 
ceremonies, the gathering adjourned to 
the Russian Troyka, Fiftieth Street night 
club, where a company of professionals 
presented entertainment during the serv- 
ing of an excellent meal. Dancing was 


enjoyed until an early hour. 
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Ie in tan Dee 


Send us your Old Stock of Unsalable Watches 





We will Rebuild them . - Repair them and fit 
them into Modern, Latest Design Cases. Natural 
Gold Color, Stainless Steel or Chrome with at- 
tractive Dials to match, as Low as $2.25 Complete. 
35 Years in the Trade 
1. KUNNEL 


2 WEST 47th STREET NEW YORK 








——— 
MERKT 


WHY? 


Why do we advertise? Because 
we believe that we are conducting 
a Smelting and Refining business _ 
that merits the support of the 
trade. Our returns will compare 
very favorably with any others. 


LAMBROS & MERKT 
15 John St. New York City 























Opp S1zE WATCH 
MoveEMENTs Cut & FITTED 
To STANDARD SIZE CASES 


Cash in on the watch move- 
ments you acquired during the 
“Gold Buying Days”— 

Send them to us— 

We specialize in Cutting and Fitting 


Hamilton, Howard, Patek - Phillippe, 
Longines, Gruens and _ complicated 
movements. All these movements fitted 


in modern cases. 


Cases and dials supplied 
at very reasonable prices. 


Also 
High-Grade Watch Repairing 


METH WATCH CoO. 
155 Canal St. New York City 














PLATING 


The modern way is scientifically correct. 
Gold, Chromium, Rhodium, 
Nickel, Silver 


Gold ec ienetn from 1/100 12K up 
to 1/10 1 
Chromium and gold plating on small parts, 
poets the Jewelry manufacturing and Novelty 
trades. 


“TRI” us and make a ‘“‘PACT’’ 
quality, economy, and reliability. 


TRI-PACT PLATING CO. 
20 Eldridge St. New York 


with us for 

















CASES 
104% L. IMinois Cases @ $4 
a dozen. 


6ys = 4 a Illinois Cases 


pA in all sizes and makes 
at special prices. 
For information write to 
M. WOLF 
132 Nassau St., New York, N. Y. 
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WHERE TO BUY 





G.H. Cannes? & Commu 


© HO 
Sibersmiths 
NORTH ATTLEBORO - MASSACHUSETTS 


Send for Latest Catalog 





AR FREE 


“PER-NAY” Sample Offer 


Qe. PERNET 


Liquid Silver Polish 


Simply send your request on your 
business letterhead and we will 
send you postpaid free a liberal 
sample bottle of Pernet, the per- 
fected liquid silver polish used and 
endorsed by retailer and manufac- 
turer. Liberal discounts to trade. 


183 ST. PAUL ST. 
ROCHESTER, N. Y. 
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ry LAYS it 
POLISH 


5//| ly /ERSMA\\ \1 AD REED & BARTON Taunton, Mass 


A superior polish — backed 
by over a century of experi- 
ence in the manufacture of 
fine silverwore. For use and 
resole—borrels to 3 02. jars. 




















DUB-L-LOK 
WORKS AUTOMATICALLY 





WELLS MFG.CO.. Ar c20r° 











Massachusetts School of Optometry 
INCORPORATED 
Standard Three-Year Day Course 
Post Graduate and Special Courses 
Arranged 
For further information address: 


1114-1118 BOYLSTON STREET 
Boston, Massachusetts 








PROVIDENCE: 









Happenings in the New England Territory 


Mr. and Mrs. Harold E. Sweet of 
Attleboro have returned from a _ vaca- 
tion cruise to the West Indies. 


Forrest Dean, of Calvin Dean, Inc., 
has returned from a vacation cruise to 
South America and the West Indies. 


George F. Berkander and Henry D. 
Sharpe have been elected directors of the 
Providence-Biltmore Hotel Corporation. 


The Star Watch Shop, recently burned 
out at 46 Summer Street, Pawtucket, has 
reopened at the same address after reno- 
vations were completed. 

Charles Thomae & Son, Inc., is moving 
its plant from Pine and Dunham Streets, 
Attleboro, to the Bigney building on 
County Street. 

The Combination Pen & Pencil Corp. 
of Cranston has filed a statement at the 
Secretary of State’s office of change of 
name to Anchor, Inc. 


Horace M. Peck, Archibald Silverman, 
Frederick A. Ballou, Sr., and Frederick 
A. Ballou, Jr., have been elected directors 
of the Old Cooperative Bank. 


Charles A. Russell and Edward B. 
Hough have been elected directors of the 
Automobile Mutual Insurance Co. and of 
the Factory Mutual Insurance Co. 

The American Brass Co. has purchased 
an extensive tract of land with buildings 
thereon at Chestnut, Elm and Tallman 
Streets for future expansion and develop- 
ment. 

The Gorham Mfg. Co., on March 16, 
began payment of its regular dividend 
of 25 cents per share on its common 
stock to stockholders of record as of 
March 2. 


The will of the late William P. Chapin 
was entered for probate in the pro- 
bate court of Providence on March 13. 
Personal property estimated at $185,000 
was divided between three children. 

Charles Joseph Fox, president-treasurer 
of the C. J. Fox Co., jewelers’ supplies, 
236 Aborn St., died March 22. He had 
been in business in Providence for nearly 
half a century. 

George A. Schuyler, formerly for a 
number of years engaged in the manu- 
facturing jewelry business at Pawtucket, 
under the firm style of Orr & Schuyler, 
died in that city, March 22, in his 83rd 
year. 

Amos §S. Blackinton, of Attleboro, as- 
signor to the Associated Attleboro Manu- 
facturers, Inc., of that city, has been 
granted a patent on eight claims for 
metal fabric, particularly adapted for use 
in bracelets. 

The Rueckert Mfg. Co., maker of 
chests, cases and displays, has added an- 
other floor to its Sprague Street plant, 
giving the concern an additional 15,000 
square feet which will aid materially in 
improving the efficiency of the plant. 

The annual meeting of the Metal Find- 
ings Manufacturers’ Association will be 


96 





held in May and a committee consisting 
of Edgar E. Craddock, Arthur E. Leach 
and Alfred Smith has been appointed to 
present a list of nominations for officers, 


A patent on six claims for a _ wrist 
watch strap, band, or bracelet, has been 
granted to Kenneth H. Baker of Attle- 
boro Falls and Harold E. Sweet of Attle- 
boro, doing business as R. F. Simmons 
Co., Attleboro, to which concern it has 
been assigned. 


Seven watches, valued at from $30 to 
$40 each, were stolen from a display win- 
dow in the Michaels-Bauer jewelry store, 
365 Westminster Street, one night re- 
cently by a thief who used a glass cut- 
ter. The store has been similarly robbed 
on previous occasions. 


In recognition of 50 years of service 
with B. A. Ballou & Co., Inc., a purse 
was presented to Arthur J. Briggs on 
March 9. In making the presentation on 
behalf of the firm and_ employees, 
Frederick A. Ballou, president-treasurer, 
thanked Mr. Briggs for his long service. 


The board of directors of the Jewelers 
Board of Trade at a monthly meeting 
adopted a resolution expressing the sym- 
pathy of the organization because of the 
death of Alfred K. Potter, who was act- 
ing president and a director of the 
board at the time of his death on 
Feb. 19. 


The Fairdeal Mfg. Co. has been in- 
corporated under the laws of Rhode 
Island to conduct a manufacturing jew- 
elry business with an authorized capital 
of $10,000 consisting of 100 shares of 
common stock of $100 each. The incor- 
porators are: Aram A. Arabian, Robert 
Gonnella and Frank W. Barad. 


The Bliss Bros. Co., owned by Joseph 
F. Rioux is moving from the R. F. Sim- 
mons Co., building on N. Main St., Attle- 
boro to the D. E. Makepeace Co., build- 
ing on Pine St., that city. The company’s 
lacquer plant, also will be moved to the 
new quarters, from its old location in 
S. Main St. The floor space will be more 
than doubled in the new plant. 


Although beaten over the head with a 
revolver, Julius Kritz, 61, proprietor of 
the Globe Loan Co., 92 Empire Street, 
fought off two assailants recently when 
they attempted to rob him of diamonds, 
watches and jewelry. Becoming fright- 
ened, the men fled and Mr. Kritz was 
taken to the Rhode Island Hospital for 
treatment. Two youths were later ar- 
rested and held in $15,000 bail each for 
the grand jury. 
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THIMBLES—TIE CLIPS 
IDENTIFICATION WRISTLETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 


Z IRN KILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 
F. X. ZIRNKILTON = Piitadetents 


PHILADELPHIA 











MOUNTINGS 
OF RECOGNIZED MERIT 


FuLMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








BOWMAN 
Technical School 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 
Write for free book ‘‘Your Future and Our School.’’ 


JOHN J. BOWMAN, Director 
Bowman Bidg., Lancaster, Pa. 
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BYARD F. BROGAN 
Manulacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Pi hiladelphia 

















COOPER 
BROS., INC. 
MANUFACTURING JEWELERS 


SPECIAL ORDER WORK—REPAIRING 
711 SANSOM ST. PHILADELPHIA 























Chips Polished Out 
Diamonds Reeut 
Wm. F. Schumer & Son, Inc. 


Diamond Cutters 
44 Wiggins Block 
CINCINNATI, OHIO 
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PHILADELPHIA 


Mrs. Clarke Houghton, wife of a Lan- 
caster jeweler, dropped dead on Saturday, 
March 14 after receiving a telephone 
message that her husband’s store had 
been robbed. She was in her 53rd year. 


A meeting of the Eastern Pennsylvania 
Study Group of the American Gem So- 
ciety will be held Thursday night, April 
16 at the Academy of Natural Sciences 
of Philadelphia. Dr. Samuel G. Gordon 
will be the speaker. 


Curtis Hirst and Frank Vogel, travel- 
ing representatives for Alfred Humbert 
& Son, 117 S. 10th St., are now covering 
their respective territories, showing the 
concern’s new line of artistic, hand made 
wedding rings. Roy S. Humbert, head 
of the firm, is vacationing in Florida and 
expects to return home this month. 


Benjamin A. Lehr, former jewelry 
buyer for Lit Bros., department store in 
this city, died March 13 at his home in 
Bala, Pa. Death was caused by a stroke 
of apoplexy. Services were held Mon- 
day, March 16, at a funeral home in this 
city. He was a member of Mozart Lodge, 
436, F. & A. M. Deceased is survived by 
his widow Miriam H. Lehr and one 
daughter. 

The remains of Maximilian Brueckman, 
retired jeweler, who died recently in St. 
Petersburg, Fla., were brought back to 
Philadelphia for burial. Mr. Brueckman 
operated a jewelry store at 6th and Spruce 
Streets, this city, but retired from _busi- 
ness 40 years ago. He also conducted a 
watchmakers here. He was 
born in Germany, came to this city at 
the age of 17 years and when he died 
was 92 years old. Mr. Brueckman was 
formerly controller of the Philadelphia 
Board of Education and a former presi- 
dent of the Philadelphia Maennercher. 





Henry S. Kramer 


Henry S. Kramer, who until his retire- 
ment about a year ago, had spent a half 
century in the wholesale jewelry and ma- 
terial business in New York, died Tues- 
day, March 17, at his home in Rockville 
Center, L. I., N. Y. Although ailing since 
last September, death came suddenly fol- 
lowing a heart attack. Funeral services 
were held at the late home of the de- 
ceased, March 19, after which the body 
was cremated at the Fresh Pond Road 
Crematory. 

Mr. Kramer was a native New York- 
er, having been born in that city in No- 
vember, 1864. He was educated in the 
public schools and after graduating from 
the City College of New York entered 
the jewelry and material business. His 
first connection was with the Hipp Didi- 
sheim Co., where he served in the ma- 
terial department. Later he became a 
traveling representative for S. F. Myers, 
jewelry and material dealer, and while 
with this concern sold the old Ingersoll 
Watch Co. the first lot of enameled dials 
reported to have been used on inexpensive 
watches. His next connection was with 
the Hammel, Riglander Co., but in 1896 
he bought a half interest in the business 
of H. H. Kayton and thereafter the firm 
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became known as Kayton & Kramer. A 
year later Mr. Kramer bought out his 
partner and since then had operated alone 
under the name of H. S. Kramer. Fol- 
lowing his retirement the business, lo- 
cated at 106 Fulton St., New York, was 
assumed by a daughter, Miss Janet I. 
Kramer, who previously had traveled for 
her father. Miss Kramer, who has been 
calling on the trade in the South since 
her father retired, will continue the busi- 
ness under his name. 

Besides this daughter, deceased is sur- 
vived by his widow, Mrs. Mamie 
Kramer; one son, Arthur; and two other 
daughters, Paulette and Miriam. 


Clarence H. Woods 


Cuicaco, March 5—Clarence H. Woods, 
vice-president of the C. & E. Marshall 
Co., this city, died yesterday after an 
illness of several months. 

Mr. Woods, who has been active in 
the industry for 50 years, had been af- 
filiated with the Marshall concern for 
17 years. He went with the Marshall 
house when that concern took over con- 
trol of the material and supply depart- 
ments of the C. H. Knights-Thearle Co. 
At the time of his death he was not only 
vice-president of the C. & E. Marshall 
Co., but was also technical adviser of 
the concern and was considered an au- 
thority on imported watchmakers’ and 
jewelers’ tools. 

Deceased is survived by his widow, 
Mrs. Julia Reckard Woods, and a daugh- 
ter, Martha. 


ELGIN & CYMA 
WATCHES——— 


LOUIS SICKLES 
1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributors to the Trade” 

















Wagon Springs 


have been used for motive power in clocks. 


Heavy Spiral Mainsprings in Watches. 


In the modern thin model and very small 
watches more High Powered Mainsprings are 
necessary because space is very limited. 


SANDSTEEL QUALITY MAINSPRINGS 
have more power in proportion to size, because 
of their crosscurved form. They cost no more 
than flat reverse mainsprings. Demand them 
when you order. 


Made in U. S. A. by 
WATCH-MOTOR MAINSPRING CO., INC. 
145 HUDSON ST. NEW YORK CITY 








OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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WOLFSON & GRAU 


Manufacturing Jewelers 
Our Specialty 
Diamono Sette ano Sreciat Orver Worx 
Warcn ano Jeweray Repairing 


Eneravine ano Canvine of Aut Kinos 
A.so Stampine of Leatuer Goons 


416 CLARK BUILDING 
1918 PITTSBURGH, PA. 1935 








REPAIRING 
JEWELRY & SILVERWARE 


PLATING 
GOLD—SILVER—RHODIUM 


ENGRAVING 


SPECIAL ORDER WORK 
HEEREN & COMPANY 


Successors to Heeren Bros., Company 


140 8TH ST., PITTSBURGH, PA. 








JEWELERS’ SUPPLIES 
DISTRIBUTORS OF 
Genuine Factory Materials. 
Watch Glasses, Tools, Findings, Etc. 
Optical Findings. 
MARTIN GLUCK & SONS 
718 Penn Ave. Pittsburgh, Pa. 








EXPERT REPAIRS 


Jewelry of Every Description 
DIAMOND SETTING AND ENGRAVING 


DOERNBERGER & MUCK 


406 Pittsburgh Life Bldg. Pittsburgh, Pa. 








WE OFFER 
ALL THAT'S NEW IN— 


ELGIN 
WALTHAM 
WESTCLOX 
INGERSOLL 

SETH THOMAS 
INTERNATIONALSILVER PLATE 
COMMUNITY PLATE 
KADETTE RADIOS 





WHOLESALE DISTRIBUTOR TO THE 
TRI-STATE DISTRICT 








SAMUEL 


WEINHAUS 


COMPANY 
720-722 PENN AVE., PITTSBURGH, PA. 

















PITTSBURGH: 


Jack Gerson, New Castle, Pa., retail 
jeweler, is moving into a new store in 
that city. 

Leon Rubin, retail jeweler, East Liver- 
pool, Ohio, recently celebrated his 25th 
anniversary in business. 

Francis A. Keating, president of the 
Grogan Co., has returned from New York 
where he spent a week on business. 

Louis Grillo, Greensburg, Pa., jeweler, 
has returned to business following an 
illness which confined him to his home 
for some time. 

Gus Bastheim, president of the Henry 
Wilkens Co., Liberty. Ave. credit jeweler, 
is sojourning in California, where he is 
visiting his brother. 

The Harvey Jewelry Co., Cumberland, 
Md., is preparing to move into a new 
and enlarged store in that city. Harvey 
M. Aaronson is the proprietor. 

William Grafner, son of Emanuel and 
Mrs. Grafner, recently drove to Florida 
and brought home his parents who have 
been sojourning at Miami Beach. 

W. M. Best, for many years associated 
with the old Heeren firm, is now engaged 
as an engraver in the quarters in the 
Clark Building formerly occupied by the 
late Frank J. Weisser. 

Word has been received in Pittsburgh 
of the death of H. A. Dodge, retail 
jeweler, Fairmont, W. Va., which oc- 
curred March 11, from pneumonia. He 
was in his early 30’s. 

Pugh Bros., credit jewelers of this city, 
who operate a chain of eight stores 
throughout the eastern half of the United 
States, recently spent $20,000 remodeling 
their Youngstown, Ohio, store. 

The Triangle Optical Co. is adding 
more than 500 sq. ft. of floor space 
to its large offices and shops in the Clark 
Building. This will make it necessary 
that some of the jewelers, occupying ad- 
jacent quarters, move elsewhere in the 
building. 

Francis A. Keating recently issued a 
financial appeal to prominent citizens of 
Pittsburgh in behalf of the American 
Association for the Blind, in which 
organization he is actively interested. He 
is also chairman of the board for the 
local home for the blind. 

Louis C. Corbin, a director and member 
of the sales staff of the Samuel Weinhaus 
Co., was married March 14 to Miss 
Edith B. Harnavius, for many years office 
manager for the Weinhaus concern. The 
wedding took place in Pittsburgh and the 
couple departed immediately on a honey- 
moon. 

Louis DeRoy & Bros., 544 Smithfield St., 
have engaged the services of C. Proessler 
& Sons of this city to remodel the entire 
interior of their store. New show cases 
and wall cases, as well as new fixtures, 
are being added. The William J. Kappel 
Co. recently installed some new cases in 
both their Federal St. and E. Liberty St. 
stores, which were also furnished by the 
Proessler concern. 

(Please turn to page 99) 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 


SPECIALIZING 


DIAMONDS 


818 LIBERTY AVE., PITTSBURGH 








WE OFFER 


Compacts 
Costume Jewelry 
Ladies’ Hand Bags 

in 
Highly Colored Spring and 


Summer Lines 


M. BONN CO. 


713 PENN AVE. PITTSBURGH, PA. 











FOUNTAIN PEN SERVICE STATIO 
ee ee 
SINGER PEN: CUFT SHOP Ueshines bese 


PITTSBURGH, PA. 
WRITE FOR PRICE LIST ON 
Repairing of Pens 
Engraving Names by Machines 
Gold Stamping on Leather 




















GOLD and SIILVIEIR 


Scrap and Wastes 


IPUIRCIBA SIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 
* 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 

















VERNON-BENSHOFF CO. 


Clark Building _— Pittsburgh, Pa. 
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Pittsburgh Notes 
(From page 98) 

Leonard L. Lesser, retail jeweler, St. 
Marys, Pa., was badly injured and Mrs. 
Lesser lost her life as a result of an 
automobile accident which occurred near 
Greensburg, Pa., Sunday, March 8. Three 
other lives were also lost in the mishap. 
The Lessers were enroute to Greensburg 
to attend a lecture when the accident 
happened. Mr. Lesser is convalescing in 
a Greensburg hospital where he was 
taken by passing automobilists. 


L. B. Vernon, president of the Vernon- 
Benshoff Co., Clark Building, recently 
retrieved a gold watch case for Dr. John 
B. Sutherland, famous University of 
Pittsburgh football coach. The case, 
which was identified by an inscription, 
was turned in some time ago by a seller 
of old gold. Mr. Vernon became so in- 
terested that he communicated with Dr. 
Sutherland and it now develops that the 
watch was stolen, or lost, 21 years ago. 
It had been awarded to Dr. Sutherland 
at the time as first prize in a heavy- 
weight boxing championship. 


CINCINNATI 


Alvin Youkilis, watchmaker, announced 
recently that he has purchased the jew- 
elry store from J. S. Breen, located at 
3049 Madison Road, Oakland, Cincin- 
nati. The store will be operated by Mr. 


Youkilis under the name of Alvin's 
Jewelry. 
The Cincinnati Study Group of the 


American Gem Society will meet Wednes- 
day night, April 8, with Professor Otto 
Von Schlichten at the University of Cin- 
cinnati. At the most recent gathering of 
this group, the topics discussed pertained 
chiefly to crystal systems, crystal forms, 


cleavage and _ internal structure’ of 
crystals. 
Miss Margaret Susazanne Gruen, 


daughter of Mr. and Mrs. Fred G. Gruen, 
recently played an important part in a 
Girl Scout broadcast over Station WSAL. 
Musical goat bells and a chalet music box 
brought from Switzerland by Miss Gruen 
when she attended the International Girl 
Scout camps at Berne in 1935, were used 
for sound effects on the program. Miss 
Gruen also wrote the script for the broad- 
cast. 


No executive changes will be made in 
the management of the E. & J. Swigart 
Co., following the death of Mrs. Eliza- 
beth L. Swigart, who held the chair of 
president from 1908 until her death Feb. 
15, last. The firm will continue as it 
has for some years, with Orville S. Ful- 
ler, secretary, in active charge and A. R. 
Betts as treasurer. In her will, Mrs. 
Swigart bequeathed one-third of her 
interest in the jewelry supply firm to 
Mr. Fuller, who is a nephew, in trust. 
The residue of the estate goes to the 
son, who is to have the principal of the 
Fuller trust if he leaves no children. 

With the signing up of two more firms, 
the drive for more members is being con- 
tinued by the Cincinnati Wholesale Jew- 
elers & Manufacturers Association. Sev- 
eral other firms are on the list and cam- 
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paign workers expect to enroll them be- 


fore the month is over. The drive to 
increase the roster of the local associa- 
tion was started when Edwin B. Jacobs 
was elected president in January and 
E. C. Brunst of the Gruen firm was 
selected as chairman of the membership 
committee. Five names have been added 
to the official list and twice that number 
is expected according to Mr. Brunst. 





Robbers Get Cash and Jewelry 
in Greenville, Ohio, Hold-up 


GREENVILLE, OHIO, March 10—Clues are 
few police admitted as they sought two 
young, well-dressed bandits who recently 
raided the jewelry store of R. O. Wieland 
compelled the owner and three clerks 
to lie on the floor and escaped with $400 
in cash, diamonds valued by the jeweler 
at between $7000 and $8000, and an 
assortment of watches. 

Mr. Wieland said the robbery followed 
a visit by one of the men who asked to 
be shown some engagement rings. Say- 
ing he would return, the man left, the 
jeweler told police, then appeared a half 
hour later with his accomplice. Scooping 
$400 out of the store safe the bandits 
appeared “choicy” in removing gems from 
showcases. 

Federal Trade Commission Alleges 
Unfair Competition by 
International Silver Co. 

WasuHinctTon, D. C., March 10—Unfair 
methods of competition in connection with 
the sale of silver-plated ware are alleged 
in a complaint issued by the Federal Trade 
Commission against International Silver 
Co., having its principal place of business 
at Meriden, Conn., with sales offices at 
Chicago, New York, San Francisco, St. 
Louis and Toronto, and factories at Meri- 
den, Wallingford, Norwich and Water- 
bury, Conn., and Hamilton and Niagara 
Falls, Canada. 

According to the complaint, the re- 
spondent features the word “Rogers” in 
the trade names of various brands of 
silver-plated ware it manufactures and 
sells to customers, including retail depart- 





ment stores and jewelry stores, and 
further described two of its brands, 
“Anchor Rogers Anchor” and “Star 


Rogers & Bros. A-1,” as “Original Rogers 
Silver-Plate” and “Genuine Rogers Silver- 
Plate.” 

These two particular brands were for 
many years sold to the purchasing public 
at $50 for a set of 50 pieces, it is alleged, 
and to retail dealers at a discount of 50 
per cent, but for the last two or three 
years, the complaint charges, the re- 
spondent has allowed retailers an addi- 
tional trade discount of 40 per cent on the 
purchase price of the two brands. This 
50 plus 40 per cent discount makes the 
net purchasing price to retailers $15 a set, 
the complaint points out, and permits 
them to make a corresponding reduction 
in the retail price at which they resell the 
sets. 

In connection with the sale of “Anchor” 
and “Star” products, International Silver 
Co., it is charged, furnishes retailers with 
booklets and price lists which describe its 
“half-price sales plan” and which booklets 
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| contain samples of advertising for the 
| use of retailers in promoting the sales 











plan, and, according te the complaint, 
many retailers have made use of the sug- 
gested newspaper advertisements, which 
represent that sales of such sets are “half- 
price sales,’ and that the normal value 
and the usual and customary retail and 
selling price of each set is $50, or ap- 
proximately that sum. In many instances, 
the complaint sets forth, the respondent 
pays a portion of the cost of the news- 
paper advertising. 

The complaint alleges, however, that 
the price the respondent represents as the 
customary sales price does not reflect the 
true customary sales price, but is fictitious 
and exaggerated, and further alleges that 
the respondent’s practice of falsely adver- 
tising its products for sale at half of the 
represented regular retail price tends to 
deceive purchasers as to the quality, 
value, grade and price of its silver-plated 
ware. 

Such alleged misrepresentations, it is 
charged, enable retailers to increase their 
sales of the respondent’s ware, lessen the 
market for the products of manufacturers 
who honestly represent the true retail 
value of their silver-plated ware, and 
tend to divert trade to the respondent 
from competitors who truthfully adver- 
tise and sell their products at half price, 
or who do not misrepresent the actual 
value of such products. 

The respondent is allowed until April 
10, next, to show cause why an order to 
cease and desist from the practices com- 
plained of should not be issued. 





B. F. Hirsch, Inc., manufacturing jew- 
elers, 64 W. 48th St., New York, have 
installed a mechanical scale of original 
design which is capable of weighing up 
to 7200 dwts. to within an accuracy of 
one grain. The indicator of the scale 
reads up to 50 dwt., heavier lots of 
platinum, gold and alloys being mea- 
sured by the addition of weights in de- 
nominations of 10 to 5000 dwts. The 
beam of the scale is six inches wide and 
three feet long and consists of an alumi- 
num alloy. 


WATCH and JEWELRY 
REPAIR TAGS 


Prices from $2.25 per 1000 
Special trade discount to Jobbers 


Write for Samples 


SUPREME TAG CO. New vorn,n.¥: 
CORRECTION 


The prices of WALDORF 
SWAGGER attachments quoted 
in our JEWELERS’ CIRCULAR- 
KEYSTONE advertisement of 
March should have read: “COST 





OF CARD OF SIX, including 


One Dozen Extra Initials— 
$7.50. Cost Singly—$1.00, ex- 
cluding extra initials.” — 


The SOMAR COMPANY 
A Division of 


BRUNER-RITTER, Inc. New York 
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WHERE TO BUY 





WHEN You THINK OF 


FINDINGS 


THINK OF 


FULLER 





ORDER FROM YOUR JOBBER 








Gucomparable 


RDINARY WORK 


BECKER-HECKMAN CoO. 
28 E. Madison St. CHICAGO, ILL. 





x S.KAPPER x 


MANUFACTURERS 
of QUALITY DIAMOND MOUNTINGS 
and WEDDING RINGS 
Expert Diamond Setting Jewelry Repairing 
159 N.' State Street Chicago, Ill. 








PERSONALIZED JEWELRY 


STERLING - GOLD - HAND WROUGHT 
Send for Complete Illustrated Catalog 
with Special Proposition for Dealers. 
Catalin Monograms—Popular Colers—for 

Brooches—Clips and Bags 
THE ART METAL STUDIOS, INC. 
Jewelry and Novelty Craftsmen 


17 N. State St. Chicago 








CENTRAL WATCH CO. 

WATCH REPAIRING FOR THE TRADE 

Best Workmanship at Lowest Prices 
Prompt Service 

5 South Wabash Ave. CHICAGO, ILL. 

















set. | SILVERWARE | 33 


Repaired - Replated 


SWARTZ & CO. 


10 S. Wabash Ave. Chicago, Ill. 
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A. E. Phone: Central 5400 


KRAUSE 
& CO. 


RELIABLE WATCH REPAIRING 
37 South Wabash Ave. CHICAGO 








VALANCES 


to ve 
DISPLAY 
WINDOWS 


Samples and Designs. 


160 N. Wells St. 
CHICAGO 





sive way 


Send Glass Sizes for 
Camden Artcraft Co, 








CHICAGO: 


Jewelry News Flashes from the Great Central West 


Sam Marks, manufacturer of rings and 
blanks, with offices at 31 N. State Street, 
spent most of March at Hot Springs, Ark. 

H. C. Van Pelt, of F. H. Noble & Co., 
accompanied by Mrs. Van Pelt, left last 
month for a six weeks’ trip to Florida 
and a cruise among the islands of the 
Caribbean Sea. 

Frank Newburger, manufacturers’ rep- 
resentative, spent last month on a busi- 
ness trip to Providence and New York, 
after which he enjoyed a brief vacation 
at Atlantic City. 

Frederick B. Acosta, Buenos Aires, 
S. A., spent some time in Chicago last 
month calling on wholesale jewelers and 
others inspecting merchandise for dealers 
in South America. 

J. K. Marshall, of the C. & E. Mar- 
shall Co., made a _ business trip to 
its Pittsburgh offices last month, while 
Charles Marshall combined business with 
pleasure on the Pacific Coast. 

Carteaux, Inc., dealers in diamonds, 
pearls and precious stones, who have been 
located at 31 N. State Street for many 
years, have recently moved to the Pitts- 
field building at 55 E. Washington Street. 

Mrs. Karen J. Paulsen, 91 years old, 
died on March 7, after a brief illness, at 
the home of her son, Axel B. Paulsen, 
with whom she had resided for sev- 
eral years. Mr. Paulsen is well known 
throughout the trade. 

Ed. F. Bose, jewelry buyer for The 
Ball Co., spent three weeks in Florida last 
month and stopped at St. Augustine for 
a few days to visit with Charles Spen- 
cer, who was associated with this com- 
pany for more than 50 years. 

E. Williams, representing The Ball Co., 
is at his home in La Grange, IIl., re- 
covering from a recent operation per- 
formed at the Mayo Brothers Clinic in 
Rochester, Minn. He expects to return to 
his regular territory shortly. 

Ed Imhoff, vice-president of the Ripley 
& Gowen Co., Attleboro, left last month 
for the factory after returning from 
Florida, where he and Mrs. Imhoff, ac- 
companied by Mr. and Mrs. George 
Flemming, passed a vacation. 

The Illinois Watch Case Co. and the 
Elgin American Mfg. Co. of Elgin have 
established sales offices in Suite 1041 of 
the Pittsfield building at 55 E. Washing- 
ton Street. The office and Chicago sales 
will be under the direction of E. C. 
Meyerhoff. 

Kendall North & Co., formerly located 
at 31 N. State Street, recently opened a 
new retail establishment on the seventh 
floor of the Pittsfield building. 

The New Haven Clock Co. has re- 
moved its Chicago offices and salesrooms 
from the Merchandise Mart, where they 
have been for the past few years, to the 
Champlain building at 37 S. Wabash 
Avenue. 

Fred Gottlieb, of Frederick M. Gottlieb 
& Co., returned to Chicago last month 
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after a six weeks’ business trip to the 
diamond markets of Europe. Mr. Gott. 
lieb reports that a definite and decided 
advance in prices has taken place, which 
he attributes to the strength of the rough 
market in London and the great demand 
for the finished product in the United 
States, England and India. 

E. C. Delmar, veteran of the clock ip- 
dustry, has been appointed western sales 
manager for the Sessions Clock Co., with 
headquarters in the Merchandise Mart, 
Mr. Delmar was formerly with the Seth 
Thomas Clock Co. It was also an- 
nounced that Glen H. Miller, another for- 
mer Seth Thomas employee, will handle 
the southern territory for the Sessions 
concern, while Arthur Frank will repre- 
sent the company in the western section. 

The regular monthly meeting of the 
Metropolitan Chicago Chapter, American 
Gem Society, was held in Room 529 of 
the Pittsfield building on Tuesday, 
March 3, following a dinner in the Pitts- 
field Cafe. Twenty-seven were present 
and Dr. A. J. Walcott conducted the 
study of star sapphires and rubies. The 
next meeting will be held on April 7 
at the same place and the subject for 
study will be beryl. All are welcome 
to attend, whether members or not. 

Louis Sickles, wholesaler of watches, 
Philadelphia, spent a week in Chicago 
last month visiting with friends in the 
trade and attending the annual stock- 
holders’ meeting of the Elgin National 
Watch Co. at Elgin. Al Ficken, of the A. 
H. Ficken Co., Cleveland, visited Chicago 
on business last week and was one of 
the guests at the initial production of 
Eddie Dowling’s “Elgin Review,” which 
was presented from the local N.B.C. sta- 
tion at 10 o’clock on the night of 
March 17. 

In the absence of President Howard 
Schaeffer and Vice-President Earl E. 
Marshall, both of whom were in Florida, 
Treasurer John G. Leiner presided at the 
regular monthly luncheon meeting of the 
Chicago Jewelers’ Association held at the 
Palmer House on March 19. It was more 
largely attended than any recent lunch- 
eon meeting and the Social Relations 
committee presented an unusually enter- 
taining feature in Frank Shepart, a mono- 
loguist who interspersed his talk with 
some clever “quicker-than-the-eye” tricks. 
Committee reports were made, including 
that of the treasurer. The H. A. Wilson 
Co. and the Gemex Co. were elected to 
membership. 

Several local houses were victimized 
recently by a man who claimed that he 
was here to buy merchandise for a con- 
cern in Louisville, Ky. He stated that he 
was a member of a family formerly 
active in the retail business and that it 
was now reviving the business. For all 
the merchandise purchased he _ issued 
checks on a bank in Louisville. The bank 
reports that during the past few weeks 
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about 50 checks were received, but claims 
this man has no account. He is described 
by the police records of Louisville, where 
it is alleged he is wanted on several 
charges, as about 42 years old, weighs 

170 pounds, is 5 feet 11 inches tall, has 
brown eyes and black hair. 

‘0. L. Koppe, of the Koppe Jewelry 
Co., Billings, Mont., accompanied by his 
wife and daughter, spent a week in Chi- 
cago last month on business and cele- 
brating their 25th wedding anniversary. 

M. Burton Aronson, trading as M. 
Burton & Co., Chicago wholesalers and 
jobbers of jewelry, have entered into 
an agreement with the Federal Trade 
Commission whereby the company will 
cease using printed matter with the word 
“gold” alone or in connection with the 
word “solid,” implying that rings so de- 
scribed are made wholly of gold. The 
stipulation provides that when initials 
afixed to such rings are composed in part 
of gold, the word “gold,” if used as de- 
scriptive only of the initials, shall be con- 
spicuously accompanied by suitable mark- 
ings to clearly indicate the actual karat 
or fineness of the gold used, and to show 
that only the initials are thus described. 

The many friends of Charles B. 
Brooks were surprised to hear of his 
death on the afternoon of March 19. 
Early that day he fell and suffered a 
fracture of the skull and never regained 
consciousness, dying late that afternoon. 
Mr. Brooks was 48 years old and had 
been associated with Oneida, Ltd., for 
about 20 years, 10 of which he was man- 
ager of their London office. Five years 
ago he became a member of the Chicago 
office staff of Oneida, Ltd., and gained 
many friends in the trade here during 
that time. Memorial services were held 
for Mr. Brooks at the Lawson Y.M.C.A. 
on Sunday afternoon, March 22, where 
hosts of friends gathered to pay their last 
respects to his memory. Deceased is sur- 
vived by three brothers, Garnet, Clyde 
and David W.; one sister and his mother. 
The remains were taken to Royston, Ga., 
his old home, for interment. Mr. Brooks 
was a member of Tigris Temple, Syra- 
cuse, N. Y. 

Quite a number of changes have been 
made recently in the location of jewelry 
concerns in the Heyworth building and 
some new ones have moved in. The 
Clinton Watch Co. has added a third 
more space to its quarters on the 11th 
floor. The Franklin Meyers Co., dia- 
monds, has taken larger quarters, mov- 
ing from the seventh to the 13th floor, 
while Al Jarrus and Ed Bagley have 
moved from the 11th to the 13th floor. 
The Martin Copeland Co. has enlarged 
its quarters by moving from the fifth 
to the ninth floor; A. G. Zobel, formerly 
on the eighth floor, has improved his 
space and display facilities by moving to 
the ninth. Abe Rothbrun, diamonds; H. 
Weimer, manufacturing jeweler, and 
George T. Erckman, manufacturer, have 
recently taken space in the building. 

J. A. Connor, representing the Mimo 
Watch Co., New York, with Chicago 
headquarters at 31 N. State Street, suf- 
fered serious injury on Thursday morning, 
March 12, through an accident in Peoria, 
Ill, which resulted in the death of two 
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others and injury to several. After fin- 
ishing his business calls and while on the 
way to his hotel he passed the Commer- 
cial Merchants National Bank at Adams 
and Liberty Streets, in the heart of the 
retail district, just at the moment when 
a 100-foot steel flagpole, weighing more 
than a ton, crashed from.the top of the 
13-story building. Broken into pieces as 
it lashed against the wall of the building, 
it showered on the pavement, striking 
Mr. Connor and several other pedes- 
trians. Fortunately he suffered no in- 
ternal injuries, but his left arm, hand and 





left leg were seriously fractured. He is | 


now at the Proctor Hospital in that city. | 


| 


Jean R. Graef, from the New York office 


of the concern, called on the trade here 
and visited Mr. Connor in the hospital. 





Grenville M. Stevens 


SPRINGFIELD, Mass., March 16—Gren- 
ville M. Stevens, 72 Dartmouth Street, 
president of True Bros., Inc., jewelers, 
died suddenly in his home yesterday of 
heart disease. 

Mr. Stevens was born in Portland, Me., 
son of Grenville and Emily (Sargeant) 
Stevens, and was educated in the public 
schools there. 
cord, N. H., where he entered the em- 
ploy of Holland & Darby, 
Three years later he came to Springfield 
and was associated with L. S. Stowe, 
until that firm liquidated. He then was 
employed by the F. A. Robbins Co., over 


In 1893 he went to Con- | 


jewelers. | 


a period of 17 years, later going with | 


Woods & Co., jewelers, as manager. In 
1918 he became manager of True Bros., 
Inc., and in the following year he pur- 
chased an interest in the business. 

He leaves besides his widow, Myra 
(Abbott) Stevens, a son, two daughters 
and a sister. 





Maiden Lane Historical Society 
Reelects Officers 


All officers of the Maiden Lane Histori- 
cal Society were reelected at the annual 
meeting of the organization held Thurs- 
day afternoon, March 26, in the rooms of 
the Jewelers Security Alliance, 15 Maiden 
Lane, New York. ‘ 

The officers and trustees chosen to serve 
for another year are as follows: Presi- 
dent, Henry T. Abbot; vice-presidents, 
A. L. Brown, George E. Fahys, Joseph D. 
Little, G. H. Niemeyer, William Post 
Sackett and Otto D. Wormser; secretary- 
treasurer, Edward H. Dean; historian, 
Albert Ulmann. Trustees: H. A. Bliss, 
H. H. Dillingham, Frank Jeanne, August 
Oppenheimer, Lee Reichman, William I. 
Rosenfeld, Frank Sloan, Walter N. Kahn, 
Henry C. Barthman, M. D. Rothschild 
and Maurice Tishman. The only change 
in the Board of Trustees was the elec- 
tion of Charles A. Parker to take the 
place made vacant by the death of T. 
Edgar Willson. 

During 1935, 26 new members were 
added to the roster and until the day the 
annual meeting was held, seven new 
members had been enrolled in 1936. Dur- 
ing the year the organization suffered a 
loss of five members by death. 

It was decided that the beefsteak din- 
ner of the society will be held in October. 
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TO BUY 








REF MS 


A DIAL A DAY 
iS BOUND TO PAY YOU 
AT LEAST $25.00 PER MONTH 
CLEAR PROFIT 


Every Dial Guaranteed For One Year. 


AUIRK-RILA DIAL CORP 





HEYWORTH BLDG. METROPOLITAN 
CHICAGO, ILL. BLDG. 
aime LOS ANGELES 





ALLEN BLDG. SEABOARD BLDG. 
DALLAS, TEX. SEATTLE, WASH. 











DON’T WAIT! | 


Protect your building, stock and 
dwelling against damage by 


FIRE AND WINDSTORM 
At Substantial Savings 
Your employees can insure also. 
NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


NEENAH, WISCONSIN 

















HENRY L. ROSE 


(Formerly with Goldsmith Bros. S. & R. Co.) 


Buyer of 
OLD GOLD AND ALL PRECIOUS 
METAL SCRAPS 
25 years’ experience insures accurate 
returns. Highest Market Prices. Send 
Trial Shipment. 
29 E. MADISON ST. CHICAGO 








USE Pee 
NEWALL ey 


“Quality” Findings 


Your Wholesaler has them. 








RING TRAYS 
for SHOW CASES 


Now is the time to replace your old 
trays with new ones. 


“METAL FRAME TRAYS" 


Do your Trays have that worn appear- 
ance? Let us replace “NEW IN- 
SERTS” for them. 


Prices quoted upon application. 


WESTERN TRAY & CASE COMPANY 
“WESTRAY” 


Est. 1864 423-27 Plum St., Cincinnati, Ohio 
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Where to Buy 
IMPORTED 
China and Glass 





ROYAL BEYREUTH CHINA 


MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 








English Bone China and Earthenware 


104 Fifth A 


ROYAL DOULTON 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 


The original production 
WM. S. PITCAIRN CORPORATION 
ve. New York, N. Y. 





ROSENTHAL CHINA CORP., 149 5th Ave., New York 


CHINA 


Fine tho 


me the World Over 
able from New York Stocks 








In stock for immediate delivery. Great 
variety of patterns and designs. 


Importers, 105-107 Fifth Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


Wire your urgent orders. 


PAUL A. STRAUB & CO., Inc. 





ROYAL CAULDON and COALPORT 





EDWARD BOOTE wiv Yorn. y: 


China and Earthenware 
ROYAL CROWN DERBY CHINA 


Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 





Dinnerware from the 
Heinrich & Co. and 


49 W. 23rd St. New 


SHORT LINES—SERVICE PLATES 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Ine, 
ork, N. Y¥ 





J. H. VENON, Inc. | NEW YORK 


FINEST CRYSTAL 
STEMWARE 


From Sweden and F 


AT POPULAR PRICES. 


Stock and Imp 








THEODORE HAVILAND 


Ping FRENCH CHINA 
OOTHS, LTD. 


soun' MADDOCK & SONS 
lish Earthenware 
“GENUI E ag niet ade pill 
All in New York Stock 


Jewelers Suffer in Flood Areas 
(From page 89) 


(Union) station and south along Smith- 
field St. to the Monongahela River. In 
other words, the downtown business area 
from Smithfield St. west to the “Point,” 
was completely inundated. 

While the wholesale and retail houses 
on Penn and Sixth Aves. were the worst 
affected, Pittsburgh’s “Maiden Lane” on 
Wood St. suffered heavy showcase and 
fixture losses. For example, there were 
26 inches of water on the first floor of 
Grogan & Co.’s beautiful store’ at Sixth 
and Wood Sts. Francis A. Keating, 
president of the company, told me that 
their losses would probably not exceed 
$500, principally from mire and muck. 
Employees stood by all night and saved 
the valuable merchandise. 

I was unable to get into the Hardy & 
Hayes store at Wood and Oliver Sts., 
but from the street, it was apparent that 
everything was “topsy turvy”’ and even 
jewelry in the display windows appar- 
ently was not retrieved before the big 
onrush of water. The windows were 
roped off and militiamen “stood by.” 

Two blocks farther south on Wood St., 
the John M. Roberts & Sons Co., managed 
to salvage all of its stocks, when officers 
and employees remained all night and 
carted it to the upper floors, although 
the water floated the show cases and 
fixtures and left heavy deposits of silt. 
Sipe’s across the street, suffered in a 
similar way. When I saw Jack Roberts, 
he had been in the store-72 hours con- 
tinuously, and without sleep. 

The Clark building, home of 35 whole- 
sale jewelry houses, watchmakers and 
engravers, on Liberty Ave., was under 
approximately five feet of water, but the 
jewelers are all on the upper floors and 
consequently suffered little damage. The 
same applies to Grafner Bros., a few 
doors below and across the street, who 
are situated on the second floor. 

But some of the Liberty Ave. jewelers 
suffered severely. The Henry Wilkens 
& Co. store was under at least 10 feet of 
water. Loftis Bros., across the street, 
were badly damaged, and on below, in 
the Jenkins Arcade building, Gillespie 
Bros., and the Singer Pen & Gift Shop 
were completely inundated. The same 
applies to J. R. Reed & Co., further west 
on Penn Ave. 

Kappel’s Sixth Ave. store, Crane’s, the 
B. K. Elliott Optical Co., not to mention 
the Joseph Horne and Rosenbaum depart- 
ment stores, suffered immensely. The 
damage to the Horne store, alone, which 
houses a beautiful jewelry department, 
was reported in excess of two million 
dollars. The water at this point was 
up to within a few inches of the second 
floor and when the display windows 
crashed, merchandise floated out onto the 
streets and away. 

Landaw Bros., Helfer’s, Martin Gluck 
& Sons, M. Bonn Co. and the Samuel 
Weinhaus Co., suffered immensely. There 
was nine feet of water in the last two 
mentioned stores. Plate glass windows 
in the Weinhaus and Gluck stores were 
smashed and virtually nothing was saved 
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The flood reached its crest Wednesday 


night about 9 o'clock. Pathetic scenes 
were enacted as police in row boats and 
motor boats plied their way in the heart 
of the wholesale jewelry district and 
sought to help merchants and others ip 
distress. 

Although it had rained for approxj- 
mately 48 hours before the flood reached 
its peak, it is believed that the heavy 
rains were unable to penetrate the earth’s 
surface, and that the waters and melted 
snow, just rushed along over the ground’s 
surface because it was frozen to such a 
great depth. The water reached a 46. 
foot stage at the peak which was more 
than seven feet greater than that of the 
previous record flood of 1763. 

But as the waters receded from the 
streets today, jewelers, with grim faces 
and determined looks, set about to “clean 
up” their stores and prepare for a re- 
sumption of business. 





Space Reserved for Exhibits at N.A.C.}. 
Convention in Chicago Sept. 20 to 23 


Cuicaco, ILL., March 20—An elaborate 
and interesting program is being formu- 
lated for the 10th annual convention of 
the National Association of Credit Jew- 
elers to be held at the Hotel Sherman in 
this city on Sept. 20, 21, 22 and 23. 

According to J. Frank Newman, ex- 
ecutive secretary of the association, 36 
concerns have already reserved 78 
spaces for the exhibit to be staged in 
conjunction with the convention. 

Those who have so far reserved space 
include Aristocrat Clock Co., art ivory 
division of Celluloid Corporation, Art 
Metal Works, Bardach & Gran, Benrus. 
Watch Co., Bock-Lewis Co., Bulova 
Watch Co., Buss - Linthicum - Thorson, 
Inc.; Ed. Cain & Co., A. Cohen & Sons 
Corp., Du Pont Viscoloid Co., Elgin Na- 
tional Watch Co., S. W. Farber, Inc.; 
Goodman & Co., Paul R. Gruen, Inc.; 
Gruen Watch Co., Hamilton Watch Co., 
The Harris Co., Helbros Watch Corp., A. 
Hirsch Co.,International Silver Co.,Kins- 
ley-Kovsky Jewelry Mfg. Co., Jacques 
Kreisler Sales Corp., Manheimer Watch 
Co., Monarch Watch Co., New Haven 
Clock Co., I. Ollendorff Co., Inc.; Oneida, 
Ltd.; M. A. Reich, William A. Rogers, 
Ltd.; W. A. Sheaffer Pen Co.; Louis Sern, 
Inc.; Stetson China Co., Tavannes of 
America, Inc.; Untermeyer Robbins & 
Co., Wahl Eversharp Co., Walker Watch 
Co., Inc.; Warner Jewelry Case Co. and 
Wolfsheim & Sachs Co., Inc. 

All inquiries regarding the convention 
should be directed to J. Frank Newman, 
Executive Secretary, 131 N. State Street. 


Where to Buy 


DOMESTIC 
China and Glass 


LENOX 
LENOX, INC. 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. Jd. 





from first floor and basement stocks. 


102 











THE JEWELERS’ CIRCULAR—KEYSTONE 
for April, 1936 











H.I.A. Plans for Annual Meeting 
in Washington, D. C., May 18 


WasuincTon, D. C., March 10—The 
annual meeting of the Horological Insti- 
tute of America will be held in the lec- 
ture room, National Academy of Science 
Building, 21st St., and Constitution Ave., 
N. W., this city, at 10 A.M. on Monday, 
May 18. The official hotel will be the 
Lee House, 15th and L Sts., N. W. 

The program will consist of reports, 
regular business, addresses, discussions 
and a dinner. Dr. Alexander Wetmore, 
assistant secretary of the Smithsonian In- 
stitute, will extend a word of greeting 
to the visitors. 

C. H. Swick, chief of the Section of 
Gravity and Astronomy, United States 
Coast and Geodetic Survey will speak 
on “Accurate Time as Applied to Gravity 
Measurements.” 

There will be a short discussion of the 
Western Electric time recorder and an 
opportunity will be given to examine the 
instrument. A short technical talk on a 
subject of practical value to watchmakers 
will also be given. 

Amendments to the constitution of the 
Institute will be considered in the after- 
noon, and members of the advisory 
council for a three-year period will be 
elected. 

A dinner will be held at the Lee House 
in the evening, followed by entertain- 
ment by a double quartet from the Balti- 
more and Ohio Railroad Glee Club in 
charge of W. C. Donnelly. 

Members and their friends and the 
public in general are being invited to 
all of the sessions. 





Frederick B. Breitinger 


PHILADELPHIA, Pa., March 3—Frederick 
B. Breitinger, secretary and general man- 
ager, Breitinger & Sons, Inc., operators 
of the Clock Shop, 39 N. Ninth Street, 
who died Feb. 28 in the Germantown 
Hospital, was buried yesterday in Hill- 
side Cemetery. He was 55 years old. 

After receiving his education in the 
Philadelphia public schools, Mr. Breit- 
inger went to Germany where he studied 
watch and clock making at a horological 
college. Returning to this city he entered 
the clock business established by his 
father and later became vice-president 
of the American Chime Clock Co., an as- 
sociated enterprise. 

Deceased is survived by his widow, two 
sons, a brother and one sister. 


Federal Trade Commission Issues 
Order Against Sessions Clock Co. 


Wasuincton, D. C., March 10—The 
Sessions Clock Co., Forestville, Conn., has 
been ordered by the Federal Trade Com- 
mission to discontinue certain unfair 
methods of competition in the sale of 
its products. 

The company is directed to stop repre- 
senting directly or by implication in 
catalogues, advertising matter, or on 
labels, that the cases of clocks made and 
sold by it are mahogany, when not made 
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from wood derived from trees of the 
mahogany family. 

Findings are that the respondent’s rep- 
resentations conveyed not only to retail- 
ers but to ultimate purchasers and pro- 
spective purchasers that the company’s 
products, especially the Midland electric 
clock, are made with cases of mahogany 
wood, when in fact no mahogany wood 
is used in the construction of the case of 
that clock. 


C. Edward Richter 


CINCINNATI, Onto, March 5—C. Ed- 
ward Richter, president of the Richter 
& Phillips Co., and prominent in business, 
charitable and fraternal circles, in this 
city, died several days ago at Christ 
Hospital where he had undergone an 
emergency operation for appendicitis. He 
was suddenly stricken while at his home, 
2935 Erie Avenue, and was immediately 





The Late C. Edward Richter 


removed to the hospital where death oc- 
curred three days later. 

Mr. Richter founded the Richter & 
Phillips Co. 40 years ago and was prac- 
tically at its helm during the two score 
years. He was born in the Queen City, 
June 14, 1870, and was educated at the 
old First Intermediate and Hughes High 
School. 

Mr. Richter was deeply interested in 
the orphans of Cincinnati and for seven 
years was general chairman of the Cin- 
cinnati Automobile Club’s Orphan Day 
and for some time before that was as- 
sistant chairman. He was also chair- 
man of the advisory board of the Salva- 
tion Army and only several weeks ago 
was. elected first vice-president of the 
Main Street Business Association. Mr. 
Richter was also interested in many civic 
movements and was a member of the 
Kiwanis Club, Cuvier Press Club, West- 
ern Hills Country Club, Chamber of 
Commerce, Kilwinning Lodge, F. & A. M., 
Scottish Rite and Syrian Temple. 

In 1899 he married Miss Naomi Katker, 
who, with the decedent’s brother and 
three sisters, survives. 
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Exhibitors Reserve Space at 
A.N.R.].A. Convention in 
New York 


Although the American National Retail 
Jewelers Association will not hold its 
1936 convention until the week of Aug. 
24, manufacturers, importers and whole- 
salers are already making reservations 
for display space at the exhibit to be 
staged in conjunction with the meeting 
at the Waldorf-Astoria Hotel, New York. 
Charles T. Evans, secretary of the na- 
tional organization, 522 Fifth Ave., New 
York is accepting reservations for space. 

The following concerns have thus far 
taken booths for the exhibit: Admiration 
Products Co., Bulova Watch Co., A. 
Cohen Sons Corp., Elwyn & Co., Gold 
Recovery & Refining Co., Leys, Christie 
& Co., L. Luria & Sons, Inc., Mazer Bros., 
Ollendorff Watch Co., Parker Watch Co., 
Cyrille Steiner Studios, Tavannes of 
America, Inc., Jacques Kreisler Sales 
Corp., and Walter Lampl, all of New 
York; Sheffield Silver Co., and J. R. 
Wood & Sons, Inc., Brooklyn, N. Y., 
Elgin-American Co., and Henry Paul- 
son & Co., Chicago; B. A. Ballou & Co., 
Providence; Gemex Co., Newark, N. J., 
Gruen Watch Co., Cincinnati; Hamilton 
Watch Co., Lancaster, Pa, M. Fred 
Hirsch, Jersey City, N. J., International 
Silver Co., Meriden, Conn., Oneida, Ltd., 
Oneida, N. Y., and Watson Co., Attleboro, 
Mass. 

Also, Aisenstein-Woronock & Sons, 
Inc., Conover & Quayle, Inc., Bristol 
Seamless Ring Co., Handy & Harman, 
Inc., Modern Merchandising Associates, 
Stern & Stern, Inc., A. Wittnauer Co. and 
Wolfsheim & Sachs, Inc., New York; 
Hadley Co., Inc., Kestenman Bros. Mfg. 
Co. and Manchester Silver Co., Provi- 
dence, R. I.; Baer & Wilde Co., Inc., 
Attleboro, Mass.; Baker & Co., Newark; 
Elgin National Watch Co., Elgin, IIl.; 
Ingersoll-Waterbury, Waterbury, Conn.; 
A. Sauer & Co., Cincinnati, O., and the 
Waltham Watch Co., Waltham Mass. 





Alanson Bigelow 


Boston, Mass., March 9—Alanson Bige- 
low, 72, former president of Bigelow- 
Kennard & Co., jewelers in this city, died 
Saturday, March 7, at the home of his 
sister-in-law, in Milton, Mass. 

Mr. Bigelow, who for many years had 
spent his summers at Cohasset, where he 
took an active interest in yachting, had 
been ill for some time. 

Mr. Bigelow was born in Cambridge in 
1863, a son of Alanson and Elizabeth 
(Jane) Bigelow. After attending Cam- 
bridge public schools, he was graduated 
from Massachusetts Institute of Tech- 
nology with the class of 1882. He took a 
special course in science at Harvard. 

Entering the jewelry firm of which his 
father was president in 1889, he became 
president at the elder Mr. Bigelow’s 
death in 1923. He retired several years 
ago. 

Deceased is survived by his widow, the 
former Frances V. Cobb, two brothers, 
Ernest of New York, and Homer L. of 
Florida, and a sister, Mrs. Reginald C. 
Heath of Brookline. 















In 30 seconds, it charts 
watch performance... 
“speeds up regulating... 
helps diagnose trouble. 


Western ELECTRIC’S Watch Rate Recorder—announced 
last month— aroused tremendous interest among jewelers 
everywhere. 


It makes a chart showing gain or loss to within 1 second 
per day! Gives quick, accurate diagnosis of watch trouble. 
Scientifically accurate regulating takes only a few minutes. 
Repairs are speeded up, quickly checked. 

The Recorder—and Standard Frequency Generator which 
drives it—were developed by Bell Telephone Laboratories. 
They'll help you do better work faster—bring you more busi- 
ness—increase your profits! Send the coupon for full details. 


Western Electric 
WATCH RATE RECORDER 


Distributed by 


Electrical Research Products Inc. 





r 
: Electrical Research Products, Inc. J.C.-2 
; 290 West 57th Street, New York, N. Y. 

I Gentlemen: Please send me full information on the Watch Rate Recorder and 
| details of purchase plan. 
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Friction in Watch and Clock Mechanisms 


and Its Reduction 


By JOHN J. BOWMAN 


Chairman of the Educational Committee of the Horological Institute of America 





(Continued from the February issue) watches actually carried; and these trials should continue 
during one year or longer, because the best oils retain 
reasonable efficiency for as long as that, under fair con- 
ditions of use. One of the items on the list: “abundance 
of supply” is, it is hardly necessary to mention, not judged 
by test at all. 

Tests and comparisons of acidity are easily made by 
placing a drop of each oil on a polished brass plate; lay 
this flat and cover it to exclude dust. After a few weeks, 
examine the plate. Oils that contain too much acid will 
be seen to have attacked the polish of the plate and made 
it appear dim. If much acid is present, the entire area 
under the drop will be dull or “frosted” in appearance. 
Less acid may dim the polish just under the edge of the 
drop of oil. Oil sufficiently free of acid will leave the 
polish on the plate as perfect as it was originally. These 
effects are seen most clearly after wiping the plate free 
of oils. Any oils that attack the polish of the plate should 
not be used in time-pieces, because they would in time 
spoil the polish of the watch parts. Polishing, as earlier 
explained, is one of the most important means of reducing 
friction. Naturally, the longer this test for acidity is con- 
tinued, the more severe it is, and the more dependable. 


7. article of this series that appeared in the JEWELERS’ 
CircULAR-KEYsToNE for February promised a dis- 
cussion of tests to determine the qualities of various watch 
and clock oils. In that article, the eight separate qualities 
desirable in an oil were listed. Of these, the four that 





Fig. 1 The fault (2) of a tendency to spread out over sur- 

faces, may be tested as shown in Fig. 1, in which sample- 

may be ascertained for comparison, in samples of different drops of different oils are seen on a brass plate, after a 

oils, in tests other than that of actual use, are: (1) acidity; test of three weeks’ duration. Some of these drops show 

(2) liability to spread out over surfaces of parts; (3) no spreading whatever ; others are so widespread that they 

viscosity, or “thickness”; and (4) fluidity under changes have, for all practical purposes, disappeared. The latter 

of temperature. The other qualities on the list referred to oils, in a watch, would in three weeks after application, 

cannot be determined by tests made during short periods of cease to lubricate at all; moreover this oil, wandering at 

time; they must be judged by the behavior of oils in its own sweet will all over the movement, would make a 
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| OLD ~ 4 “f Have Confidence in 
ALS ae\\ HAGSTOZ” 


accura tel Y "As far back as when my father founded 
yretined or our jewelry business in the 90's Hagstoz 
estimated | was paying us full value for our old 
K precious metals. | continue to send all 
our scrap to Hagstoz because | know an 
honest return will be made as soon as 
an accurate determination can be made. 
Our confidence in Hagstoz has 
meant cash in our till." 


Hagstoz BUYS 
GOLD—SILVER—PLATINUM 


or any material in which these metals 
are contained. 


HAGSTOZ 


(Arthur T. Hagstoz) & SON 
Refiners & Assayers 
709 SANSOM ST. 
PHILADELPHIA 


37 Years of Refining Service 
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YOUR NEW YORK 
Headquarters 


You pay no premium to enjoy 
the full comfort and luxury of 
the famous Hotel Lexington. 











WATCHWORK STONE SETTING 
JEWELRY ENGRAVING sssans That’s why men and women 
BRADLEY POLYTECHNIC INSTITUTE _",_$)-| BME] | of the jewelry industry select 
SCHOOL OF HOROLOGY os | ’ this hotel as their headquarters. 
Dept. C Peoria, Ill. Pleasant, airy rooms. Both tub 





and shower baths. Circulating 
ae O ice water. Full length mirror. 
OCK i L / AY Bedside and dresser lamps. Radio. Unexcelled service and 
! courtesy, four popular-priced restaurants, famous orchestras 
play nighily in the Silver Grill and the handiest location in 
New York...Only 3 blocks from Grand Central Station. 
Single rooms as low as $3 a day, double rooms $4 and up. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE - NEW YORE 
Charles E. Rochester, Manager 
Directed by National Hotel Management Co., Inc. + Ralph 


Hitz, President. Hotels Book-Cadillac, Detroit: Netherland 
Plaza, Cincinnati; Adolphus, Dallas: Van Cleve, Dayton 




















YE’S superior Watch and 

Clock Oil is a 100% Amer- 
ican product. The crude por- 
poise jaw oil from our own 
American fisheries is scien- 
tifically refined in our plant 
in New Bedford, Mass. 
The satisfactory timekeeping 
qualities of any watch— 
American or imported — is 
safeguarded when Nye’s Oil 
is used. 


Nye’s Oil—100% American— 
from “fish to finish.” 
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sorry mess of it by collecting dirt, and thus would increase 
rather than diminish friction. 

Viscosity, or thickness (3) is determined in labora- 
tories by the apparatus known as a viscosimeter; these 




















we. 


Fig. 2 


cost from fifty to two-hundred dollars, and are out of the 
question for any but very large consumers, or manufac- 
turers, of oils. But approximate viscosity comparisons may 
be made by simply placing drops of oils on a clean glass 
plate, and standing this on edge. The dops of oils with 
greatest viscosity will tend to stay in place; those with 
less viscosity will creep downward and become elongated, 
and may thus be compared. . Oils with great viscosity are 
best for large time-pieces, and those with less viscosity 
should be used in smaller time-pieces, and at and near the 
balances (the faster-moving parts, where pressures are 
less) on all time-pieces. 

The question of fluidity under changes of temperature 
(4) is most important in oils for use in locations where 
there are extremes of cold or heat; particularly of cold. 
This quality may be judged and compared by placing 
samples of oils on watch-glasses, and placing these on 
ice, or outdoors in very cold weather. The tendency in 
oils in general is to become somewhat less fluid in cold 
and more so in heat. But extremes in this may exist in 
some oils that would indicate unsuitability. Practically, 
the increase of fluidity in heat may be ignored ; but thick- 
ening in cold is another matter. If this is excessive, the 
harm done is mainly that instead of pressing by capillarity 
force always into places where friction is, the lubricant, 
which has become lard-like, will not flow, and then what 
is on the parts in frictional contact may become used up, 
and is not replaced by a fresh supply. Besides this, the 
lubricating power or “slipperiness” of what oil is in place, 
is reduced. So, other things being equal, the oils that are 
slowest to congeal in cold are to be preferred. 

Whether or not you care to make comparisons of oils 
by the simple tests explained, the fact remains that the 
only complete test is the behavior of oils in watches, 
under the conditions of actual use. How long such tests 
should be continued is indicated by what experience has 
taught us as to the length of time the best oils will re- 
main in condition to act as satisfactory lubricants. These 
performances of course set the standard for all oils. What 
they are may be stated as follows: in pocket watches, oil 
should remain effective as a lubricant for from 14 to 18 
months; in the larger sizes of wrist watches, from 10 to 
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14 months; in small bracelet watches, from 8 to 10 
months. A fact of practical importance is that oil remains 
serviceable longer in watches that are kept running, than 
in watches in disuse, or in the jeweler’s stock awaiting 
sale. These will need cleaning and reoiling in from three 
to six months sooner than when in use. This emphasizes, 
for one thing, the advisability of examining, and if neces- 
sary, at least partly cleaning and freshly oiling, watches 
sold from stock, before delivering them to customers. 

What is the nature of the change that takes place in 
oil in use, and creates the colossal amount of work in the 
world, of cleaning and reoiling hundreds of millions of 
watches and clocks, every year? What we can see with 
the naked eye is that the oil gradually becomes thicker ; 
but it would be interesting to know more than just this, 
to make this otherwise humdrum work of cleaning and 
oiling more interesting both to ourselves and to the patrons 
of our craft. 

Partly with your customers in mind, I am going to 

















Fig. 3 


suggest another simple experiment, going back once more 
to the pieces of wood used for illustrating the laws of 
friction as explained in the first article of this series, in 
the CrrcULAR-KEysTONE for November, 1935. In 
that experiment, we placed globular shot pellets, 
to represent the molecules composing lubricating oil, be- 
tween two rough-surfaced pieces of board. Without the 
shot “lubricant,” it required much power and effort to 
overcome the friction between the boards and to move 
them. With the shot rolling between them, they moved 
with astonishing ease. 

Now, instead of shot, spread molasses or mucilage be- 
tween the boards and try to move them! To do so will 
require tremendous effort; you may even not be able to 
move them at all. The gummy liquid, unlike the freely 
rolling shot, acts not at all like a lubricant, but has the 
contrary effect—an adhesive effect. It is doing in fact 
just what old gummy oil does in a watch or clock. It 
shows us why the mechanism of a watch with old oil in 
it cannot function so as to keep time and will eventually 
stop altogether. In our experiment, the molasses has 
evidently in some way increased the friction between the 
wooden surfaces. This is how it does it: 

Molasses has within its substance a high degree of 
“fluid friction.” That is, the molecules composing it do 
not roll on each other easily; they move against each 
other with much friction. This fluid friction is added to 
the other friction between the surfaces when it is intro- 
duced between them, and increases the total of the friction 
that wastes power or even goes so far as to prevent motion 
of the parts in contact. 

In oils, the combined results of evaporation, chemical 
change, pollution by foreign matter, and other effects of 
passing time, gradually increase a fluid friction within the 
oil itself, and this is added to the normal friction of the 
bearing, with the evil results so well known. Oil has in 
it a minimum of fluid friction when fresh; but this in- 








creases month after month, until it becomes like that in 
molasses or any other adhesive substance. 

Our customers sometimes say sarcastic things about 
how often their watches are said to need cleaning. It is 
hard for them to understand why cleaning is needed, if 
they have been careful not to let dirt get into their 
watches. But arguments about this may be quite pleasant- 
ly settled by explaining the facts about fluid friction and 
how it develops in oil as it grows old in use. 

The first article in this series proposed questions, about 
lubrication in timepieces, that brought out apparent con- 
tradictions in the application of the pinciples of friction, 
and promised answers to the questions. One of them was: 
“In physics textbooks it is stated that ‘the amount of fric- 
tion depends upon the pressure of the parts in contact, and 
not upon their surface areas.’ If this is so, then why do 
designers of good watches reduce surface areas by bevel- 
ing escape wheel teeth, and by introducing olive-hole 
jewels?” 

The explanation is that while the above law holds 
good in the friction of dry surfaces, it does not hold good 
when a lubricant is placed betwen them. When age: has 
developed fluid friction in the oil, the area of surfaces 
becomes very important. Another experiment with the 
boards and molasses will make this clear. Instead of 
trying to move the boards on each other broadside, lay 
the edge of one on the face of the other. Now you will 
find that the boards will move with very much less effort, 
in spite of the fluid friction of the molasses, because you 
have reduced the area of the surfaces in contact, thus 
lessening the total of friction, of resistance to motion, 
and of waste of power. 

Now it has been made clear why there is an advantage 
in using olive-hole jewels (Fig. 2), with round-cornered 
instead of straight holes; and in using beveled escape- 
wheel teeth (Fig. 3). In both of these, it is seen that 
they are designed so that the areas of surfaces for fric- 
tional contact are reduced to the minimum. These les- 
sened surface areas become of more and more advantage 
as the oil thickens with age and increases its fluid friction. 
The effect is the same as was obtained by moving the edge 
instead of the breadth of the board on the other board 
covered with molasses. 


(To be continued ) 


H.1.A. Certifies Watchmakers 
WaASHINGTON, D. C., March 10—At a meeting of the 
Examining Board of the Horological Institute of Amer- 
ica, held here yesterday, three certified watchmakers and 
six junior watchmakers were granted certificates. They 
are as follows: 


CERTIFIED WATCHMAKERS 


NAME EMPLOYED BY ADDRESS 
John M. Graves Self McMinnville, Ore. 
Jacques LeRoy Self New York City 


Henry W. Shedivetz Heilbron Bros. Okmulgee, Okla. 


JUNIOR WATCHMAKERS 


Student Bradley Inst. Peoria, Ill. 

Student Bradley Inst. Peoria, Ill. 

Paul Detert E. L. Bowles Glasgow, Mont. 
George W. Parks Student Bradley Inst. Peoria, Ill. 

Henry Buckley Smith Self N. Dartmouth, Mass. 
Peter Sinko E. Rutstine Grand Rapids, Mich. 


Ray Broaddus 
Frederick Brown 





H.1.A. Announces New System of Grading Work 
in Examination 


WasHIncrTon, D. C., March 10—Beginning with the 
May meeting of the Examining Board of the Horologi- 
cal Institute of America, work will be graded in accord- 
ance with the schedule given below. The applicant must 
make at least 70 points in each step of the work in his 
examination. 


JUNIOR CERTIFIED 
Wareten TRAMIMATION occ cccsicccveness eer 100 
PocKET WATCH: ¢ 
Rate in pendant-up position............ DO using 100 
Difference in rates for 5 positions........ Mees civcen 100 


Workmanship on the following points: 


Condition of winding.............. ) 


Condition’ ef Gti... ....6.s6005 
Clearance and fitting of hand...... 
Condition of jewel settings and 
nant eae Ponape aren er oren 
DOOR, FORMED oo seas ewes 
Motion, dial-down ................ 
Motion, pendant-up ............... 
a. | 
Commision GE WOK... 6c ce sce ccones | 
ee | 
COMMIION GE GUOE 6 iis coc iicswnees 
OWE! IO WHORE a ks ce cicoas cnens 
GUATd PIN GHAKE... 6.6 .5ccc cc ceeses r BOP + ssn ni 100 
End shake of balance staff......... | 
Side shake of balance staff......... | 
Trueness of balance staff.......... 
Leveling of hairspring............. 
Centering of hairspring............ 
Trueness of hairspring............ 
Leveling of overcoil............... 
Cirtling ef (oVvercoll. «000656660008: 
Condition of regulator pins........ 
Condition of cleaning............. 
OM GE eee oo odie vic sen anos 
Condition of all steel work........ J 





BRACELET WATCH: 


Rate iN PONCSRt-UP PONION......0...6606. cs eecsees 100 
Difference in rate for 3 positions........ = ........ 100 
Workmanship (same as for pocket watch) _......... 100 
PLATE: 

So a ee 
PEUGR GD AOD’ «660556 0855 
A ENR Sc on Sopa waekeee Oo) wehveeen 100 
Jewel devel...i.c6s..e0004 
Flushness with plate 

MMS oS ike 9b. 6 Were eis ead RE RES Se 800 


ot ene reece cs 


Limits on performance of watches are as follows at middle 
temperature (approximately 70 deg. F.): 


JUNIOR CERTIFIED 
PockET WATCH: 
Rate in pendant-up position.........30sec......... 15 sec. 
Difference in rates for 5 positions....30sec......... 15 sec. 
BRACELET WATCH: 
Rate i PeCAGent-up PORTION. ...........ccccrvoevesce 60 sec. 
Difference in rate in 3 positions................... 90 sec. 


Reports will be made to the applicants on the points 
made in each point of the examination as indicated in the 
last two columns. The H.I.A. in its announcement 
states that it is believed this will make a very thorough 
test of the applicant and also give him information of 
value in improving his work. 
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Travelling Under Difficulties 


Mountainous banks of snow, before they melted and 
flooded wide sections of the nation, made it tough going 
for travelling men in the jewelry trade. 

For instance, the experience of J. J. Murray, field 
supervisor of sales and service for the firm of C. & E. 
Marshall & Co., Chicago. Snow spelled journey’s end at 
a farm house for him. His automobile was lodged tight 





J. J. Murray’s automobile snowed in on Wisconsin trip. 


in a drift across the highway, as shown in the accompany- 
ing photograph. 

Mr. Murray was plowing through a blizzard toward 
Dubuque, Iowa, but 10 miles south of the city the snow 
completely plugged the highway, so he abandoned his 
automobile and made his way to a farm house. He was 
marooned there three days. 


Business of James H. Dederick’s Sons, 91-Year-Old 
New York Refining House, Sold to 
Handy & Harman 


The plant, formulae and some of the personnel of James 
H. Dederick’s Sons, Inc., 44 Gold St., New York, were 
taken over April 1 by Handy & Harman, 82 Fulton St., 
simultaneously with the retirement from business of 
Frank Dederick and James E. Dederick, president and 
secretary-treasurer, respectively of the 91-year-old refining 
company. 

In acquiring the business, Handy & Harman familiar- 
ized themselves with the requirements of approximately 
1300 Dederick customers through an examination of the 
accounts, some of which have been active for half a cen- 
tury. 

The Dederick refining business was among the oldest in 
the trade and a model of personal enterprise. Founded 
in 1845 by James E. Dederick, who had come to New 
York from Catskill, N. Y., and learned to roll gold and 
silver in a pencil factory, the business was under his helm 
until his death in 1896 at the age of 82. Frank Dederick, 
elder of the sons, who had worked in the shop of his 
father’s plant since 1886, then took over the manage- 
ment, assisted by his brother, James E., who had been 
employed by the Gorham Co. 

The Dederick name was a Maiden Lane landmark, for 
the concern was in business for 75 years at numbers 16-18, 
removing to the Gold St. address in 1920, four years after 
it was incorporated. Certain articles of equipment in 
service until the last bore testimony to the venerable age 
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of the firm, including a block of flint nearly worn away 
from repeated tests of gold and the principal counter over 
which business was transacted at both the Maiden Lane 
and Gold St. locations. 

Save for brief periods of illness, the Dederick brothers 
had scarcely been absent a business day from the concern. 
Some time ago each took a 10-day voyage to Bermuda and 
these holidays, which were separate, were their only vaca- 
tions in a combined activity of 91 years. 

“We regret that the time has come when we are to 
break ties with our many customer friends,’”’ the brothers 
stated in a letter to their clients, “but we hold a great 
satisfaction in believing that there has been a job well 
done.” 


Merchandise Market 





An Interesting Publication 


__ The January-February issue of Telechronicle, published by the Warren 
felechron Co., Ashland, Mass., is an interesting number containing 
many valuable merchandising hints and methods for displaying Telechron 
electric clocks. A survey, made by Electrical Merchandising covering 
the period from 1926 to 1935 and reproduced in Telechronicle shows 
the wide use of electric clocks in this country. According to the survey 
8,813,500 homes are now using electric clocks, while 12,390,854, or 58.4 
per cent of the homes in the United States are without power clocks. 


A Plan for Selling Baby Jewelry 


A new plan for merchandising baby jewelery, created by Little Jewels, 
Inc., 387 Washington St., Boston, Mass., and tested in a large eastern 
city during the last Christmas season, has proven a success, according 
to the manufacturers. Little Jewels, the name given this baby jewelry 
comes attractively packaged and with an appropriate gift card. These 
serve as a pleasing background for the merchandise, which may be a 
dainty ring, locket, bracelet, or cny one of a number of items. At present 
there are more than 70 different combinations in this line of gold and 
gold filled baby jewelry. 


An Attractive Mother’s Day Folder 


The West Bend Aluminum Co., West End, Wis., has issued a dignified 
and attractive folder illustrating items of aluminum which are offered 
> suitable Mother’s Day gifts. With these items illustrated, five in 
number, the West Bend concern furnishes to dealers special Mother’s 
Day boxes, greeting cards and display cards. 


Dramatizes Relationship Between Silverware and Food 


The relationship between silverware and food has been dramatized 
by the International Silver Co., Wm. Rogers & Son silverplate by 
direct four-color photography showing foods together with the correct 
silver. Displays have been created to feature the idea and to tie up 
with a new 69 piece master service for eight. With this set go twin 
serving trays. This same concern has also created a new flexible window 
display unit for jewelers, not designed solely for silver display but for 
a general utility display to feature all types of merchandise. The circular 
sectors of this unit are adaptable for use either as shelves or background. 
The design of the unit is modern in conception. 


Elgin Launches New England Test Campaign and Radio Program 


A test advertising campaign featuring watch awards in a contest built 
around motion picture stars, was launched in New England on March 13, 
by the Elgin National Watch Co. Four days later, March 17, to be 
exact, the same concern opened its new radio show, “Eddie Dowling’s 
Elgin Revue,” featuring Eddie Dowling and Ray Dooley, stage and 
screen comedians. The test campaign will be supported by special 
jewelry store window displays and insertions of 1000 lines of adver- 
tising in each of 10 New England newspapers. Awards of 30 watches 
will be made: monthly to entrants in the contest to select the proper watch 
to be worn by the movie star featured each month. A changeable display 
has been created in which only the photograph of the movie star needs 
to be changed. The opening newspaper copy and display featured Dick 
Powell and showed him glancing at his wrist. Concealing his wrist 
was a question mark and from this to Elgin watches on display or 
advertised in the newspapers, ran streamers. During the test campaign 
only New Englanders will be given the 30 watches to be awarded 
monthly. The new raido program is being heard over 58 coast to coast 
radio stations and is part of the concern’s campaign for Spring gradua- 
tion sales. It is sent out over the National Broadcasting Co.’s network 
and will be heard every Tuesday night, from 10 to 10.30 p.m., Eastern 
Standard time, 9 to 9.30 p.m., Central Standard time, 8 to 8.30 p.m.. 
Mountain time and 7 to 7.30 p.m., Pacfic time. Featured on the 
program with Dowling and Dooley will be Benny Goodman and his 
band, Helen Ward, songstress and a galaxy of guest stars. The watch 
contest is also being mentioned on this program. 





Diamonds, watches and other articles, estimated to be 
worth about $500, were stolen early Sunday morning, 
March 15, from the jewelry store of Stinson & Son, 
Camden, Ark. Entrance to the store was made through 
the front door, the robbers cutting a small hole in the 
glass and turning the lock. 
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LEIMAN BROS. PATENTED 


INDIVIDUAL POLISHING Dust Collector 


DON’T 
BREATHE 
POLISHING 
DUST! 


A DUST COLLECTOR FOR EACH INDIVIDUAL 
OPERATOR— 


SMALL, COMPACT, POWERFUL, EFFICIENT 


Used with your own electric polishing and grinding 
motor at the new 
or with a powerful 


ALL TIME 

LOW $ 00 vr a 
PRICE 9 5 = h ae t 
GET ONE TODAY 


TOMORROW Sy mace ir ©FO0 LATE 


ALSO EQUIPMENT FOR FACTORIES, 
SHOPS AND WORKROOMS Floor Space 18 x 29 ins. 
MACHINERY, TOOLS and WORK BENCHES einen 


LEIMAN BROS., Inc. "sca" 


LEIMAN BROS. N. Y. CORP., 23 (E4) WALKER ST., NEW YORK CITY 


MAKERS OF GOOD MACHINERY FOR OVER 45 YEARS ws Electric Polishing Motor $12 


























+ 
Know Your Merchandise THE JEWELERS 
“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental . BUYERS 
purposes. Written in a most interesting and instructive e 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, * DIRECTORY 
how they are fashioned, and how they may be dis- 
tinguished. 


It offers the jeweler and his clerks an excellent means of j o—t i i i 
fully familiarizing themselves with this interesting subject, Concise and complet it 1s a compilation 


and provides the answers to many questions asked by cus- of the names and addresses of the manufac: 


ae. ned indexed, rage | an excellent reference book. 
Sys, 85 Soom: many ables, gintes, and Ginsteations. Price turers, wholesalers and importers in the 
THE JEWELERS’ CIRCULAR-KEYSTONE jewelry and allied industries. 

239 West 39th St. New York, N. Y. : -: 
The classified listings are arranged alpha- 


betically and geographically, grouping the 


LOUIS COLMES sources of the various lines carried and ser- 








THE JEWELERS’ vices used in the retail jewelry store. 
AUCTIONEER A QUICK AND READY 
1235 6TH AVE. REFERENCE 


pecs onal Order Your Copy Now While the 
PAST PERFORMANCES 
SPEAK FOR THEMSELVES Supply Lasts 


We not alone raise you immediate 
cash, but increase your clientele 


and friendship with the ‘people of PRICE—$1.00 TO SUBSCRIBERS, 50c. 


your community. 
No sale too large or too small. 
All Correspondence Treated 











— Strictly pe THE JEWELERS’ CIRCULAR-KEYSTONE 
WRITE or WIRE 24. 239 West 39th Street New York, N. Y. 
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SCAPEMENT.—What is the “escapement” of a 
clock? Please name the different escapements used 
in clocks. What other means are used in clocks to govern 
the timekeeping, besides pendulums? Can you send me 
some general information in printed form briefly explain- 


ing electric clocks? (Question No. 4996. ) sf, 


Answer—The escapement, in any clock or watch, is 
the device that takes power from the train of wheels and 
pinions and applies it to the pendulum or the balance, to 
keep the latter in motion. 

The escapements mostly used today in clocks are: (1) 
The recoil verge escapement, in ordinary “house’’ clocks ; 
(2) the pin-pallet lever escapement, in alarm clocks; (3) 
the Graham dead-beat escapement, in “regulator” clocks 
for accurate timekeeping; (4) the lever escapement with 
jeweled pallets like those used in watches, for fine port- 
able automobile and airplane clocks. 

Besides pendulums, there are used in some clocks reg- 
ular watch balances, to govern the timekeeping rate. 

A pamphlet has been issued entitled “Electric Clocks 
Explained,” which contains general information on the 
various types of clocks driven by electric current instead 
of by springs or weights. 


LD CLOCK.—I have an old clock with wooden 

wheels, with the name “Riley & Whiting, Win- 
chester, Conn.,”” and ‘Cased and Sold by Wm. A. Whit- 
ney, Buffalo,” printed on the label; I would like to know 
the pedigree of this. Please give me the name of a book 
that does not cost much, that gives names and dates of 
old clocks. Also, can you tell me where I can obtain one 
of those landscape pictures that can be wetted and laid 
on glass, to transfer the picture to the glass—this for re- 
decorating clock glasses? (Question No. 4997.) 

R. E. B. 


Answer—The clock was no doubt made by Riley 
Whiting (not Riley and Whiting), who was in business 
in Winsted (Town of Winchester), Connecticut, be- 
tween 1813 and 1835. Whiting was one of the pioneer 
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WORKSOP WOES € QUIFIRIIES 


clockmakers of the “wooden works” period in Connecti- 
cut; and this clock of yours is of more than ordinary 
interest and value. 

The two most advisable books on old American clocks, 
that are obtainable just now, are “The Clock Book,” by 
Wallace Nutting, published by Old America Co., Fra- 
mingham, Mass.; and “The Old Clock Book,” by N. 
Hudson Moore, published by Frederick A. Stokes Co., 
New York. Your local bookseller could obtain either of 
these for you. 

You can buy decalcomania transfer pictures from the 
Decalcomania Transfer Ornaments Co., 298 Fifth Ave- 
nue, New York City; the American Transparency Co., 
248 W. Broadway, New York; or the Consolidated 
Lithographing Corporation, 1013 Grand St., Brooklyn, 
™ ws 


ENDING TUBING.—We are planning to make 
certain goods that will require the bending of small 
thin tubing of 14k gold, and we wish to do this so as to 
avoid any appearance of “kinks” or unevenness in the fin- 
ished work. Please suggest how this may be done. (Ques- 


tion No. 4998.) J. O. P. & Co. 


Answer—Two ways may be suggested for bending 
thin tubing of small diameter so that the bent tube shall 
be free from irregularities of form. One way is to melt 
into the tubing any wax or cement that hardens upon 
cooling ; bend the tube a little; heat it to take any cracks 
out of the cement; bend again; and continue the above 
treatment until the job is finished. Then melt out the 
greater portion of the cement, and finish by immersing the 
tubing in whatever will dissolve the-cement adhering to 
the inside of the tubing. If ordinary chasers’ cement is 
used, denatured alcohol will dissolve it, the process being 
hastened by heating the alcohol. 

The other way is to melt into the tube, to fill it, some 
lead; after bending, the lead is melted out as completely 
as possible, and if it is desired to have no lead remain, any 
that has been left in the tubing may be dissolved out by 

(Please turn to page 113) 
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A British Concern— 
Nearly a Century in 


Business — Serving 
the Trade in America 
for 50 Years 
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James L. Hand 


America’s Leading Jewelry 
Auctioneer 


87 Nassau Street 
New York, N. Y. 


Phone, COrtlandt 7-8693 
Cable Address, Hand-Sale, New York 


STRICTLY ETHICAL AUCTIONS 
Conducted for Jewelers 


Executors, Trustees, Receivers, Banks,Trust Companies, 
United States and Canadian Courts. NO STOCK TOO 
Ane OR TOO SMALL. Write for “HAND” book on 
Auctions. 


INQUIRIES TREATED CONFIDENTIALLY 























Jeweler Collects Unusual Watches 


Bee parcel of old watch movements, some dating 
back to the early half of the 18th century, interests 
customers of Fred Kesler, Dodge City, Kans., jeweler, 
who has been collecting unusual watches for 40 years 
and displays the cream of them in a showcase in his store. 

One 200-year-old timepiece winds with a chain and 
will still run. Each hand-made part is held together with 
pins instead of screws. Other novelties are several hand. 
made watches with elaborate engraving throughout the 
parts, an eight-day movement in which the main spring is 
nine feet long, and a watch fitted with a dial giving the 
days of the week, the date of the month and the changes 
of the moon. 

Mr. Kesler has a section devoted to early American 
watches, in which he prizes specimens of some of the earli- 
est Elgin, Waltham and Howard products. 


A. C. Roberts Gives His Experience 


Elk Point, S. D., 
March 7th, 1936. 


Editor THE JEWELERS’ CIRCULAR-KEYSTONE, 
New York, N. Y. 
Dear Sir: 


In answer to the question, “Have Any Readers Had 
an Experience Like This?’ on page 103 of December 
JeweELers’ CircULAR-KeEysTONE, I offer the following 
explanation: 

When a watch has been freshly oiled, the passing teeth 
of the escape wheel carry off a portion of the excess of 
oil from the locking and impulse faces of the pallet stones 
and deposit it on the back of each stone. If the watch is 
allowed to run down, a reversal in motion is apt to occur 
and the teeth of the escape wheel will pick up a portion 
of this oil from the backs of the pallet stones. As soon 
as the watch resumes running again, a reoiling of the 
pallets will take place and with it an increase in the arc 
of vibration of the balance. As soon as this excess of oil 
is again swept aside, the watch will resume to a large 
extent its original rate. During this period, however, the 
rate change will be in conformity to the isochronal error. 
The pendant position errors of any watch, however fine, 
are never linear and any change in the average balance 
motion will produce a new group of rates. In certain 
cases these will be added to the isochronal error. 

Watches which I submitted to the Bureau of Standards 
for certification were shipped with the balances blocked 
and partly wound. The average error in resumption of 
rate was less than a second. 

A change in rate of seven minutes per week is hard to 
account for in high-grade watches and I seriously doubt 
that the watches in question were finely adjusted time- 
pieces. 

Yours truly, 


A. C. Roserts. 





The Wisconsin Retail Jewelers Association will hold 
its annual convention Sunday, Monday and ‘Tuesday, 
May 17, 18 and 19, at the Hotel Northland in Green 


Bay. 
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Workshop Notes 


(From page 111) 


immersing the work in a solution of muriatic acid and 
water, half-and-half or stronger. 


RANDFATHER CLOCK. —I have a “grand- 

father” clock in my shop for repairs that has on 
its dial the name ‘““Hadwen—Liverpool.” Would it be 
possible for you to tell me anything about the maker of 
this clock, or its age? (Question No. 4999.) C.S. F. 


Answer—lIsaac Hadwen was in business in Liverpool, 
England, between 1766 and 1781. During the period 
represented by these dates, and prior to it, most of the 
long-case clocks in the homes of the upper-class American 
colonists (the average home did not customarily include 
the luxury of such a clock in its furnishings) had been 
imported from England. It is true that there were clock- 
makers in New England; but the real rise of clockmaking 
in America did not occur until after the Revolutionary 
War closed in 1783. Before that time, our colonial clock- 
makers did not presume to make the finer grade of clocks. 
Of course, during the war, the trade in English-made 
clocks was cut off. So it is reasonable to assume that this 
Hadwen clock was brought from England before 1775; 
and this makes it probable that it was made between 1766 
and 1775; and that it is at least 160 years old. 


Lilliputian Watchmaker’s Lathe 


LILLIPUTIAN watchmaker’s lathe, the smallest in 

the world, 2% inches long but so delicately made 

that it works perfectly, will be exhibited by Charles 
Hoese, 75-year-old watchmaker of 53 E. Beechwood 
Ave., Dayton, Ohio, at the national convention of the 





A Tiny Watchmaker’s Lathe 


United Horological Association of America, April 27 
through 29, at Cincinnati. 

Mr. Hoese, who works on watches eight hours a day 
in his Reibold Building office, put in a year of spare time 
in building the tiny instrument. It is about one-fifth the 
size of an ordinary watchmaker’s lathe, which is 11 3/16 
inches in length. 

“It took more patience than time,” he said today. “In 
setting it up for work, I have to use tweezers for fingers 
and add a jeweler’s glass to the power of my spectacles.” 

Mr. Hoese admits that the diminutive lathe is a toy, 
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but points to the eventual possibility of practical use for 
a small instrument of the sort. “If ladies’ wrist watches 
get much smaller,” he said, “I may be using this lathe in 
my regular work.” Mr. Hoese anticipated the present 
vogue for small watches 25 years ago when he designed a 
model three-fourths of an inch in diameter. 


Handy & Harman of Canada Ltd., Officially Opens New 
Plant in Toronto 

Toronto, Can., March 8—Mayor McBride of To- 
ronto rolled the first bar of sterling silver last night at 
the official opening of the new plant of Handy & Har- 
man of Canada, Ltd., an affiliate of Handy & Harman, 
New York, following an address before 50 guests by 
G. H. Niemeyer, president of the Canadian company and 
vice-president of the New York concern. 

“A number of our accounts in Canada have been on 
our books for 50 years or more,” Mr. Niemeyer said. “It 
has been our privilege to supply more than 90 per cent of 
the silver used in industry and the arts. We have come 
here for two reasons: First, because we believe in the 
future of Canada and the jewelry, silversmithing and 
other industries using precious metals. Canada is a young 
country. It will grow and we hope to grow with it. Our 
second reason is to render better service to our Canadian 
customers and to eliminate the delays and expense that 
seem to be necessary to divide even such peaceable and 
friendly neighbors as the Dominion and the United 
States.” 

Robert H. Leach, who built Handy & Harman’s plant 
at Bridgeport, Conn., and is director and manager of that 
plant, supervised the construction and equipping of the 
Toronto unit, Mr. Niemeyer said. Mr. Leach is vice- 
president of Handy & Harman of Canada, Ltd., and was 
present at the inaugural ceremonies. 


How to Protect Business Ideas 


“How to Protect Business Ideas,” a 150-page study of 
trade-marks, patents, copyrights, labels and kindred prop- 
erties by William H. Leahy, general counsel for the Den- 
nison Manufacturing Company, will help corporations 
and individuals to forestall legal difficulties, litigations 
and infringements. Mr. Leahy points the way to a ground 
of common understanding between the buyer and seller of 
ideas. 

While most of the volume is of greater concern to 
manufacturers and wholesalers, retail jewelers will dis- 
cover valuable information in the sections devoted to the 
psychological and sales-producing power of trade-marks, 
labels and packaging. The author cautions business men 
to design these properties for enduring style instead of for 
a fashion of the moment and, unless the idea is uniquely 
adopted to the merchandising idea, to forget the use of 
the picture of the owner in the design. 

In a table of color preferences, the author declares that 
men seem to prefer blue, red, violet, green, orange, white 
and yellow, but that women, on the other hand, possess 
red as their first preference, followed by violet, green, 
blue, orange, white and yellow. 

(How to Protect Business Ideas, William H. Leahy. 
Harper & Brothers, New York. 1936. $2.50.) 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 








Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 








HUB CUTTER, EXPERT, also capable of 
making tools for same. Address “P., 
4325,” care Jewelers’ Circular-Keystone. 





BRADLEY MAN, 12 years’ experience in 
watch and jewelry work; 30 years of 
age, single and sober; A-1 references. 
H. B. Jolley, Water Valley, Miss. 





YOUNG MAN WISHES POSITION with 
jewelry importer or jobber; good in- 
side man; references. Address “E., 
4252,” care Jewelers’ Circular-Keystone. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, ESTIMATOR, age 30 
years, 12 years’ experience; know busi- 
ness from A to Z; pleasing personality ; 
A-1 references; Middle West only. 
Richard Lett, Petersburg, Ind. 





JEWELER, young man, 28, ambitious and 
reliable, with good bench experience, 
wishes position as assistant foreman; 
best of references. Address “‘W., 4196,” 
care Jewelers’ Circular-Keystone. 





YOUNG MAN, experienced polisher and 
lapper on platinum and gold work, 
wishes position; willing to go out of 
town; reference. Address “E., 4166," 
care Jewelers’ Circular-Keystone. 





WATCHMAKER, 11 years’ experience, 
railroad, Swiss watches, clock repairing, 
light jewelry and optical work, estima- 
tor; references; age 29. Address “W., 
4190,” care Jewelers’ Circular-Keystone. 








WATCHMAKER, school trained, desires 
position; hard worker; South preferred; 
salary $15 per week to start. Address 
“Y., 4206,’ care Jewelers’ Circular-Key- 
stone. 





FIRST CLASS RING MAKER on special 
orders, samples, military and hand made 
rings; 20 years’ experience. Address 
“B., 4245," care Jewelers’ Circular-Key- 
stone. 





CREDIT MAN, six years’ experience, will 
work for a small salary to prove his abil- 


ity; collections a specialty; let me hear | 


from Dixie. Address ‘“‘W., 4242,’’ care 
Jewelers’ Circular-Keystone. 





WATCHMAKER, energetic, young, pleas- 
ing personality, competent on all grades 
of watches; will furnish best reference ; 
be convinced. Address “E., 4253,” care 
Jewelers’ Circular-Keystone. 





EXPERIENCED RING MAKER, §spe- 
cializing in making class and college 
rings, either gold or gold overlaid ; rapid 
worker ; production basis. Address “M., 
4264,” care Jewelers’ Circular-Keystone. 





DIAMOND SALESMAN seeks responsible 
position in recognized store handling 
better class trade; young man of artistic 
and creative ability. Address “V., 
4272,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, 27, German, wishes 
steady position; experienced in all 
makes of watches; do also jewelry re- 
pairing. Fred Bollmann, 155 W. 87th 
St., New York. 





ABLE STORE MANAGER, man of pro- 
ductive and executive ability, seeks con- 
nection with expanding credit chain. 
Address “H., 4072,’” care Jewelers’ Cir- 
cular-Keystone. 





FIRST CLASS WATCHMAKER desires 
position; age 27, seven years’ experi- 
ence, store and factory; $40 weekly to 
start; go anywhere. Address “H., 
4097,” care Jewelers’ Circular-Keystone. 





BOOKKEEPER, TYPIST, excellent ref- 
erence; over ten years’ experience in 
jewelry line; thoroughly acquainted 
with all office detail. Address ‘‘E., 4291,” 
care Jewelers’ Circular-Keystone. 





YOUNG LADY, seven years’ experience 
in jewelry factory and office; excellent 
references; can take full charge of de- 
tails. Address “L., 4028,” care Jewelers’ 
Circular-Keystone. 





COMBINATION first class engraver and 
all around jeweler open for change; 30 
years’ experience and best of reference ; 
rapid and thorough. Address “C., 4250,’ 
care Jewelers’ Circular-Keystone. 





BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience jewelry line, 
capable taking full charge, manufactur- 
ing jewelers; excellent references. 850 
E. 161st St., Apt. 5D, New York. 





YOUNG MAN, general knowledge watch, 
clock and light jewelry repairing; can 
wait on trade; state salary; New York 
or vicinity. Address ‘‘J., 4221,’ care 
Jewelers’ Circular-Keystone. 





FIRST CLASS WATCHMAKER, 25 years’ 
experience, also engraver, salesman, 
plain jeweler; American; New England 
preferred. Address “E., 4214,’ care 
Jewelers’ Circular-Keystone. 





CERTIFIED WATCHMAKER, 20 years’ 
experience; fine mechanic on all makes 
of watches, desires position in New York 
or vicinity. Address ‘‘A., 4244,’’ care 
Jewelers’ Circular-Keystone. 





ENGRAVER, 25 years’ experience all 
around shop, engraving including cut- 
ting for enamel, crests, seals, modeling, 
chasing, die cutting and designing. 
Address “E., 4168,” care Jewelers’ Cir- 
cular-Keystone. 





COMPETENT watchmaker-engraver; ex- 
perience with first-class trade; age 26; 
good references as to ability and char- 
acter; desires position with good estab- 
lishment anywhere. Address “J., 4175,” 
care Jewelers’ Circular-Keystone. 





YOUNG MAN, 26 years of age, desires 
position as watchmaker, jeweler, stone 
setter and engraver; will complete 
school March 15th; reasonable salary to 
start. Address “Watchmaker,” 915 
Fredonia, Peoria, Ill. 








WATCHMAKER, MANAGER seeks posi. 
tion June Ist; 27 years’ experience; cap 
do clock work and light jewelry work: 
reliable; salary $35; New England pre. 
ferred. Address “‘V., 4241,” care Jewel. 
ers’ Circular-Keystone. 


a —..., 


WATCHMAKER, 45, New York City; $49 


week; 18 years’ experience, complicated, 
railroad, baguette, American and Swiss 
watches; expert making new parts. Ad. 
dress “‘Y., 4243,’ care Jewelers’ Cirey- 
lar-Keystone. 


WATCHMAKER, 20 years’ experience on 
good watches requiring close rating, de. 
sires steady empoyment in good store or 
shop; references; prefer New York 
State. Address “‘C., 4248,’’ care Jewelers’ 
Circular-Keystone. 





RETAIL AND WHOLESALE salesman, 
20 years’ experience, capable of manag- 
ing store or separate department, wishes 
a permanent position; 40 years old, mar- 
ried, and Gentile. Address ‘H., 4225,” 
care Jewelers’ Circular-Keystone. 


—__—__._..., 


JEWELER, YOUNG MAN, neat appear- 
ing, ambitious, reliable, wishes position 
with retail jewelry store; good knowl- 
edge jewelry business; not afraid long 
hours; best references. Address “Z,, 
4246," care Jewelers’ Circular-Keystone. 








EXPERT WATCHMAKER, good en- 
graver, unexcelled on small Swiss work; 
situation wanted where wide experience 
and good character are valued; can show 
very fine indorsements. Address “K., 
4229,”’ care Jewelers’ Circular-Keystone, 





SEEKING RESPONSIBLE POSITION; 
thorough installment experience; what 
ordinary men are fit for I am qualified 
in; window dresser, advertising ability. 
Address “D., 4251,’ care Jewelers’ Cir- 
cular-Keystone. 





BOOKKEEPER, STENOGRAPHER, full 
charge, 10 years’ experience, capable of 
handling all office details; initiative, 
seven years with one jewelry concern. 
Address “F., 4254,” care Jewelers’ Cir- 
cular-Keystone. 








ENGRAVER, EXPERT, good designer, 
also experienced clock repairing, all 
makes; general retail store and factory 
experience; good personality. Address 
“K., 4262,” care Jewelers’ Circular-Key- 
stone. 





LOAN OFFICE MAN, capable appraiser 
and salesman; excellent card writer 
and window man; thorough knowledge 
estimating repairs, special orders. Ad- 
dress “T., 4271,” care Jewelers’ Circular- 
Keystone. 


EXPERT watch, clock and jewelry repair- 
man, good salesman, good estimator; 
single, age 28; 13 years’ experience on 
all grades and makes; convincing ref- 
erence. Address ‘‘O., 4266,’’ care Jewel- 
ers’ Circular-Keystone. 








FIRST CLASS watchmaker and jewelry 
repairman; 12 years’ experience ; 
of references; capable of taking charge 
of repair department; salary $35 per 
week. Address “N., 4265,” care Jewel- 
ers’ Circular-Keystone. 











RETAIL SALESMAN, 35, having 16 
years’ experience cash or credit store; 
window trimming, and good estimator 
on watch and jewelry repairs, also spe- 
cial order work. Address “H., 4282, 
care Jewelers’ Circular-Keystone. 


CREDIT JEWELER, 14 years’ experience 
in installment jewelry, executive ability; 
best of reference ; married: desires con- 
nection immediately; willing to start 
at small salary. S. Immerman, 574 Hale 
Ave., Cincinnati, Ohio. 
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William P. Chapin 


Provipence, R. I., March 1—William 
Pp. Chapin, 87 years old, one of the oldest 
retired manufacturing jewelers of this 
city, and for more than a half century 
_jdentified with the financial interests of 
Providence, died yesterday afternoon at 
his home, 150 Meeting Street, following 
a brief illness. 

Although he retired from active partici- 
pation in the jewelry industry in 1925, he 
continued financially interested in the 
business which he founded many years 
before, and also continued his banking 
interests. While active in the jewelry 
industry he was for some years director 
in the New England Manufacturing 
Jewelers’ and Silversmiths’ Association 
and of the Manufacturing Jewelers’ 
Board of Trade. + 

With Frederick R. Hollister he formed 
the manufacturing jewelry concern of 
Chapin & Hollister Co., in 1898, succeed- 
ing the old-established concern of G. E. 
Luther & Co., with which Mr. Hollister 
had been identified as salesman for about 
10 years. The business was incorporated, 
the deceased becoming treasurer. He con- 
tinued with the firm until the business 
was consolidated with that of Markham 
& Stone and was incorporated Feb. 28, 
1925, as the Chapin-Hollister-Stone Co., 
with Mr. Chapin as vice-president. 

William Porter Chapin was born in 
Worcester, Mass., June 18, 1848. He 
came to this city when 5 years old and 
attended the public schools. He began 
vais business career in the wholesale drug 
business and later was treasurer of the 
old Rhode Island Locomotive Works until 
he engaged in the jewelry industry. 

Deceased is survived by a daughter, 
two sons and three grandsons. 


Walter J. Buffington Celebrates 50th 
Year with C. D. Peacock, Inc., 
Chicago 


Cuicaco, Itt., March 16—Walter John 
Buffington, vice-president and _ general 
manager of C. D. Peacock, Inc., this city, 
will celebrate his 50th year with this 
concern on April 1. 

This business was established in 1837 
by Elijah Peacock, and a half century 
later, Mr. Buffington, then a boy of 14 
years, went to work as a messenger for 
Charles D. Peacock, son of the founder. 
During these years Mr. Buffington has 
served as stock boy, cashier, head of the 
diamond department and now as vice- 
president and general manager. 

When Mr. Buffington first became af- 
filiated with the Peacock concern tele- 
phones were a novelty, there were no 
incandescent electric lights and the arc 
light was the latest thing in illumination. 
In these 50 years Mr. Buffington has sold 
jewelry to many notable and famous 
Persons in this country. The biggest 
single sale in which he has participated 
involved a pearl necklace which a Chi- 
cagoan bought for his wife at $250,000. 

“Sentiment,” says Mr. Buffington, “is 
the foundation of the jewelry business. 
People deal with their jeweler on a most 
personal and confidential basis, regard- 
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ing him second only to the famay doctor, 
lawyer or minister.” 

In recognition of his long service with 
the Peacock house, Mr. Buffington’s as- 
sociates have presented to him a beautiful 
painting by Gianni entitled “The Bay 
of Naples.” 





Federal Trade Commission Charges 
Unfair Competition in Complaint 
Against Brooklyn Silver Concern 


WaASsHINGTON, D. C., March 20—Unfair 
competition in connection with the sale 
of silver-plated hollowware is alleged 
in a complaint issued by the Federal 
Trade Commission against the Friedman 
Silver Co., Inc., 1226 Flushing Avenue, 
Brooklyn, N. Y. 

For many years, according to the com- 
plaint, certain letters stamped upon hol- 
lowware products have signified to the 
purchasing public and to the trade that 
such products are electroplated nickel 
silver, and that the embossed decorations 
thereon consist of white metal. 

The complaint charges the respondent 
company stamps certain of its hollow- 
ware products with the same letters, but 
that such products do not have the quali- 
ties and do not contain the materials 
which the purchasing public and the trade 
have come to expect in products so 
stamped. The respondent’s practices are 
alleged to be in violation of Section 5 
of the Federal Trade Commission Act, 
in that they have a tendency to deceive 
purchasers and divert trade to the re- 
spondent from competitors who truthfully 
represent their products. 

April 17 is the final date fixed by the 
Commission when the respondent may 
show cause why an order to cease and 
desist from the practices alleged in the 
complaint should not be issued. 





Bandits Rob New York Diamond 
Salesman in Chicago 


Cuicaco, March 20—Police today con- 
tinued search for three bandits who re- 
cently kidnaped Max Hauser, 38, rep- 
resentative of Leo Hauser, diamond 
merchant, of 22 W. Forty-eighth Street, 
New York, from a taxicab in front of a 
hotel on N. Michigan Avenue and robbed 
him of more than $33,000 in unset dia- 
monds. 

Mr. Hauser had called on the firm of 
S. Buchsbaum & Co., Inc., 243 E. Huron 
Street, and was approaching Michigan 
Avenue when a sedan forced his taxi to 
the curb in front of the hotel. 

The men, who wore handkerchief 
masks and carried automatic revolvers, 
ordered the driver to open the rear door 
of the cab and dragged Mr. Hauser into 
the street. Then they shoved him into 
the rear seat of the sedan, pushing his 
head down and hitting him with the butt 
of a revolver. The car roared north on 
Michigan Avenue. Fifteen minutes later 
Mr. Hauser was thrown from the auto- 
mobile into an alley on the north side. 

When he was placed in the car, Mr. 
Hauser said, the two bandits who had 
him in the rear seat proceeded to examine 
his clothing. They took one wallet con- 
taining mélée diamonds from an inside 
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taining larger stones from his inside coat 
overcoat pocket and another wallet con- 
pocket, and also robbed him of $110 in 
cash and a diamond ring valued at $200. 





Mr. Hauser, at his office in New York, 
told a JEWELER CIRCULAR-KEYSTONE re- 
porter that the diamonds were insured 
to the extent of $25,000 by the St. Paul 
Fire and Marine Insurance Co. 





Morris and Max J. Bikoff, New York, 
Fined and Sent to Federal Peniten- 
tiary on Watch Smuggling Charge 


BaLTimorE, Mpb., March 16—A positive 
blow to watch smuggling activities was 
delivered here today in the United States 
District Court when two brothers, Morris 
and Max J. Bikoff, of New York, were 
each sentenced to a year and a day in 
Federal Penitentiary and fined $10,000 
each on indictments charging smuggling 
of foreign watch movements into the 
United States. The Bikoff brothers 
pleaded guilty to conspiracy to smuggle 
watch movements into the country. 
Charges against Jonas and Herbert Bi- 
koff and the family firm, the Bedford 
Watch Co., were nolle prossed by Dis- 
trict Attorney Bernard J. Flynn. 

The sentence against the brothers, who 
entered a guilty plea, and the fines were 
imposed by District Judge W. Calvin 
Chesnut. The investigation conducted by 
the Government over a long period of 
time was made by operatives of the 
United States Customs Service and spe- 
cial agents of the Department of Justice. 
Judge Chesnut, before imposing sentence, 
asserted that “the conspiracy was delib- 
erate and quite fraudulent in every way.” 

Watch movements to the number of 
8000 were smuggled into the country, the 
Court was told by Assistant District At- 
torney G. Randolph Aiken. Mr. Aiken 
declared that after Morris Bikoff, visiting 
Switzerland in 1935, he (Bikoff) ar- 
ranged to have the movements, with bal- 
ance wheels removed, placed in small toys 
and shipped to the United States as 
“roulette wheels,’ on which a small duty 
was paid. The district attorney said 
these were shipped to various addresses 
in the United States and eventually 
reached the Bedford Watch Co. 

The balance wheels were sent direct 
and the whole movement reassembled and 
placed in American cases and sold. The 
Court was told by the District Attorney 
that the movements illegally brought into 
the country wgre valued at approximate- 
ly $60,000, on which a duty of $19,000 
should have been paid. District Attorney 
Aiken said that the movements had been 
sent from Switzerland in first-class mail 
addressed to “John Bikoff” in care of 35 
different hotels in 20 cities. 

The Bikoff brothers’ counsel were Si- 
mon E. Sobeloff, former United States 
District Attorney, and Robert E. Carman 
of Baltimore. 





Dan Marx & Co., established in 1888 
and for six years situated in offices in the 
Bedell Building, Portland, Ore., will re- 
enter the retail jewelry field in a ground 
floor location at 424 S.W. Sixth Ave. 


Ethiopian Jewelry 


‘eae dusky dames 
of Addis Ababa, beleaguered capital of Haile Selassie, 


seldom fare forth to meet the masculine eye unless appro- 
priately decked out with a fitting quantity of the silver 
jewelry so popular among the native aristocracy. Not 
only to the instinct of personal adornment is this custom 
due—the sign of religious devotion is the little silver orna- 
mental cross suspended on a blue cord worn by all true 
members of the Ethiopian branch of the Christian church. 

The silversmiths are mostly Arabians and Armenians, 
settled in the country for years, and immigrant Nubian, 
Greek and Indian craftsmen. It is a curious and ancient 
custom that no silversmith and no debtor may leave Ethi- 
opia without permission of the government. 

Ethiopian jewelry is made from Maria Theresa thalers, 
the silver coin used for trade in the Red Sea area and 
imported from Vienna as needed. The smith works only 
to order, using one-third of the money he receives to 
fabricate the jewelry and keeping the remainder for pay- 
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Above—Silver hair ornaments are made in these beaded 

effects and similar designs. Other articles of much the 

same style are breast pins, silver tooth picks, thorn ex- 
tractors and ear spoons. 


Below—An almost universal trinket is the silver cross, 

worn alike by men and women followers of the Ethiopian 

church. This custom, according to legend, was founded 
by Menelik I. 


Silver arm bands worn by the women of 
Galla who live in the mountainous regions 
south of Schoa in the vicinity of Addis 
Ababa. The intricate designs of flowers, 
rosettes, twirls and arabesques are much 
admired by the Ethiopians. 


Silver and gilded necklace of pendants at- 
tached to a leather thong. 


ment. His customers are generally Ethiopian aristocrats, 
members of the clergy, and foreign travelers. 

Motifs used in the decoration of the jewelry are be- 
lieved to have originated with the Etruscans, the ancient 
inhabitants of Italy before the rise of Rome. 
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